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LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 
























@ Because it is setting new standards in dependability, 
efficiency, and appearance, Link-Belt power transmission 
equipment is being recommended and sold by a growing 
list of mill supply men. Such sales effort is a good busi- 
ness move on the part of any mill supply man anywhere. 

Industry is giving greater recognition today to these 
products because of the all around satisfaction realized 
from their use. This growing approval presents an oppor- 
tunity that should be heeded in the interest of better 
business. 

Link-Belt offers the dependable and economical way 
of solving transmission problems—all of these products 
are proved in service—have established a name for 
reliability. 

The Link-Belt line is thoroughly modern—streamlined 
—offers real sales and service features. 


LINK-BELT COMPANY 
2410 W. 18th Street, CHICAGO 
Offices in Principal Cities 


606 





LINK-BELT -74. 











Mounted Anti-Friction Bearing Units Silverstreak Silent Chain Drives 
Babbitted Bearings Silverlink Roller Chain Drives 
Hangers, Take-Ups, Collars Speed Reducers of the Worm, Herring- 
Rigid and Flexible Couplings bone and Motorized Helical Gear 
Jaw and Friction Clutches Types 

Steel and Cast Iron Pulleys Variable Speed Transmissions of the 


Cut and Cast Tooth Gears, etc. P.1. V. and V.R. D. Types 











FASTER 





It is not only when Delta Files are new that they bite deeper 
and cut faster. They keep it up, long after ordinary files are 
scrapped. 





During the past six years we have added more than 50 per- 
cent to the already high performance of Deltas, by means 
of added refinements in manufacturing processes. Deltas 
were never so saleable, and the cost of Delta filing was never 


so low as now. 


Distributors of quality tools are glad to handle Deltas for 
another reason—they know that Delta cooperation is a 
tangible thing. The Delta policy of protected territories 
and refusal to sell to price-cutters ensures every energetic 
distributor that he will reap the reward of his effort. 


Full details on request. 





#& DELTA FILE WORKS @) 
Philadelphia, Pa., U. S. A. 
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ALLEGHENY 
STAINLESS STEEL 


ELECTRODES 


Recommend Page Welding 
Wire to All Your Customers! 
@ Using Page Allegheny Metal Electrodes with 10 gauge 
18-8 Stainless Steel, this welder produced smooth even welds 


which upon examination showed sound structure and com- 
plete penetration with the material. ‘“‘A fine running wire,”’ 




















said this expert welder. 

Especially designed for welding stainless steel, Page Alle- 
gheny Stainless Steel Electrodes are smooth flowing rods that 
stand rigid inspections and tests for penetration, strength 
and structure. They weld all types of stainless steel and 
the welds will polish perfectly to conform to the material. 
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PAGE STEEL & WIRE DIVISION 
AMERICAN CHAIN & CABLE COMPANY, Inc. 


MONESSEN, PENNSYLVANIA 



















A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 
Chain © Malleable Castings © Railroad 

Specialties 

AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 

Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists @ Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope ¢ “Korodless” 
Wire Rope ¢ Preformed Spring-lLay Wire 
Rope © Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape ® Welding Wire 
READING-PRATT & CADY DIVISION 
Valves ¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings ,Rough or Machined 
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> WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Electric Hoists and Cranes 






Winning fro coal i gng reach. Winning, too, in the 


fight agains§ Igo: i ies#the Spring Washer with long 
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Right in your own territory there 
re plenty of plants which have conveyors 
f one type or another. Many of these 
pnveyors are charging the manufacturers 
extra fare.” Because power costs, bearing 
ilures, and belt replacements mount rap- 
ily when lubrication is inefficient. 


very conveyor is a vital link in the pro- 
uction chain. Correct lubrication of every 
onveyor bearing is essential to low-cost pro- 
uction. Such lubrication must be accurate 

and Alemite metered application meets 
hat requirement. It must be or ee ar 
nd Alemite equipment forces the lubricant 
ver the entire bearing surface under ade- 
uate pressure. 


ou have an important story to tell every 
onveyor user. For Alemite equipment can 


lemite Dot Fittings are rug- 
edly built for bard serv- 
¢on machinery. 


This Alemite Flush Type —> 


be used on every type of conveyor—mono- 
rail, screw, bucket, chain, platform, trough- 
ing roll, flight, apron, or gravity! And when 
you sell Alemite equipment for a conveyor, 
there’s nothing to stop you from selling it 
for the rest of the machinery in that same 
plant. Almost invariably Alemite can be 
made to serve as an entering wedge for 
many other kinds of mill supplies. 


Every manufacturer is interested in cutting 
conveyor operating costs and increasing 
material-handling efficiency. And Alemite 
will do both! Learn right now how easy 
it is to sell Alemite for conveyors. 


ALEMITE—4 Div. of Stewart-Warner Corporation 
1886 Diversey Parkway Chicago, Illinois 


Stewart -Warner-Alemite Corporation of Canada, Ltd., 
Belleville, Ontario, Canada 


Alemite Hydraulic Fittings 
are ideally suited to most 
industrial requirements. 


protruding fit- 


tings. 


Fitting is ideal where lack of 
clearance probibits the use of | 


< Alemite Button Head Fit- 
tings are also widely used on 
beavy-duty conveyors. 


HORACE 


ENJOY 
HEIDT AND 


HIS ALEMITE BRIGADIERS 
MONDAY EVENING, CBS 
COAST-TO-COAST NETWORK. 


EVERY 


LOCAL 


PAPERS FOR TIME 
BROADCAST. 


SEE 
OF 





The Cameron 


-an Ingersoll-Rand Product 


\ i 


Kt is the pump you should sell 


INCE its addition five years ago to the already well established 
line of Cameron pumps, the Motorpump has gradually taken 
a position of leadership in the small pump field. 
This position of leadership has been attained because of its many 
outstanding characteristics, such as high efficiency, compact design, 
PB | AGC a aa ae ee great adaptability, low operating cost, and 
houses listed below you get prompt i This leadership meani more 
deliveries ond full codperation. 


sales and more profits fer you 


_ Ing ersoll- SF Batol 


11 BROADWAY, NEW YORK CITY 
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Our policy of Selective Distribution still permits the establishment of Industrial Distributors 
in a few additional open territories 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 


TROY, N. Y. and 15 convenient Branches 


BOSTON ¢ BUFFALO e CHICAGO e¢ CINCINNATI @ CLEVELAND @ DETROIT © GRAND RAPIDS @ HIGH POINT 
INDIANAPOLIS e@ LOS ANGELES @ NEW YORK e@ PHILADELPHIA e@ ST.LOUIS @ SAN FRANCISCO @ TACOMA 


Established 1872 
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7 
Y EAR after year the sales volume of 
industrial rubber goods of HEWITT 


distributors has moved steadily up- 
ward. The current year will establish 
a new “high”...larger profits...and a 
host of new customers, won over to the 
superior performance of HEWITT 
industrial rubber goods. Write us 


about the HEWITT profit franchise. 
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PICAL DIEHL 
PPLICATIONS 


Tai mayer 








HE EXACT 
MOTOR TO_JFIT YOUR 














DIRECT CURRENT MARINE 
MOTORS AND GENERATORS 





DIEHL MANUFACTURING Co. Elizabethport, N. J. 
ee Division of THE SINGER MANUFACTURING CO 
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Plant and product moderniza- 
tion demand the utmost in motor 
drive efficiency, economy and 
dependability. There is only one 
RIGHT motor to meet the re- 
quirements of each application. 


The diversified Diehl line offers 
many types and sizes from which 


’ 
APPLICATIONS 


' 
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to select the exact motor to fit | = 


your needs. Standard motors are 
obtainable from stock for usual 
requirements. Special designs 
for exceptional conditions can 


be developed in a minimum of 


time. All are products of the 
same facilities and abilities 
which have enabled Diehl to 
design and produce motors that 
have satisfactorily met the re- 
quirements of exacting manu- 
facturers in all branches of in- 
dustry for half a century. 


Tell us your requirements and 
our engineering staff will gladly 
recommend the proper motor 
equipment to meet your needs. 


To all who use or choose motors 
the Diehl Catalog No. 1881 
illustrated above will prove 
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American Cable Division, Dept. MS-5 


American Chain & Cable Company, Inc., Wilkes-Barre, Pa. 
Send me___copies of your booklet “Safety With Wire Ropes.” 


NAME 


ADDRESS — 














@ Here is a book that is filled with 
constructive information about the 
care, maintenance and operation 
of wire rope. 

It explains why TRU-LAY Preformed 
wire rope is a safe rope. But far more 
than being an advertisement this book 
gives constructive information on rope 
strengths and working loads, how to 
make safe splices, how to apply safe at- 
tachments, how to avoid crushing, 
destructive kinks, when to discard ropes 
—and much other useful information 
every engineer will want to know. 


Return the coupon today for your free 


copy of this bobok—prepared by the peo- 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


ple who pioneered in the development 
and perfection of preformed rope. 


AMERICAN CABLE DIVISION 


WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, 
New York, Philadelphia, Pittsburgh, Houston, San Francisco 


o 


) ~) . , 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldiess 
Chain ® Malleable Castings ¢ Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery ©@ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, INC. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence ® Wire and Rod Products 
Traffic Tape ® Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Eléctric Hoists and Cranes 


TRU-LAY (Zeforred WIRE ROPE 


* ALL AMERICAN CABLE DIVISION ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE EMERALD STRAND 
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Double type herringbone 
reducer driving head shaft 
of standard elevator 
in cement mill 


- = 
Part of battery of spur gear 
speed reducers driving 
travelling water screens 
in power plant 


Spur gear reducer straight 
line drive to belt con- 
veyor in coke plant 


Single type herringbone 
reducer driving coal 
mine hoist 


ERE is just a fleeting glance at the 

tremendously broad scope of 
Jones service to industry on drive 
problems. These few installations are 
typical of the thousands of applica- 
tions of Jones herringbone, worm and 
spur gear speed reducers for every 
type of service. 


Mill supply houses everywhere ap- 
preciate the importance of this accep- 
tance of Jones products. It means 
satisfied customers, repeat business 
and more profits. 

Check into all or any part of the 
Jones line and you will find many op- 
portunities to add to your volume on 
transmission products. 


Worm gear speed reducer 
driving belt feeder 
in peper mill 


W. A. JONES FOUNDRY & MACHINE CO. 


V-Belt drive to double her- 
ringbone reducer driving 
inclined flight conveyor 
in coal tipple 


Worm gear reducer driving 
soaking pit cover in 
steel! mill 


Worm gear reducer driving 
tumbling mill 


4411 ROOSEVELT ROAD, CHICAGO, ILLINOIS 
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90,000 BUILDERS SAW THIS AD 
and SKILSAW Distributors will profit! ey \ 


E.... two-color. two-page spread advertisement—the 






















largest. most dominating in our history —appeared 
in the April’issue of the’ American Builder.- The tre- 
mendous response from builders is con- 
vincing proof that SKEILSAW. Distribu- 
tors willenjoy their greatest vear... will 
<ll MORE SKILSAWS., 
ata greater profit. than 


ever before! 
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YRILSAW advertising is up 
Ss pearing in 17 magazine 
dealing with construction, production 
and maintenance . oo. it is reachin 
YOUR customers among 612.000 buyers 
. it has helped us to break all past sale) records 
sinee the beginning of the year. 1937 will be the bigges 
year in SKILSAW history! What are YOU doing te 


share in its profits? 


SKILSAW, INC., 3330 Elston Avenue, Chicagi 


210 E. 40th Street, New York . 52 Brookline Avenue, Bosto 
1429 Spring Garden, Philadelphia 
312 Omar Avenue, Los Angeles . 2065 Webster Street, Oaklan 


SKILSAW TOOLS ARE SOLD ONLY THROUGH RECOGNIZED DISTRIBUTOR 


Barnes “Special Unbreak- 
able” Blades have flexibil- 
ity, with all the advantages 
of hard blades. They’re 
supple — pliable — they'll 
bend but won’t break! 


A competent Barnes rep- 
resentative in your terri- 
tory, trained in the applica- 
tion of hack saws to cutting 
problems, is ready to serve 
you, your salesmen and 
your customers. 














When you stock Barnes Hack Saw Blades you 
ally yourself with a manufacturer who recognizes 
his responsibility not only to the user of his product 
but particularly to the Industrial Distributor. The 
Barnes dealer policy builds up dealer profits. Ask 
us for details. 


W. O. BARNES CO., INC., Detroit, MICH. 
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SERRATIONS” 


MADE IN THESE BRANDS 
NICHOLSON “=* 
BLACK<> DIAMOND 
McCAFFREY (@&) 


A FILE FOR EVERY PURPOSE 


WHAT ARE THE RESULTS 


ARE MATCHED AGAINSTC 
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(WHEN oxzp styze FILES 
1 CONTROLLED SERRATIONS 





\LET CHARTS TELL YOU 
A STORY OF GREATER 
ABILITY TO REMOVE 
STOCK .... MORE UNI- 
FORM PERFORMANCE 


LOWER FILE COSTS 
UNIFORM PERFORMANCE 


Here’s what happened when our files Notice how the zig-zag line charting 
were matched against other files — the performance of our files hugs the 


here’s how controlled serrations won line of absolute uniformity; how lines 
over other types of construction. charting other files break away from it. 








LOWER FILE COSTS 
“A” another brand, cost 20.1% more to 
ABILITY TO REMOVE STOCK use than our files 


‘ , “B” another brand, cost 27.6% more to 
Our files completed 30 units of work wee: Gham enn alee 


against 25.0, 23.6, and 20.5 units for “C” another brand, cost 46.9% more to 
other brands. use than our files 


CONTROLLED SERRATIONS WIN 
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Flat...Square... Half Round... Round and Hand... these 
five types of Nicholson, Black Diamond and McCaffrey 
Files are constantly used by mechanics in practically 
every industrial plant. 


The five types illustrated are part of a great line of files — 
a line to which new tooth construction and high manu- 
facturing standards bring outstanding efficiency. 


Check your supply of files. See that your file equipment 
is well rounded. Your mill supply dealer or hardware 
wholesaler can meet your needs. 


A FILE FOR EVERY PURPOSE rts 


























on 


BETHLEHEM BOLTS AND NUTS 





Here is a compact 75-page handbook — What the 
only 3%x6 inches in size—full of useful infor- Book Contains 


mation on bolts, nuts, rivets and spikes. It tells 
GENERAL INFORMATION on 


wrench-head bolt and nut standards, 
about those products. This book is yours for measurements, cut threads and rolled 

3 . . threads, form of threads and thread fit, 
the asking—no bother, no obligation. Just finish, packing and shipping. 


practically everything you will want to know 


cut out the coupon, and mail it to Bethlehem DRAWINGS of bolts and nuts of all descrip- 


tions, track bolts, rivets, spikes and other miscellaneous products in common use. 


Steel Company, Bethlehem, Pa. 


WEIGHTS, number in standard container, number in paper packages, etc. 


DIMENSIONS, including complete dimensions of heads, length of thread and 
Bethlehem Steel Company, Bethlehem, Pa. threads per inch. 





) Please send me, free, your new 75-page LIST PRICES and extras for all except the special products, 
handbook on bolts, nuts, rivets, and spikes 


In fact, this is a complete handbook, small enough to be mailed conveniently, 





(Handbook No. 136). yet containing all information on practically every headed and threaded product. 
—a 
i i 
Name__ garden 
—. 
ET SEG RS tC oe i — 








BETHLEHEM STEEL COMPANY 
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With their striking illustrations 
and impressive messages, the 
1937 Dayton Cog-Belt advertise- 
ments are catching and holding 
the attention of all potential 
users of Cog-Belts. That’s why 
Dayton Distributors everywhere 
find their Dayton Cog-Belt sales 
increasing. 

These powerful advertisements 
in the leading industrial journals 
pre-sell Dayton Cog-Belts to 
buyers of transmission equip- 
ment. Distributor salesmen are 
able, therefore, to secure busi- 
ness in greater volume. 

Supplementing the national ad- 
vertising, we are giving Dayton 
Distributors vigorous coopera- 
tion with strong and effective 
merchandising helps. All of this 


DAYTON FOR 





support makes the Dayton fran- 
chise more profitable than ever. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 


Yayton 
COG-BELT DRIVES 
0) 
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JOBBERS SHOW THE GREATEST 
SALES GAINS EVER RECORDED 


@ When the year just finished came to an 
end last December a good many distributors 
told us that they were glad to have changed 
to Thor Electric Tools. 


Some of them were pleased because of 
Thor’s more complete industrial line or 
Thor’s sensible method of distribution or 
Thor cooperation and sales help. 


But largely Thor distributors during 1936 
liked Thor tools because they sold more of 
them and because they participated in the 


TOOL MAKERS 


PORTABLE ELECTRIC 


greatest sales increase ever noted in the 


industry. 


This year the record of 1936 will tumble, and 
more and more jobbers will make more 
sales at a greater profit. For details as to the 


possibilities in your territory write to: 


INDEPENDENT PNEUMATIC TOOL CO. 


600 WEST JACKSON BLVD., CHICAGO, ILLINOIS 


Detroit + Philadelphia 
St. Louis Toronto . 
Buffalo e New York 
Milwaukee * London 


Los Angeles 
Pittsburgh 
Cleveland 


SINCE 1893 





TOOLS 





THERE 


SKINNER CHUCK 


FOR EVERY JOB 


The Distributor who sells Skinner Chucks enjoys an 
important advantage—for Skinner Chucks are sup- 
plied as standard equipment by the leading and 
largest machine tool builders—their quality is recog- 
nized throughout all industry. 


Industry has not yet met a chucking problem which 
cannot be solved by Skinner Chucks. They are 
correct in design—accurately built—efficient—durable 
—they meet every demand of modern production 
practice. 


THE SKINNER CHUCEK COMPANY 





er does not judge Man- 
hattan Conveyor Belts by size 
alone. More important is their 
ability to stand-up under every 
operating condition, exceeding 
normal tonnage expectations, 
lowering costs per ton carried, 
therefore increasing operating 
profits. 


Leading jobbers are judged by 
the products they sell. They de- 
pend on Manhattan Conveyor 
Belts and other Manhattan Prod- 
ucts to build consumer good will 
ond repeat orders. Write for de- 
tails of the Manhattan Franchise. 


Compensated Belt Fire Hose 
Standard Belt Hydraulic Hose 
> V-Belt Packers Hose 
| Conveyor Belt Paper Mill Hose 
7) Acid Hose Sand Blast Hose 
Air Hose Sand Suction Hose 
Brewers Hose Spray Hose 
§ Contractors Hose Steam Hose 
Textile Mill Specialties Water Hose 
Creamery Hose Garden Hose 
Dredge Sleeves Chute Lining 
C. |. Air Tubing Launder Lining 
Industrial Brake Lining and Brake Blocks 


Other Manhattan Products 


Suction Hose Molded Rubber 
Oil Hose Goods 

Other Grades of Hose 
Packing : 
Matting Belting of Every 
Pump Valves Description 
Tubing Molded Hose for 
Washers Every Service 


Oilless Bearings 


Super-Master Brand Belt for conveying crushed limestone. 
1,193 feet long, 48" wide, 7 x 9 ply, made with 32 oz. 
duck and 1/4" x 1/16” covers. Net weight, 18,658 Ibs. 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, Inc. 


MILL SUPPLIES © MAY 1937 





Macklin Wheels will ‘‘Protect Your Customers’ Production” 


Your customers are certain to like the free and cool 


cutting qualities of MACKLIN GRINDING WHEELS 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U. S. A. 
Sales Offices: —Chicago — New York — Detroit — Pittsburgh — Cleveland — Cincinnati — Milwaukee — Philadelphia 





SAWS 
HAVE TEETH THAT BITE! 


@ Nature provides all wild animals with strong, sharp teeth. 
Animals are dependent upon them to exist. Saws, too, depend 
on good teeth for long life and useful service. 


@ Atkins engineers combine 80 years’ experience in tooth de- 


sign with Silver Steel... Atkins exclusive saw steel ; ; . to give 
every Atkins Silver Steel Hacksaw Blade extra strong, sharp eS ad 
teeth that bite . . . quick... smooth... and clean. egies 

at 
@ Real hacksaw blade economy is based not on price, but on ails “y 


the amount of work each blade will do accurately. On this 7‘ ¢ e SILVER. STEEL 
basis, the record of performance of Atkins Silver Steel Hacksaw 


Blades in metal cutting plants everywhere, proves that they 4 
will save production dollars for you. a 
@ Test them your way. See your distributor. 


ba! 
‘i’ ei SAWS, SAW TOOLS, AND 


MACHINE KMIVES, ETC. 
E.C. ATKINS AND COMPANY EMME INDIANAPOLIS, INDIANA 
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A completely NEW 
TRUCK 
CASTER 
CATALOG 


1) GUISTAHNDING CATALOG 
onthe Outstanding line of 
ruc asters... Bassick 


This entirely new reference book — designed to take the mystery 
out of casters—includes complete information on new and important 
developments in truck casters. You need not be a cryptogrammatist 
or a puzzle addict to understand, to select and to order casters from 
this new catalog. 


Bassick Truck Casters are sold by leading industrial distributors... 
These Bassick Distributors will welcome this new, simplified catalog 
and the information it contains on new Bassick Casters. These recent 
additions make the Bassick line even more than ever the most 
complete and outstanding line of truck casters available. Write for 
your copy. 
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RUBBER COMPAN 
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B.W.H. from its plant in Cam- 
bridge, Massachusetts, and its 
sales force throughout the coun- 
try, salutes Memphis, the Triple 
Convention City for 1937. 


The familiar bull dog, emblematic 
of B.W.H. mechanical rubber 
goods, typifies the sturdy charac- 
ter of Bull Dog quality. It is also 
a symbol of protection for B.W.H. 
distributors. 


The B.W.H. policy of always deal- 
ing thru the jobber and keeping 
him thoroughly competitive con- 
tributes an additional measure of 
protection and cooperation. 


This year B.W.H. again greets 
the Mill Supply Distributors of 
America at their Annual Conven- 
tion. To the serious hours, — 
Accomplishment! To the leisure 
hours, — Good Cheer and Good 
Fellowship! 


BWii 


CAMBRIDGE 
MASSACHUSETTS 





® Through leading trade publications Republic is telling 
to cost-minded men in industry the story of the futility 
of using inadequate materials where corrosion is a deter- 
ring factor in obtaining long life from ferrous metals. 


Help your customers fight corrosion by stocking and 


recommending Toncan Iron pipe and sheets —and gain 
their good-will and build profits for yourself. 
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Mitt SuPPLies 


A YEAR AGO, in Atlantic City, delegates to 
the Triple Convention voted to continue the 
work of the Industrial Supply Research 
Bureau. A committee consisting of Alvin 
Smith, Carl Channon and Harold Buzby was 
selected to draw up a plan, secure funds and 
put the plan into operation. 

That these gentlemen, with the help of 
advisory members and an advertising com- 
mittee, have done their job is evidenced by 
the fact that a plan was drawn up, over 
$11,000 raised and a five months’ advertis- 
ing campaign, reaching more than 150,000 
buying and specifying officials monthly, 
completed. They deserve the heartfelt 
thanks of the entire industry, for they most 
certainly got nothing else for their efforts.” 

Despite their hard work the popularity 
of the movement is still unproven. Of the 
700 firms eligible to contribute (:nembers of 
the National, Southern and American Asso- 
ciations) checks had been received from but 
194 by the middle of April, about eleven 
months after representatives of the whole 
industry approved the idea of carrying on. 

Had the 500 non-contributing association 
members cooperated to the same degree as 
their pioneering brothers, the sum available 
for constructive publicity would have ap- 
proximated $35,000. The follow-up and 
continuity so necessary to any successful 
promotion effort could have been made avail- 


JIM CHANNON, EDITOR 





able, the plan would now be reaping a rich 
harvest of increased consumer acceptance 
for the industry. 

The 500, however, did not eontribute, so 
the “pioneers” once more “carried the load.” 
They received benefits, to be sure, but so 
did the others. 


WE'VE COME UP to another convention with 
the self-same decision to make. The sue- 
cess of the plan on “peanut” money will 
kindle mob enthusiasm. Delegates will rise 
en masse to endorse “the good work.” 
Then they will forget, go home and “let 
George do it” again. 

If the work of the Research Bureau is 
to be outstanding, if it is to result in ma- 
terial increases in distributor volume, it must 
be supported with cash and effort by at 
least a majority of the association members. 

Wouldn’t it be a good idea to substitute 
subseription blanks for “Aye” votes? Then 
if the majority want the Research Bureau 
and are willing to “Say it with checks,” 
the movement can be carried forward with 
assurance. 

On the other hand, if only a minority are 
willing to carry the load, the Bureau can 
be definitely “washed up” and the far-seeing 
pioneers who have pushed the movement 
from the start will be saved a year of un- 
deserved worry and labor. 
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POLICY 


That Republic’s Policy is good 
business insurance for distributors 
is proved by scores of successes 
where it has been made the bond of 
mutual cooperation. This policy is 
dedicated to quality of mechanical 
rubber products and economy in 
distribution. The union of Republic 
with good distributors all over the 
country has achieved these aims. 

Many of our distributors refer to 
this Policy as a partnership agree- 
ment. In large measure it is exactly 
that—the organizations of factory 
and sales outlets combining their 
efforts for the utmost service to the 
consumer in a continuously profit- 
able relationship. 


REPUBLIC/-RUBBER 


Manufacturers of HOSE w YOUNGSTOWN - OHIO 
BELTING @® PACKING > 
MOLDED PRODUCTS LEADERSHIP IN POLICY. PRODUCT AND PERFORMANCE 
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distributors have little to do with 
the final selling price of a product. 
The service they perform costs but 
a small part of the whole selling 
price. There is danger, however, 
in steadily driving for ever-increas- 
ing markups. Not all manufactur- 
ers sell through distributors. A 
too-high markup opens the door for 
them to drive distributors out of 
the market. Perhaps more thought 
should be given to increasing effi-: 
ciency of operation as a means of 
partially offsetting increased costs 
of doing business. 


ra 


How to Succeed 


Walter Hoving, president, Lord 
and Taylor, New York department 
store, advised 200 Columbia gradu- 
ates as follows: 

“Never work for a boss who is 
just trying to get something out of 
you. As soon as you find out your 
boss is a boob, go somewhere else. 

“Know your product. 

“Market your product where it 
is most useful. 

“Improve your product constantly 
and yourself as well. 

“Make a hell of an effort.” 


Strange things happen in this mechanical age. We 
hear of one salesman who uses a trailer to get 
around his territory, carrying both samples and 
wife. Another—believe it or not—makes his calls 
in style, being driven by a chauffeur who also comes 
in handy for making demonstrations. Much less pre- 
tentious, we think (if not so practical) is the sug- 
gestion pictured above, designed to end, once and 
for all time, the difficulty of making the perfect 
appearance before each customer. Who will be the 
first to try it? Though this familiar subject of polic- 
ing the person must be most boring to peddlers, the 
fact remains that the neat ones usually pass up 
the untidy ones on orders that hang in the balance. 
Panhandling is the only profession we know where 
shabbiness is an asset. Trite as is the platitude Money and Till Money. Most 
that “Cleanliness is next to godliness,” it still common financial error, says 
should be rule No. 1 in selling, where cleanliness the survey, is getting the 
also gets you next to the p.a. breeds mixed. For instance, 
a distributor may have a few 
slack years during which he 
uses only a small part of his cash. 
Idle money hurts, so he decided to 
make his cash “brick and mortar” 


Money 


A survey in a recent issue of 
Business Week named the seven 
“breeds” of money required by cor- 
porations as follows: Brick and 
Mortar Money, Equipment Money, 
Style Money, Wage Money, Stock- 
in-the-trade Money, Open-Book 





Cruise Convention Rising Prices 


Much agitation in the last few 


months for another convention on 
a boat. A good many of the agita- 
tors are thinking of a five-day trip 
to Havana early in the year. We 
understand that by chartering a 
ship (quite simple with 600 to 700 
potential guests) an all-expense trip 
costing well under $100 can be ar- 
ranged. The “Neuronic” trip some 
years ago was very successful. 
Meetings, it seems, are well at- 
tended when delegates simply 
can’t walk off the premises. 


The Presidential blast against in- 
creased prices brings much execu- 
tive blood to the boiling point. The 
“economic royalists” point out that 
with sharply increased labor costs 
and heavy load of taxation, higher 
prices are essential if anything is 
to be left for the man who signs 
the checks. They are right. Still, 
there undoubtedly are some manu- 
facturers and distributors who have 
increased prices unduly, simply be- 
cause they figured that the time was 
ripe to do it. Relatively speaking, 
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money and builds a new building. 
Then business picks up; he needs 
money for “stock-in-the-trade,” in- 
ventories, and he finds himself 
short. All of which points again 
to the necessity for looking ahead 
to the next period of deflated: busi- 
ness. The article in this issue by 
F. E. Barth, vice-president of Gra- 
ton and Knight Company, will give 
every executive and _ individual 
salesman material into which he 
can sink his teeth when planning 
for the future. 
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ION TIME 





The DAY 


The HOUR 


The PLACE 





SUNDAY 
May 9 


10:00 A.M. 


Room 212 





10:00 A.M. 


Room 213 





1:00 P.M. 


Room 209 





2:00 P.M. 


Room 214 





4:00 P.M. 


Louis XVI Room 





6:30 P.M. 


Louis XVI Room 








8:00 A.M. 


Main Rining Room 





10:00 A.M. 


Ball Room 





2:00 P.M. 


Louis XVI Room 





2:00 P.M. 





2:00 P.M. 


Room 210 








2:00 P.M. 


Ball Room 








TUESDAY 
May 11 





10:00 A.M. 


Ball Room 





1:00 P.M. 


Memphis C. C. 





1:00 P.M. 





7:00 P.M. 


Ball Room 





WEDNESDAY 
May 12 


10:00 A.M. 


Georgian Room 





2:00 P.M. 


Louis XVI Room 





2:00 P.M. 


Room 210 





2:00 P.M. 


Georgian Room 





3:30 P.M. 





Georgian Room 





MILL SUPPLIES ® MAY 1937 








T A B L E OR WHEN TO BE WHERE 





THOSE ATTENDING 

The SUBJECT NATIONAL| SOUTHERN| AMERICAN] | a nies 
7 S&REMDA|S&MDA|S&MMA 

Executive 

Committee 





Meeting, Executive Committee 


; : = 
| Meeting, Executive Committee pence 


|New Members Luncheon _ | . B.. i 


Meeting, Governing Board, ISRB 


Joint Meeting, Ofticers, Executive Committees, Officers, Executive Connie Advisory Board 
Advisory Boards _ 








Association Representatives 


Past Presidents’ Dinner Association Past Presidents 





Executive 
| itis dailita Serer — Committee 
Opening Remarks, Special Report on Manufacturer- All 
Distributor Relations mb. Members 
President's Report, Committee Reports, Address on All 
Delivery Costs, W. M. Given Members 
President's Report, Committee Reports, Discusson of 
Legislation, Margins val 
President's Report, Committee Reports Address, All 
Wage Negotiations, W. F. Cook : : | Members 


Bridge and Tea 


Meeting, Executive Committee 





All 
the Industrial Supply Research Bureau Members ll AB . 2l 


“ai All ~All All 
Goll Tournament . Members Members Members _ 


Automobile ae — Tea 


All AMI All - 
Dinner Dance Members Members Members 


All 
Increased Efficiency in Distribution Members Rs ie i. mI 


All 
__ Members 





Final Business ities 


All 


Final Business Session: Members 
eseoe 


Final Business Session — 








| Joint Closing Session — ened of New Officers -.. a 
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by F. E. Barth 


Vice-President 
Graton & Knight Company 
Worcester, Mass. 


W HEAR over and over that 


“history repeats itself”, and this 
statement is applied to the various 
phases of history, political, social, 
and economic. If this is actually 
true of economic history, it should 
be comparatively simple to prophesy 
the business cycle, at least for the 
next few years. 

We have just been through a 
long, hard depression; and this 
word “through” can be used with 
confidence, since practically all busi- 
ness services show that we are back 
to the normal line—just about 
where we were 63 years ago—i. e. 
about 1930—when the cycle also 
touched the normal line; but, as we 
only too well know, it did not stop 
there. Instead, we were sliding rap- 
idly to a low that appeared bottom- 
less. Now that we have worked our 
way back to the normal point, this 
is a most opportune time to sit 
down in the most comfortable 
chairs that we can find, breathe a 
sigh of relief, and give serious con- 
sideration to the future. If we can 
prognosticate the future with only 
fair accuracy, we should be in an 
excellent position to lay plans and 
put into action policies which would 
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greatly add to our incomes during 
the prosperity cycle, and place us in 
a very strong position at the time 
of the next depression. 

The chart above shows a lot of 
economic history, since it goes back 
to 1830. The upper graph depicts 
the business cycle, the lower one 
commodity prices. A glance at the 
upper part of the graph immedi- 
ately convinces us that business 
practically never stays stationary 
—that always, after there has been 
quite a rise, we have dipped below 
the line; and that at some point, no 
matter how low the cycle may go, 
we always work back to the normal 
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line and then proceed to go above it. 

In the early part of 1930, when 
the depression was on its way, 
many economists predicted that the 
depression would last maybe 18 
months, or perhaps 24 months, but 
not longer. I do not know what 
the basis of this prediction was, 
but I think it was based on the 
theory that “history repeats itself”’. 
If we look at the chart back to 
1903, we find that most depressions 
have lasted between 18 and 24 
months—hence the reasoning that 
the depression which started in the 
latter part of 1929 would last 18 
to 24 months. And yet its duration 
was about 7 years. This fact, how- 
ever, does not disprove the asser 
tion that “history repeats itself’, 
but rather indicated the trickiness 
involved, when prophesying the 
future, in deciding which phase of 
economic history is going to repeat 
itself. 

If we will now study the com- 
modity price line on the chart, we 
will be struck by the remarkable 
similarity in the action of com- 
modity prices beginning during the 
Civil War and continuing through 
the following 17 or 18 years, and 
the action of commodity prices be- 
ginning with the period during the 
World War and continuing through 
the following 17 or 18 years. Charts 
of commodity prices in other na- 
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tions during the past 150 years, 
during and following important 
wars, show about the same reac- 
tions. Obviously during and im- 
mediately following an important 
war, commodity prices skyrocket 
far above the normal line. 

Although it is true that low com- 
modity prices stimulate business, 
decreasing commodity prices are a 
deterrent to business. With de- 
creasing prices, prospective buyers 
put off their purchasing always ex- 
pecting still lower prices. Decreas- 
ing prices also deflate capital—par- 
ticularly the values of plants, ma- 
chinery, inventories, and real estate 

-and when such property is held 
for collateral, or is mortgaged, 
much of it is forced into liquida- 
tion—thus adding to the fuel of 
deflation. 

Acknowledging the importance 
of the above factor of commodity 
prices in relation to wars and post- 
war conditions, I think we can be 
much more accurate if we base our 
prophecies for the future upon the 
past relationship of this commodity 
cycle to the behavior of the general 
business cycle. By referring to the 
chart again, we find that this coun- 
try went through a six-year depres- 
sion after nine years of lowering 
commodity prices following the 
peak of 1864; we find that just 
about nine years after the peak of 






commodity prices in 1920, we 
started the depression that we have 
just completed. After the six-year 
depression that ended in 1879, we 
find that we had a prosperity period 
of about 44 years; following this 
reasoning, we should be due for ap- 
proximately a 43-year prosperity 
cycle. However, I think it would 
be fallacious to believe that these 
business cycles repeat themselves to 
the day or month, or even year; 
so I hardly take it upon myself to 
prophesy that we are going to have 
44 years of prosperity. However, 
I will venture to predict that we 
are now entering a prosperity cycle 
which will last three to five years. 


What Goes Up Comes Down 


In my mind, the length will de- 
pend somewhat upon the intensity 
of the revival. The higher we go in 
this coming prosperity era, the 
sooner we will drop back. 

I feel that this prediction can 
only be upset by a domestic catas- 
trophe or a world-wide war. 

You may ask, will not the eco- 
nomic legislation which the present 
Administration intends to enact 
change the entire economic picture? 
If we look back in history, we find 
that we had much of this so-called 
economic and reform legislation in 
the post-Civil War days. It is be- 
lieved that the Administration fully 
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realizes the danger of over-expan- 
sion in business, and is therefore 
trying to level out the business 
cycle. It is true that legislation 
may change the contour of the busi- 
ness cycle, either by unwise legisla- 
tion, which would again throw fear 
and distrust into the hearts of busi- 
ness men and thus naturally curb 
an inflationary movement; or 
through wise economic controls, 
which might also place a ceiling 
over the upward movement. How- 
ever, I feel that the Administration 
can be only partially, if at all, suc- 
cessful—thus affecting a somewhat 
lower prosperity era, but which on 
the other hand will still end at some 
time in a depressed era. Human 
nature is too emotional, too forget- 
ful, too much affected by current 
conditions, to enable any Adminis- 
tration to keep us on a level basis. 

Right now, we are in the begin- 
ning of a credit inflationary move- 
ment. Raw material prices are 
very much higher than they were 
during the depression— some of 
them approaching 1929 levels. 
Wages are being increased, which 
in turn results in higher prices for 
commodities, which will increase 
the cost of living, thus stimulating 
further demands for higher wages 

—~and so we will be caught in the 
spiral of inflation. Certain eco- 
nomic measures may be effective in 
controlling this inflationary move- 
ment at some point, but wherever 
that point may be, it will be the 
top; and after it hits the top, it is 
bound to bounce back to some low. 

So we may sum up by saying that 
the next few years are going to be 
active business years. Let’s take 
advantage of this knowledge, and 
thus be so much more prepared for 
whatever downward trend we may 
have later. 


Wi a l-inch round steel bar 


stand an end thrust of 24 tons and 


a twist of } ton, with a little bend- 
ing thrown in for good measure? 
Sounds doubtful—but a 1-inch twist 
drill, with almost half its cross- 
section cut away, can do it—in fact 
has a factor of safety of about 7 
against the twist or torque loading 
created by cutting. Of course the 
hole around a drill helps to support 
it, but even so it withstands the 
severest strains any metal-cutting 
tool has to face, and has the highest 
efficiency, because it has the highest 
percentage of cutting surface to 
cross-section. 

Why a twist drill, and how is it 
made? It is made by milling (or 
forging and milling) two or more 
equal and diametrically opposite spi- 
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ral grooves (called flutes) in a steel 
bar. The flutes are shaped to form 
cutting edges on the cone-shaped 
point, to provide channels for the 
chips that pass out and the coolant 
that comes down to the tip, and to 
form tightly curled chips. These 
factors, plus the fact that the twist 
helps to absorb cutting shock, de- 
termine the shape. 

So we talk the same language, 
let’s get straight on drill elements. 
First, a drill has three parts, the 
point or tip, the body, and the 
shank, Figs. 2a, and 2b, which may 
have a tang, or flat section, at its 
end. Between the flutes are the 
lands, joined at the center by the 
web. Cutting edges of the lands are 
called lips, the non-cutting point 
of the web is called chisel edge or 
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dead center. The angle of the lat- 
ter with the cutting lips is 135 deg., 
while point avgle, or angle between 
lips, is 118 deg. on standard drills, 
Fig. 2h. The heel, that portion of 
the land behind the lip, is usually 
relieved from 7 to 12 deg. to pro- 
vide point or lip clearance, and its 
whole surface is cut away slightly 
back of the margin, the edge of the 
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land which determines drill diame- 
ter. To prevent binding in holes, 
all drills except very small ones are 
slightly smaller at the back end of 
the flutes than at the point, this 
back taper amounting to 0.0005 to 
0.00075 inch per inch of length. 
Over-all length is the length from 
the outer end of the lip to the back 
end of the shank; it does not in- 
clude the point. 
Flute length is meas- 
ured from the outer 
corner of the lip to 
the back end of the 
flutes. 

While most drills 
are “two-grooved” 
(having two flutes), 
there are also 3- 
groove and 4-groove 
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drills, often called core diills be- 
cause they are commonly used to 
enlarge cored holes. They are also 
used for enlarging drilled or 
punched holes. The increase in 
number of flutes results in a heavier 
web and shallower flutes, so the 
center portion will not cut and the 
amount of stock they remove is lim- 
ited by the depth of the flutes. But 
they do, in their own kind of work, 
give greater productivity and better 
finish. 

Here are the reasons: The ma- 
terial to be drilled and its hardness 
limit the maximum surface speed 
and feed per cutting edge on a 
drill. The greater number of cut- 
ting edges on a multi-flute drill per- 
mit a higher feed per revolution, 
and the stronger web permits them 


to withstand the higher strains in- 
volved. The increased number of 
lands also provide the drill with 
more support, reducing the tend- 
ency to wobble, to score hole walls, 
and to cut oversize—action in this 
case being very similar to that of 
a reamer. Of course all this as- 
sumes that the drill is properly 
ground, with all cutting edges of 
exactly the same length and point 
angle, and that margins, particu- 
larly at the point, are not worn 
down. Worn margins cause squeal- 
ing and binding, uneven lips cause 
quick dulling and crowding, giving 
oversize holes. 

I remember I used to get all 
twisted up between number, alpha- 
betical or letter, and millimeter 
drills, and often wondered why 
fractional sizes weren’t enough. 
That was before I knew about odd- 
size taps and the chance that some 
foreign drawing will require metric 
size holes in small diameters where 
the nearest fractional drill is far 
offsize. My best advice for you, if 
you’re selling many drills, is to sug- 
gest that you get a combined table 





which shows exact sizes in thou- 
sandths of an inch for each drill 
and how they are interrelated. Most 
drill manufacturers have them. 
Ranges for numerical drills run 
from No. 80 (0.135 inch diameter) 
to No. 1 (0.228 inch), alphabetical 
drills from A to Z (0.234 to 0.413 
inch diameter), fractional from 
1/64 to 4 inches and over by 64ths, 
millimeter from 0.5 to 10 millime- 
ters by 0.1 mm. and larger than 10 
mm. by 0.5 mm. 


Pointers on Grinding 


Practically all the difficulties the 
average drillpress hand encounters 
result from his failure or inability 
to grind a drill properly for the job 
in hand. Four things must be con- 
sidered in grinding a drill point: 
lip clearance, length of lip, angle of 
lips, and location of point and dead 
center in relation to drill axis. 

Lip clearance, most commonly 
misunderstood, is the relief given 
cutting lips to permit them to en- 
ter the metal without drag. Unless 
the heel is cut back enough to allow 
the cutting lip to enter, Fig. 2d, the 
drill will simply turn around with- 
out cutting, simply scraping on the 
metal or hole surface. If feed pres- 
sure continues, the drill may split 
up the center. Clearance must pro- 
vide for the desired feed per revo- 
lution, and clearance angle must 
increase toward the drill center, 
because the distance traveled by 
that portion of the lip is much 
smaller than that traveled by a 
point on the outer edge, yet the 
feed is the same. For example, a 
l-in. diameter drill feeding 0.015 
inch per revolution has an angle 
of advance of 17 min. at the peri- 
phery, while § inch from the center 
it is 1 deg. 6 min.—about four times 
as much, calling for increased lip 
clearance in the same proportion. 

But clearance must not be too 
great either, or there will not be 
metal enough behind the cutting lip 
to support it nor to carry heat away 
properly, and it will burn, Fig. 2f. 
Naturally, because feed per revolu- 
tion varies with the material being 
drilled, clearance may also vary 
similarly. It is quite common in 
cutting steels to allow 7 to 9 deg. 
lip clearance at the periphery of a 
drill, while a drill for cast iron and 
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Fig. !—Various drill shapes and shank shapes 


soft materials has 12 to 15 deg. 
clearance. This angle is increased 
toward the center of the drill, as in 
Fig. 2d, until the line across the 
dead center of the drill is at an 
angle of 120 to 135 deg. with the 
cutting edges, Fig. 2e. 

Lip lengths must be equal, and 
the cutting edges for normal cut- 
ting should be at 59 deg. to the 
drill axis, or forming an included 
angle of 118 deg., Fig. 2h. If the 
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lips are different in length, the drill 
will cut an oversize hole, and one 
cutting edge will do most of the 
work. The included angle of 118 
deg. is standard for ordinary work 
in steel, Fig. 2h, but in some steels 
a larger angle is better. Where the 
point of the drill tends to push out 
a bulge as it cuts through, thus 
leaving an objectionable burr, point 
angle may be increased to 135 or 
145 deg. In cast materials, prin- 
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cipally certain cast irons, a smaller 





point angle is preferable—even as 
low as 60 deg. in the extreme case. 

If the lips are of equal length 
and equal angle to the center, the 
two cutting lips should cut equally 
and the point and dead center 


should be in the drill center. 


It is 


possible to have lips of the same 
length and with proper clearance, 
but of different angle with the axis. 





Thus included angle might be 118 
deg., but one lip is at an angle of 
55 deg., with the axis, the other at 
63 deg., Fig. 2c. This means bind- 
ing on one side and an oversize hole. 
It is also possible to have proper 
angles and clearance but lips of dif- 
ferent length, again resulting in 
an oversize hole. 

The center, non-cutting portion, 
of a drill, called the web, supports 





SYMPTOMS 


PROBABLE CAUSE 


REMEDY 





BREAKING of drill. 


Spring or back lash in 
press or work. 

Too little lip clearance 
Too low speed in propor- 
tion to the feed 

Dull drill. 





BREAKING down of 
outer corners of cutting 
edges 


Material being drilled has 
hard spots, scale or sand 
inclusions. 

Too much speed. 
Improper cutting com- 


pound. — 
No lubricant at point of 
rill. 


Test press and work for 
rigidity and alignment 
Regrind properly 
Increase speed or decrease 
feed 

Sharpen drill 

Ri» i an — 
Reduce speed 

Use proper cutting com- 
pound and correct appli- 
cation 





BREAKING of drill 
when drilling brass or 
wood. 


Chips clog up flutes 


Increase speed 
Use drills designed for 
these materials 





BROKEN TANG. 


Imperfect fit of taper 
shank in the socket—due 
to nicks, dirt, burrs or 
worn out socket 


Get a new socket or 
ream old one to prevent 
recurrence. 


Fig. 3 — Hand, 





CHIPPING of margin. 


Oversize jig bushing 


check sheet for 
drill troubles 


Use proper size bushing 





CHIPPING of lip or cut- 
ting edges 


Too much feed. 
Too much lip clearance. 


Reduce feed-—-see table 
on page 28....  Regrind 


properly. (Courtesy The 





CHIPPING or checking 
of a high speed drill. 


Heated and cooled too 
quickly while grinding or 
while drilling. 

Too much feed. 


Cleveland Twis! 
Drill Co.) 


Warm slowly before using 
Do not throw cold water 
on hot drill while grinding 
or drilling. 
Reduce feed. 





CHANGE in character of 
chips while drilling. 


Change in condition of 
the drill such as chipping 
of cutting edge, dulling, 
etc. 


Regrind drill properly 





HOLE too large. 


Unequal angie or length 
of the cutting edges—or 
both. Loose spindle 


Regrind properly. 
Test spindle for rigidity. 





ONLY one lip cutting. 


Unequal length or angle 
of cutting lips or both 


Regrind drill properly. 





SPLITTING up center. 


Too little lip clearance. 
Too much feed. 


Regrind. with proper lip 
clearance. 
Reduce feed. 





ROUGH HOLE. 








Dull or improperly ground 
drill. Lack of lubricant 
or wrong lubricant. 
Improper set-up. 

Too much feed. 


Regrind properly. 
Lubricate or change 
lubricant. 

Reduce feed. clature and 


details 
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Fig. 2—Drill nomen. 
point 


the cutting edges and is literally 
pushed through the metal. There- 
fore it should be as thin as _ pos- 
sible, but if too thin it cannot sup- 
port its load. The answer is to 
thin it at the end only. This is a 
tricky operation, because thinning 
must be done without cutting off 
the cutting edge, meaning that the 
thinning wheel must be carried in 
along the heel side of the flute. It 
is normally permissible to reduce 
web thickness by a half without en- 
dangering the drill. 

Sometimes chips give trouble, 
either by curling too much and thus 
breaking up, or not curling enough. 
If the chips are to curl more, grind 
a little more rake on the lip than 
provided by the flute. But don’t 
go too far, because increased rake 
means a weakened cutting edge. De- 
creasing the rake, or straighten- 
ing up the lip face, will cause chips 
to break up in smaller pieces. It, 
however, reduces the effectiveness 
of the cutting edge, and should not 
be used unless necessary to get 
chips out of the hole. Normal rake 
angle—really the angle of the flute 
in relation to the work—is some- 
thing under 90 deg. 


Speeds and Feeds 


Drill speed has to do with revolu 
tions per minute, but as drills yary 
so widely in diameter and material, 
it is customary to give drill speed 
in feet per minute at the periphery. 
Thus a drill traveling at 80 feet per 
min. speed would actually roll 80 
ft. a minute if laid on its periphery. 
“xcept rarely, a drill does not pull 
itself into the work—hence must be 
fed by constant pressure. This feed 
is normally measured in fractions 
of an inch per revolution, and may 
be hand or power. 


oleae AY 
Clearance 


(Clalalciielemaels 
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A Hesket H. Kuhn, general manager of the Hardware & 
_ “Supply Co.. Akron and Massillon, Ohio, checking over 
* some facts and fiqures with Cecil C. Welker, in 


= Shep of pean! 





2 Sippel Walter Cochran and Gareth Thomas. 
few Spprentices, starting in at the bottom as order 
boys. (Young Thomas won the Manhood award at his 


high school and was recommended by his principal for 
this job). 


3 Al Fenske, Elmer Diller and John Arendt, at work in 


the receiving room. 


4 Frank Lusby, recently promoted fo an order clerk. 


5 Joh Dillehay, another young man who has been 
promoted from a stand-up job to a desk. 


& Two junior salesmen on the service floor—Edwin 
Hansen and Robert Theiss—enjoying the month's 
MILL SUPPLIES during their luncheon hour. 


7 Two older service floor salesmen—Forest Coleman 
and George Olsen—who started in as young fellows 
and worked up to inside sales. positions. 


8 Bill Gardner, one of the younger group of outside 
salesmen. He sells electrical material, 


9 Johnny Powell, another young outside salesman. Also 
a graduate from the bottom of the ladder (es Bill 
Gardner was), Powell ‘sells Sake mater, « 


BUILT FROM 
THE GROUND UP 


by Fred B. Barton 
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peepee & SUPPLY COMPANY, 
of Akron and Massillon, Ohio, 
regards all of its 180 employes as 
salesmen, directly or indirectly. It 
tries to impress on all that the 
company’s whole future is predi- 
cated on sales—and that every man 
and girl can help produce sales. 

For instance, each employe buys 
groceries. Grocers use various 
kinds of material that the Hard- 
ware & Supply Company sells. Drug 
stores, meat markets, even the pub- 
lic utilities, are potential customers. 
When buying things, every employe 
is asked to mention always the fact 
that he is employed by the Hard- 
ware & Supply Company. 

When they can use another sales- 
man, they take the next good man 
out of their own organization, then 
they set out and hire another ap- 
prentice. So you’re always on the 
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way up in this company. A iot of 
pretty prominent men around the 
place, starting with General Man- 
ager “Hes” Kuhn, began far down 
the ladder. Mr. Kuhn’s entry into 
this company was 26 years ago. He 
knows what it is to make good as 
an order boy, checker, retail floor 
salesman, desk order clerk and ev- 
erything else up through the organ- 
ization. 


Cecil Tells How 


Let Cecil Welker, in charge of 
personnel, tell you of their train- 
ing system for steering new help 
toward more important jobs. 

“A new boy starts in on orders,” 
says Cecil. “We divide our order 
department into several sections: 
city orders, foreign orders (our 
term for anything out of the city) 


and parcel post. These boys get 





the merchandise out. Others wrap 
it and pack it. A boy’s first pro- 
motion puts him in the receiving 
room or makes him a merchandise 
checker. Come here with your 
camera. I’d like you to meet the 
boys as they start up the ladder of 
progress. 

“Here are three order boys—Eu- 
gene Harris, Walter Cochran and 
Gareth Thomas,” says Cecil, calling 
the lads away from several aisles 
so they could pose alongside one 
truck. “These are the boys, start- 
ing at the bottom, whom some day 
we expect will have a big part to 
play in running the institution. 

“Let’s move over to the receiving 
room. Here are Al Fenske, Elmer 
Diller and John Arendt. Next Mon- 
day morning Al Fenske goes to the 
service floor as a salesman. 

“Come over with me to the check- 


ers. Here’s Lew Littlefield and 
Warner Steinbaugh. Littlefield will 
be promoted from checker to fore- 
man of the receiving room, to take 
Fenske’s place. 

“Now come with me over to the 
office. Here’s Frank Lusby who’s 
just recently been promoted to an 
order clerk’s job, which will even- 
tually lead to a sales job. 

“Now here’s another boy on an 
order desk. He’s John Dillehay, 
who came up from an order boy.” 

We walked along to the men’s 
recreation room—a sunshiny space 
overlooking the shipping platform 
and the street. Here the employees 
are free to read and smoke and 
relax over a hand of bridge dur- 
ing their lunch hour. Here were 
the day’s papers and,—yes—copies 
of MILL SUPPLIES, well thumbed. 

Cecil called a couple of lads over 


tu chairs near the window, where 
the camera would take them with- 
out artificial light. 

“Here are two junior salesmen 
on the service floor, who came up 
from the stockroom,” he said. “They 
are Edwin Hansen and _ Robert 
Theiss. And here’—time out to 
arrange another pair for the cam- 
era—“‘are two old-timers as service 
floor salesmen. They are Forest 
Coleman, who started with us Oc 
tober, 1915 and George Olsen, who 
worked here before the war and 
took time out for service.” 

We moved on to the office. It 
was nearly 4 p.m., but we caught 





u salesman just on his way for a 
late-afternoon round of calls. “This 
is one of the younger group of out- 
side salesmen, Bill Gardner, who 


sells electrical equipment,” Mr. 
Welker explained, ‘Then over here 
at a desk, studying a road map, is 
Johnny Powell, who sells plumbing 
material. So we have all sizes and 
ages of salesmen, up to Truman 
Hamlin, who has been here for 
over 35 years and is still going 
strong. 

“Here's Demming, who 
came up the same way from an or 
der boy and now has charge of city 
And here is Louis Miday 
who has charge of country sales. 
He came up from the bottom too.” 

We walked back to the big con 
ference room which contains a 
blackboard, charts listing ‘“Do’s” 
and “Don’ts” of the supply busi 
ness, and some comfortable chairs 
around a huge table containing 
plenty of ash-trays. When Hard 
ware & Supply men go to “school” 
they do it in comfort. 

“There’s a lot of ways to get 
boys,” Mr. Welker said. “The most 
successful way I know is to contact 
the high school principals, asking 


Perry 


sales. 
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them to submit a number of their 
best boys who would like to make 
selling their life work. 

“We contact the clergy. Last 
week Father Swisher sent me a 
likely candidate. He looked good 
enough to put on right away. 

“Gareth Thomas won the Man- 
hood cup at Central High. I got 
him through Ray Stine, principal 
of that school. Alec Bordash came 





tu us through the recommendation 
of Al Ladd, principal of Garfield 
High. He’s in the plumbing supply 
department; has been here a couple 
of years. Started as order-boy and 
now works the counter on the 
plumbing service floor. 

“We ask our friends if they know 
of good men, and of course some 
lads recommend friends of theirs.” 

What are the company require- 
ments for an apprentice? 

“In the first place he must come 
from a good, substantial family 
and have at least a high school edu- 
cation,” Welker replied promptly. 
“Preferably he’ll be in the upper 
half of his graduating class.” 

Do they ever hire any salesmen 
other than what they produce them- 
selves? 

“Yes, and the only reason is that 
the right material is awfully hard 
to secure. We much prefer our 
own trained men, but we won’t hire 
outside people for our service floor. 
That’s out. And only rarely do 
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we hire an outside salesman who 
doesn’t have our training.” 

Do good men sometimes quit and 
take jobs elsewhere? 

Mr. Welker shook his head. “Our 
labor turnover is very small,” he 
said. “These boys realize that the 
longer they stay here, even at a 
smaller salary than they might get 
elsewhere, the better their chances 
for the future. 

“It’s like this. Our salary curve 
may start down low. The curve 
of pay in a shop is up fairly high 
at the start. Our pay curve rises 


slowly. It takes some time for the 
curves to meet. But when they do, 





> 


our curve keeps climbing, while the 
curve for shop pay starts down and 
finally drops clear off. 

“Experience is something you 
can’t buy. It takes a long time to 
get the experienced detail required 
by this business. Summing it up, 
we take care of these boys. We 
give them individual study, because 
we know we have an investment in 
them. 

“First, we’re careful of the kind 
of boy we select. Then, after he 
starts, we give him personal super- 
vision, because he doesn’t really 
earn his salt for a long, long while. 
We want to be careful in breaking 
him in so he won’t kick our invest- 
ment out the door. It’s like buying 
a two-year old colt,—you want to 
break him and train him carefully. 

“When Governor Martin L. Davey 
of Ohio was making a real success 
of his tree surgery business, he 
once said that the success of his 
company began when he quit mak- 
ing a reform school out of his sales 
force. I subscribe to Mr. Davey’s 
idea. We no longer hire and play 
around with boys whom we feel 
have no potential. We won’t do it. 
That time is past.” 
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C. D. JERSEY 


D urine one of this country’s 
famous giddy spells someone made 
the classic remark that, “You don’t 
have to be crazy to be a flagpole 
sitter—but it helps.” Applying that 
kind of reasoning to mill supplies, 
I think it is just as true to say that 
it is not absolutely necessary to 
have previous experience as a pur- 
chasing agent to become the man- 
ager of a mill supply house—but it 
certainly helps. 

I know from experience that each 
one of those years spent on the 
other side of the desk, listening to 
the woes and exposed to the wiles 
of countless supply salesmen, has 
taught me its lesson of how the 
buyer .thinks. Most authorities 
agree that having the other fellow’s 
viewpoint is the most important 
step in making a sale, and the Stacy 
Supply Company strives to make 
full use of such knowledge as we 
have on that subject. 

I don’t mean to imply that no 
mill supply house can do a good 
iob without having an ex-purchas- 


DISSECT THE P.A. AND— 


ey GOSH! HES HUMAN 


by C. D. Jersey 


Manager, Stacy Supply Company 
Springfield, Mass. 


ing agent in its ranks. After all, 
you can get the other fellow’s view- 
point without having to wear his 
shoes, or sit at his desk. All it 
takes is a little common knowledge 
of human nature, for, despite all 
that has been written and said 
about him, the purchasing agent is 
a human being. He eats, sleeps, 
walks like the rest of us, and he 
takes the same pride in his work 
that you take in yours. 

So, the first and fundamental rule 
in building all sound human rela- 
tions is to put yourself in the pur- 
chasing agent’s place. What would 
your outlook be if you were given 
the job—today—of buying materi- 
als for an industrial plant? It takes 
a little thought to develop this pic- 
ture of yourself on the other side 
of the desk, but the more you think 
about it the clearer the picture be- 
comes. This picture is your bird’s- 
eye view of the man you are trying 
to sell, and once you get it I think 
he will look something like this to 
you: 

The purchasing agent takes pride 
in his job. (This has been said be- 
fore, but bears repeating.) Not all 
purchasing agents are trained in 
the technical features of the lines 
you want to show them, but even 
if you are sure that the plant super- 
intendent or engineer might bring 
you much closer to the sale, see the 
p.a. first. Don’t go over his head. 
If you must see someone inside the 
plant, get his permission to do so. 
And once you obtain this permis- 
sion, don’t abuse it. If you tell him 
that you are going to demonstrate 
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a tool—stick to your bargain. If 
you launch an inside sales cam 
paign on a dozen other items and 
he finds it out (which he invariably 
does) he’ll conclude that you got 
past him by a trick. After that 
you can expect any sort of rough 
treatment from him, and you de 
serve it. 

You usually find that the p.a. has 
an open mind, and thus has regard 
for the importance:of quality as 
well as price. This means that your 
approach need not necessarily be a 
mere quotation of low prices. True, 
a big part of his job is to keep 
company expenditures down, but he 
is aware that the original cost is 
not the final one, and that it is 
the ultimate cost which, in most 
cases, must be considered. There 
fore, if you have a better product, 
one that will show an ultimate say 
ing, he wants to know about it. 

The p.a. is fair-minded, and if 
you fear that he is insulated against 
appeals to reason, my suggestion is 

try him and see. Not long ago 
one of our customers suggested that 
we do something not exactly in line 
with best distributor practices. Our 
salesman was quick to call his atten 
tion to the fact that his (the p.a.’s) 
company sold their products through 
distributor outlets, too. The cus 
tomer could then see why we, as 
distributors, could not do what he 
suggested. This logic not only put 
an end to the discussion but it 
helped us get a nice order and main- 
tain our friendly position with a 
good customer as well. 

(Continued on page 170) 


Steel mill application of 
wire rope to tilt a huge 
electric furnace. 


by E. J. McOsker 


Western Editor 


OWN in Columbus, Ohio, The 
Ross-Willoughby Co. is doing 

an excellent job on wire rope. 
Walk out onto the floor of the 
warehouse where the wire rope is 
stored, and you’ll be impressed by 


[ KEEP SUFFICIENT STOCK ON HAND the size of the stock and the variety 


of types and sizes on hand. 


suspended on hooks from a bar of 


a PRACTICE TEAM WORK WITH FACTORY MAN Beyond that, you will note, neatly 


tubing, and carefully marked, the 
[ WATCH YOUR REMNANTS “remnants” of the stock. And right 
here is the key to Ross-Willoughby’s 


the company’s business in this field 
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is big—no foolin’ about that—it is 
not built on the 
reels. 


sale of complete 
Rather, practically all sales 
are made on a variety of shorter 
lengths. 

Incidentally, the writer was in- 
formed by executives of the com- 
pany that “remnants” are so care- 
fully marked and handled and the 
perpetual inventory record so relig- 
iously kept that there is practically 
no stock wastage. 

Ask any of the Ross-Willoughby 
salesmen why the organiza- 
tion has met success in the 
sale of wire rope, and they 
will give first credit to the 
cooperation extended by the 
manufacturer’s representa- 
tive. Not only has he al- 
ways been able and willing 
to coach the R-W salesmen, 
assist them in their prob- 
lems, make calls with them 
and pass along sales leads 
he picks up, but he has en- 
deared himself to the Ross- 
Willoughby organization. 

“Men in the stockroom ordinarily 
hate to handle wire rope, but not 
our stock men,” said one member 
of the Ross-Willoughby organiza- 
tion. “This manufacturer’s man 
has so completely won the respect 
of our stock handlers that they’ll 
break their necks for him.” 


In the experience of Ross-Wil- 
loughby, the sale of wire rope is 
more a job of terreting out markets 
than one of making application rec- 
ommendations. 

“In fact,” says one R-W man, “we 
don’t run into any particular diffi- 
culty in selecting the right type and 
size of rope for the job. It’s a 
fairly simple matter to sell elevator 
rope replacements, for instance. 

“A considerable porticn of the 
wire rope we sell is for use on 


Giant elevator drums used at a sub- 
terranean station far down in a mine. 


shovel hoists. Our manufacturer’s 
book specifies the type of rope to 
use with any make of shovel.” 
None of the Ross-Willoughby 
salesmen is what you call a wire 
rope specialist, but all of them know 
a great deal about it by virtue of 
the help given by the manufactur- 


They use wire rope at Caterpillar to put the tracks on 


be ead) 
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careful attention to the 
literature and guide book provided 
by the manufacturer and actual sell- 
ing experience, It stands to reason 
that the salesman is bound to learn 
a lot about wire rope when he’s 
talking it every day on his calls. 
He even learns a great deal about 
it from the men he sells—the men 
who are using it. 

Because the firm carries a com- 
plete stock of wire rope, its sales- 
men can give the customer prac- 

tically anything he wants in 
the way of construction, 
grade of iron or steel, flex- 
ibility, strength, resistance 
to abrasion, and so on. Wire 
rope buyers in the R-W ter- 
ritory know that the com- 
pany is ready to supply their 
needs, no matter what the 
grade or size and regardless 
of the lengths that may be 
needed. That knowledge 
among customers is in itself 

a valuable sales builder. 
Ross-Willoughby are con- 
stantly on the lookout for wire rope 
business. One man covers office 
buildings, hotels, hospitals, public 
institutions in Columbus, not only to 
sell wire rope, but many other sup- 
plies or tools that are used in these 
places. He is constantly in touch 


er’s man, 


(Continued on page 154) 


a big job. 


‘gta casas 
bale : - 


MILL SUPPLIES © MAY 1937 





OWN SOUTH everybody sings. 

Lately industry has boomingly 
joined the chorus. All through 
Dixie smokestacks are belching, 
cranes are swinging up girders, 
steamshovels are grunting. Indus- 
trial distributors trying to keep 
pace with orders are in the most 
serious race of their lives, and if 
it’s a dead heat most of the way 
they’ll be more than happy. Dis- 
tributors’ stocks are bigger, good 
salesmen scarcer. Estimates of 
their business run anywhere from 
15 per cent to 50 per cent better 
than a year ago. 

The sun never shone down south 
like this. All the familiar old 
mills and factories are chugging 
along at full capacity or nearly so. 
In addition, newcomers are moving 
in with evident determination to 
stay and grow. It’s more than re- 
covery—it’s industrial pioneering. 

An informal survey conducted 
by MILL SUPPLIES recently dipped 
into a number of key southern 
cities, and each one added its 
own important contribution to the 


- 
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The Crossett (Ark.) Lumber Co.'s $4,000,000 
pulp and paper mill is about ready to 
begin producing 150 tons of kraft pulp per 
day. 


Near Jacksonville the $5,000,000 ditch that 
was to become the great Florida ship canal 
yawns openly and waits for a decision on 
its fate. 


50 


finished picture of a revitalized 
section that is.climbing toward new 
heights of prosperity. 


Jacksonville, Fla-The paper 
industry likes this neighborhood. 
At nearby Fernadina the _ Con- 
tainer Corporation’s new $6,800,- 
000 paper mill is nearly ready te 
begin production. Another is 
about to be started at Jackson- 
ville-.These two developments 
alone willbe of considerable im- 
portance to @istributors in this 
territory. The gréat Florida ship 
canal, started by the New Deal 
and since dropped is a live paliti- 
cal topic, but oddly meets with 
small enthusiasm from mill supply 
houses. Naturally the city’s busi- 
ness has gained by the $5,000,000 
already spent. That went to de- 
partment—-stores, grocers, etc. 
What supply houses got was-the 
other end of the stick. But that 
was their fault, partly, as any of 
them will admit. Said one dis- 
tributor, “Everybody got some 
business from the project but no 
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one house made a great deal. The 
truth is, we all piled in, \janxious 
to corner this bonanza for our- 
selves. Some of us lost oun heads 
and quoted prices that didn’t allow 
for profit. One firm was ’way out 
of line on its price for a big order 
of pipe and valves—and how it 
hurt to have to go\through with 
filling that order!” 
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A significant sight through 
northern Florida is the reappear- 
ance of many logging/enterprises. 
The lumber industry once flour- 
ished here but gradually sought 
other fields—oy forests. Now 
they’re finding’ it profitable to 
come back. Afd the revival is do- 
ing wonderg for sales of chain, 
rope, axes, Saws. 


Mobile, Alas—As southern in- 
dustry in general stages a come- 
back, marine operations around 
Mobile Hay also prosper. A new 
enterprise particularly centered in 
this’ neighborhood is the “reduc- 
tion plant” where long-leaf pine 
stumps are put through the 
wringer. In the process, 27 dif- 
ferent products are extracted, in- 
cluding turpentine, pine tar,wall 
board. Industrial distributors find 
these reduction plants excellent 
customers. The lumber industry 
is more aetive than ever in Mo- 
bile. -One of the largest paper 
mills in the world is located 
nearby. 


Birmingham—Like every other 
durable goods manufacturing cen- 
ter Birmingham really took it_on 
the chin during the~depression. 
But-teday industries in this dis- 
trict are operating as a whole at 
1928-1929 levels, and employment 
and payrolls are a little ahead of 
29. Practically all of Birming- 


ham’s industries came through 
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the storm. Recently a group of 
smaller consumer goods industries 
have come along and added bal- 
ance to the city’s industrial pic- 
ture. These include several mil 
linery plants, garment manufac 
turers, food product plants. Old 
industries are expanding. U. S. 
Steel not long ago announced a 
$32,000,000 program for its local 
subsidiary, the Tennessee Coal 
Iron & Railroad Co. The plan in- 
cludes a tinning plant with capac- 
ity of 4,000,000 base boxes of tin 
plate, new blooming mill, two con- 
tinuous cold rolling mills, modern 
continuous wide strip mill, two 
new batteries of coke ovens. The 
Birmingham industrial water sys- 
tem is a construction job that will 
run to six or-seven millions. Roger 
Babson predicts twice the gain for 
Birmingham in ’37 over ’36 that he 
estimates for the country as a 
whole. Citizens accuse him of 
conservatism. 


Atlanta, Ga.—Slash and other 
pine bear the hopes of bringing a 
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In the Birmingham yards of Chicago Bridge 
& Iron Co., workmen are fabricating, coat 
ing and lining 60-inch pipe for use in the 
city's new $6,000,000 industrial water project. 


A familiar sight down south: new plant 
going up for the manufacture of kraft 
pulp and paper. This is the West Virginia 
Pulp & Paper Co.'s development at Charles 
ton, S. C. 


- 





brilliant advancement to this part 
of the south. Dr. Charles Herty, 
Georgia chemist, recently came up 
with tests that showed Southern 
pine not only good for newsprint, 
but also for any grade paper. In 
addition, he estimates that the 
south will be able to make paper 
at a cost of around $27 a ton as 
compared to $47 in the now prin- 
cipal producing areas. No dan- 
ger exists of exhausting the for- 
ests in a few years of intensive 
operations. Slash pine sufficient 
for paper making can be grown in 
from seven to fifteen years and es- 
timates show that the south can 
produce 50,000,000 cords yearly. 
The boom in textile industries is 
jointly enjoyed by the distributors 
who sell supplies to the mills. But 
conditions could still be better. On 
the one hand, fear of production 
being curtailed by strikes has 
driven the price of goods up and 
accounts for increased activity. 
3ut modernization and remodeling 
programs have been choked off by 
this same fear. The textile in- 
dustry since 1930 has made little 
Only in the last 
six months has there been any- 
thing like a profitable period of 
operation. Textile executives want 
to keep this recovery breathing, 
and will do everything in their 
power toward that end. They will 
agree to anything reasonable, but 
are quite sure that an $18 mini- 
mum wage is not reasonable at 
all—unless the nation as a whole 
showed that it could support the 
industry in such style. 


if any money. 


So far, such 
evidence has not been sighted. 


Greenville, S. C.—At night the 
hills surrounding Greenville are 
rimmed with the lights of cotton 
mills going full blast. Greenville, 
a typical textile town, is in clover 
now with mills running at 110 per 
cent of normal capacity. Supply 
houses here are not fighting to 
get orders but racing to keep up 
with them—for when a cotton mill 
wants something, it wants it the 
next minute. 

You can find out things fast by 
studying labor in this average 
southern mill town. Numerous 
residential sections in and around 
Greenville are plots of company- 
owned houses in which workers 
live. Most predominant is the du- 
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plex, housing two families. All 
that the politicians have told you 
about the miserable conditions of 
these “slaves” must be discarded 
when you come upon them at work, 
at home, at play and in their boun- 
tiful gardens. Modern schools 
give their kids the best possible 
education. Company stores can 
be patronized or not as the work- 
ers choose, but by trading there 
they get prices that even chain 
stores can’t touch. Workers live 
close to factories, which shortens 
the working day. Their pay is 
less, but so is rent, food, clothing, 
everything. Average wages are 
about $18 a week. Company houses 
rent for $1 a week per room. Rent 
stops when a layoff occurs. Child 
labor? It justisn’t. Kids playing 
hop-scotch in spacious open play 
yards are neat and healthy. 





New Dodges, Fords, Plymouths 
stand before the doors. Some of 
these folks are frugal, have good 
bank balances; some get drunk, 
shoot craps, live from hand to 
mouth. In other words, they’re no 
different from people elsewhere. 

Underneath the _ apparently 
placid community you sense an un- 
easiness. You can almost hear 
the awesome whisper, “The unions 
are coming.” It always happens. 
Things get going along, then a ser- 
pent enters Eden and _ there’s 
wholesale misery. All the hell 
popping up north carries its fear- 
ful reverberations into Edens like 
prosperous Greenville today. You 
never can tell when oratorical 
seeds of radicals will find fertile 
soil. But often the conservative 
element is able to maintain con- 


(Continued on page 160) 


Night view at Birmingham where furnaces of the 
great steel plants are kept busy 24 hours a day. 
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SELLING THE 





HEL BUYS 


Tuere is no mystery surround- 
ing the sale of welding equipment 
and accessories if your efforts re- 
main specialized. There are a 
number of essentials, of course; 
namely, equipment to sell with 
salient features of merit, good elec- 
trodes, the kind of accessories the 
trade wishes; and last, but not 
least, an understanding of welding 
problems. 

It is not necessary to be a weld- 
ing expert, although experience is 
very essential. The man selling a 
welding line must give the welder 
who has devoted years to his craft 
the credit for knowing what he is 
doing. To rush in and tell him his 
methods are all wrong and do not 
conform to your way of thinking 
would be like telling the Mississippi 
River it should flow up the Mis- 
souri. 

Each class and job of welding 
work has its peculiarities. You 
have the rod, the man in the shop 
has the rest. Keep a sufficient num- 
ber of all-purpose rods on hand, 
but have the lines remain clean. 










3e versatile in buying. For in- 
stance, if one manufacturer turns 
out an outstanding electrode for 
cast iron, we want that rod. If 
another has a bronze rod that is 
a by-word among the welding fra- 
ternity, we want that to be our 
contribution to bronze welding in 
our territory. Our loyalty to a 
manufacturer is never strained so 
long as that manufacturer’s line 
excels. It should not be necessary 
for our trade to tell us that such 
and such has been discarded for 
something better. It is up to us 


to keep abreast of such changes. 
In drawing the interest of the trade 
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to our lines, we must be thoroughly 
familiar with their needs, their 
likes and their dislikes. 

In selling are welding sets, we 
have been fortunate in having a 
complete line of national reputa- 
tion. If the trade is interested in 
a.c. welding, we have sets from 100 
to 1000 amperes, as well as the full 
range of d.c. equipment. No job is 
too large or too small. We realize 
the importance of accumulating 
small accounts as well as large, 
knowing that both are essential to 
our well being. 

Welding falls naturally into two 
broad classifications, production and 
maintenance. The former is under- 
stood to be welding in the produc- 


tion of a manufactured article. 
Here, the volume in rods and acces- 
sories from a single customer is 
usually larger, more standardized 
and competitive, but susceptible to 
handling on a yearly contract basis. 
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Welding in maimtenance takes in 


about everything else, including 
the job shop, contractor’s shop and 
the maintenance shop in the indus- 
trial plant for the upkeep of its 
equipment. 

Sales procedure varies, but in se- 
curing these two classes of business 
there is one factor in common— 
the welder himself, the man in the 
helmet. In all cases, he must be 
more than simply contacted. He 
is the man whom the salesman must 
work with on a more intimate and 
cooperative basis than is the case 
with almost any other class of in- 
dustrial operative. The welding art 
is still comparatively new and meth- 
ods in a state of flux. These weld- 
ers work in a sort of mechanical 
field all their own. Collectively, 
they are a clannish lot. Individu- 
ally, they are open minded and 
always on the alert to learn how the 
other fellow does it. You seldom 
find one who professes to know it 
all. Therefore, the salesman who 
gets along best with the practical 
welder is the one who is able to 
pick up the new ideas and pass 
them around. 


News-Bearers Welcome 


The fact that welders cannot get 
together often enough leads them 
to welcome the salesman who can 
act as an intelligent go-between. 
This is especially true of the terri- 
tory we cover, where the welders 
are more scattered. 





Take the discovery of a certain 
welder who lived in the backwoods, 
you might say. Much of his work 
was repairing Caterpillar tractors, 
and one of his slowest jobs was the 
building up of the worn cleats on 
the grousers. These wear down so 
that the edges are brought to a 
rounded cross-section, much as 
caulks in a horse shoe wear down. 
To put them into their original 
condition by building up wholly 
with welded material was a long, 
slow job because so much metal had 
to be flowed into place. 

This operator found that he could 
take a piece of ordinary round steel 
bar and tack it in the middle, so 
that it would lay along the edge 
of the worn cleat. Its rounded sur- 
face, coming in contact with the 
reverse curve of the rounded-off 
cleat, formed between the two a 
V-shaped space which became in 
effect a scarf between the two met- 
als, all ready for a good welding 
job. He then welded up solid and 
completed the whole thing in a 
comparatively short time. Now, he 
was not writing in to any welding 
society about his discovery. With 
him it was all in the day’s work 
and nothing to shout about. How- 
ever, knowing the difficulties others 
were having with this work we 
realized that here was a pretty good 
tip, and lost no time in spreading 
it about. Pretty soon, it became 
the recognized method in the terri- 
tory and must have gone farther, 
since at least one manufacturer is 
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now producing bars made especially 
for the purpose. 

The ability on the part of the 
salesman to promote the imter- 
change of practical ideas requires 


a certain amount of technical 
knowledge on his part. In our 
estimation, what the salesman 


needs to know, and about all that 
it is safe for him to acknowledge, 
is to be able to assemble and set 
up on the tanks the gas cutting and 
welding equipment, to set up and 
connect the arc welding equipment, 
and finally, to handle torch and 
electrode so as to do some of the 
simpler forms of welding with both. 
This knowledge is necessary be- 
cause there are still cases where 
you meet a customer who has never 
before used welding. It is neces- 









































































sary in such cases to be able to put 
the equipment together and get the 
man started, who is very likely to 
be someone around the shop who 
has never had welding experience. 
Once started, however, he usually 
finds great fascination in the work, 
at once begins to pick up the fine 
points from other welders and as- 
similates all the tips you can bring 
him. 

How is the salesman to get this 
practical knowledge of welding? 
Usually there are trade _ schools 
where a short course can be taken. 
Or perhaps the distributor himself 
may set up a machine and other 
equipment for his men to learn on. 
Or the salesman may go to one of 
his regular industrial customers 


who has a welding department and 




















































































































get practical pointers there. If he 
stands at all well with his customer, 
the latter will be glad to have his 
welder give the salesman some 
pointers on making simple welds. 


Where Knowledge Stops 


A few lines back we said: “About 
all the knowledge that it is safe 
to acknowledge.” This was said 
because: (1) the salesman can not 
ordinarily keep up as an expert on 
all the various kinds of welding 
and welding methods now in use 
and have any time left to be a sales- 
man; (2) even if he could, it would 
probably be inadvisable because he 
would then become so_ technical 
minded he would get into endless 
discussions of technical points, and 
lose sight of his real function—sell- 
ing; and (3) if he should happen 
to be unusually well up on the tech- 
nicalities, and did not keep the fact 
pretty well under his hat, he would 
be in danger of being looked upon 
as a know-it-all. It is better not 
to know too much yourself, but to 
be a whiz at telling how you saw 
some other fellow do it. 

The following is a very general 
classification of the manufacturing 
hereabouts: Manufacturers of: 
lumber carriers, logging tractors 
and arches, winches, drag saws, 
garden tractors, orchard spraying 


equipment, fruit packing equip- 
ment, welded boats, tugs and 
barges, refrigerating equipment, 


overhead cranes, hogs for grinding 
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wood into fuel, feed mill equipment, 
paper and pulp mill equipment, au- 
tomatic stokers, domestic furnaces, 
tanks, pipe welding, amusement 
park and carnival equipment. 

Whereas it was our job a few 
years ago to convince most of these 
industries that an article or part 
of a piece of equipment could be 
welded at a saving, now they ex- 
pect to weld almost everything. 
Considerable explaining must be 
done at times as to why certain 
operations are beyond the scope of 
the present welding art. You can’t 
as yet take a piece of die casting 
and weld it to a piece of brass, or 
some such queer combination, 
though some seem to expect it. 

Sales in some places are _ in- 
creased automatically through seem- 
ingly paradoxical situations. Con- 
vince a manufacturer who has been 
doing gas welding only that arc 
welding is feasible and economical 
for his purpose, sell him an are 
welding outfit, and it would seem 
reasonable that his consumption of 
gas welding equipment and _ sup- 
plies would fall off. But nine times 
out of ten it is increased. He learns 
new methods of fabrication calling 
for still more gas equipment for 
cutting. 

In the earlier days, a manufac- 
turer was sold are welding equip- 
ment from the standpoint of lower- 
ing the cost of his product and the 
expansion of his operations. Now 
he is more than sold, or sells him- 

(Continued on page 164) 
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|. The Industrial Supply Research Bureau governing committee (Alvin M. 
Smith, Carl Channon, Harold Buzby, David C. Jones, H. W. Barclay, J. A. 
Channon) held first meeting in Cincinnati, June 22, 1936. Appointed advertis- 
ing advisory committee (J. F. Apsey, C. C. Chamberlain, C. O. Hedner}, out- 


lined its duties and requested recommendations. 


2. Advertising ad committee selected an advertising agency (Rickard 
a plan (red booklet) to the governing committee in 


and Co.) and presente 
Atlantic City, October 17. 


3. Governing committee, with aid of Association officers, proceeded to fund 
raising, reaching the $10,000 goal in January, 1937. Subscribers to April 5, 
1936, totalled 193 (see list), contributed $11,016. 


AMERICAN SUBSCRIBERS 


Advance Car Mover Co., Inc. 

Alexander Bros., Inc. 

The Allen Mfg. Co. 

The American Pulley Co. 

American Saw & Mfg. Co. 

American Swiss File & Tool Co. 

E. C. Atkins & Co. 

Arro Expansion Bolt Company 

The Armstrong Mfg. Co. 

W. O. Barnes Co., Inc. 

The Bassick Co. 

Behr-Manning Corp. 

The Belmont Packing & Rubber Co. 

The Black & Decker Mfg. Co. 

Bond Foundry & Machine Company 

Boston Woven Hose & Rubber Co. 

Botfield Refractories Co. 

The Carborundum Co. 

Carson-Newton Company 

The Cincinnati Tool Co. 

The Cleveland Cap Screw Co. 

The Cleveland File Co. 

Cling-Surface Co. 

The Columbian Vise & Mfg. Co. 

The Columbus Bolt Works Co. 

Columbus McKinnon Chain Corp. 

Conover Mast Corp. (“Mill & Fac- 
tory”) 

Corning Glass Works 

Delta Manufacturing Co. 

Desmond Stephan Manufacturing Co. 

R. & J. Dick Co., Inc. 

Henry Disston & Sons, Inc. 

Dodge Manufacturing Corporation 

R. R. Donnelley & Sons Co. 

The Dumore Co. 

Electric Hose & Rubber Co. 

The Fafnir Bearing Co. 

Ferry Cap & Set Screw Co. 

Flexible Steel Lacing Co. 
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L. H. Gilmer Co. 

The Goodyear Tire & Rubber Co., Inc. 

Graton & Knight Co. 

Greenfield Tap & Die Corp. 

The Harrington Co. 

Heller Brothers Co. 

Hewitt Rubber Corp. . 

The Holo-Krome Screw Corp. 

Indianapolis Brush & Broom Mfg. Co. 

Jenkins Bros., Inc. 

Johns-Manville Corp. 

Johnson Belting Co., Inc. 

Keystone Lubricating Co. 

The Lamson & Sessions Co. 

Linear Packing & Rubber Co., Inc. 

The Lunkenheimer Co. 

Mac-It Parts Co, 

Millers Falls Co. 

“MILL SUPPLIES” 

Minnesota Mining & Mfg. Co. 

The McKay Company, 

National Twist Drill & Tool Co. 

New York Belting & Packing Co. 

North Brothers Mfg. Co. 

The Osborn Mfg. Co. 

The Oster Mfg. Co. 

The Charles Parker Co. 

Parker-Kalon Corp. 

H. K. Porter, Inc. 

The Positive Lock Washer Co. 

Pyrene Manufacturing Co. 

Richmond Belt Dressing Mfg. Co., Inc 

Skilsaw, Inc. 

The Skinner Chuck Co. 

Spartan Saw Works, Inc. 

Standard Pressed Steel Co. 

Stanley Electric Tool Div. Stanley 
Works, 

S. G. Taylor Chain Co. 

Thermoid Co., Inc. 

The Upson-Walton Co. 

The Van Dorn Electric Tool Co. 












NUTSHELL 


4. Advertising advisory committee started first phase of plan, publication 
advertising, with insertions in February issues of Business Week, lron Age, Pur- 
chasing, Factory Management and Maintenance, Mill and Factory, and MILL 
SUPPLIES. Total monthly audience, over 150,000 industrial buyers. See accom- 









panying advertisements. 


5. Follow-up campaign of: suggested letters and reprints made available, 


April, 1937. 


Victor Balata & Textile Belting Co. 

Victor Saw Works, Inc. 

The Vincent Steel Process Co. 

Walker-Turner Co., Inc. 

Walworth Co., Inc. 

Whitlock Cordage Co. 

J. H. Williams & Co. 

T. B. Wood’s Sons Co. 

Wright Mfg. Div. of Amn. Chain & 
Cable Co. 

The Yale & Towne Mfg. Co. 


SOUTHERN SUBSCRIBERS 


Alamo Iron Works. 

Baldwin Supply Co. 

Banks-Miller Supply Co. 

Batson-Cook Co., Inc. 

Bluefield Hardware Co., Inc. 

Briggs-Weaver Machinery Co. 

Brown-Roberts Hdwe. & Supply Co., 
Ltd. 

Capital City Supply Co., Inc. 

Corinth Machinery Co. 

Dillon Supply Co. 

Farquhar Machinery Co. 

Georgia Supply Co. 

E. B. Hayes Machinery Co. 

Hyman Supply Co. 

James Supply Co. 

Lewis Supply Co. 

Long-Lewis Hardware Co. 

C. M. McClung & Co. 

Mills & Lupton Supply Co. 

Moore-Handley Hardware Co. 

Noland Co., Ine. 

Pidgeon-Thomas Iron Co. 

Riechman-Crosby Co, 

San Antonio Machine & Supply Co. 

Smith-Courtney Co. 

Standard Supply & Hardware Co., 

Inc. 


Superior-Sterling Co. 


Tennessee Mill & Mine Supply Co. 


The Textile Mill Supply Co 

J. M. Tuli Metal & Supply Co. 
Turner Supply Co. 

The Henry Walke Co. 
Williamson Supply Co. 


NATIONAL SUBSCRIBERS 


Elwood Adams, Ine. 

W. D. Allen Mfg. Co. 
Antrim Hardware Co. 
Baldwin-Hall Co., Ine. 
Barrett Hardware Co. 

The L. A. Benson Co., Inc. 
Charles Bond Co. 

The Boyer-Campbell Co. 
Brierly, Lombard & Co., Inc. 
Camm-Blades Machinery Co. 
Canton Supply Co., The 
Carey Machinery & Supply Co. 
Casanave Supply Co., Inc. 
Central Rubber & Supply Co. 
H. Channon Co. 

Corby Supply Co. 

Couch & Heyle, Inc. 

Cragin & Company 

Cutter, Wood & Sanderson Co. 
Detroit Ball Bearing Company 
Donovan Iron & Supply Co. 


Ducommun Metals & Supply Co. 


R. C. Duncan Co. 
Fort Wayne Pipe & Supply Co. 
Frick-Reid Supply Corp. 

The Galigher Co. 

C. L. Gransden & Co. 

Great Lakes Supply Corp. 
Louis Hanssen’s Sons 

E. M. Hanson & Co. 

The Hardware & Supply Co. 
Hinds & Coon Co. 


MILL SUPPLIES ® MAY 1937 





W. J. Holliday & Co. 

The Huchthausen Co. 

O. Iber Co. 

Interstate Machinery & Supply Co. 
John E. Larrabee Co., Inc. 
The Charles C. Lewis Co. 

The Lindquist Hardware Co. 
Louden Tool Co. 

Maddock & Co. 

Manufacturers Supply Co. 
Mohr-Jones Hardware Co. 

R. C. Neal Co., Inc. 

The Ohio Ball Bearing Co. 

The W. M. Pattison Supply Co. 
B. R. Paulsen & Co. 

John Pritzlaff Hardware Co. 
The Queen City Supply Co. 
Ramsdell Industrial Supply Co. 
The Rayl Co. 

The Ross-Willoughby Co. 

F. E. Satterlee Co. 

Schlafer Hardware Co. 
Shadbolt & Boyd Co, 

Somers, Fitler & Todd Co. 
Standard Equipment & Supply Corp. 
Standard-Shannon Supply Co. 
J. J. Stangel Hardware Co. 
The Strong, Carlisle & Hammond Co. 
Syracuse Supply Co. 

Wm. H. Taylor & Co., Ine. 
Lewis E. Tracy Co. 

Theo. C. Ulmer, Inc. 
Vonnegut Hardware Co. 
William Wallace & Sons 

The Western Iron Stores Co. 
The White Supply Co. 

The White Tool & Supply Co. 
The George Worthington Co. 
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PAINT ano VARNISH 
BRUSHES 


WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 


PUSH BROOMS 


“Business is pressing harder on the accelerator. Quick action is 


necessary to keep ahead of customers’ demands. Few lines are in 3 
strong a position as standard Osborn Brushes to meet customer § 


needs quickly and economically. 


“When a busy customer is told that practically all his brush need: 
_s 

can be met with standard Osborn Brushes... that prompt deliverie 
can be made from stock ... and that he can rely upon Osborn Brushe¥ 


for top-high service at low cost... that’s all he wants to know. 


“Selling standardization is the keynote of successful brush sales! 


By securing all his standard brush requirements from one source..f 
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“Selling I, tandardization 
is the Keynote of 


Successful Rush Sales!” 


says C. W. TITGEMEYER 


Vice Pres., The Osborn Manufacturing Company 


PAINT ano VARNISH 
BRUSHES 





WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 


PUSH BROOMS 


his Osborn distributor . ..the customer avoids the delays, uncertain- 


ties and expense of dealing with several unrelated sources of supply. 


“By Selling the advantages of standardizing on standard Osborn 
Brushes, Brush Conscious Salesmen of Osborn Distributors accom- 
plish two big things... first... they perform a real service to their 
customers and...second...they roll up profitable volume with almost 
complete assurance of steady repeat business! It is evident that 
“Brush Conscious” Distributors are maintaining adequate stocks of 


standard Osborn Brushes to meet the rapidly increasing demand.” 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Sales Offices: NEW YORK . DETROIT . CHICAGO . SAN FRANCISCO 











MALES TAPS 


from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Lights vs. Accidents 


WHILE WE all worry about the ap- 
palling annual waste of 36,000 lives 
lost in automobile accidents, indus- 
try continues to kill 16,500 a year. 
Of this total, in 1935, it is estimated 
that 2,475 deaths were caused by bad 
lighting. But how many more would 
have been avoided or been made less 
severe if the lighting had been good? 

There is a real opportunity in this 
field of industrial safety lighting—an 
opportunity both for profit and to 
help relieve this avoidable suffering 
and waste. Half of the industrial 
plants in this country need better 
lighting and to bring this illumina- 
tion level up to present-day standards 
would require, on the average, an in- 
crease of 400 per cent, 

The value of good illumination is 
graphically shown by the regular sea- 
sonal variation of fatal accidents. 
For as daylight intensity decreases 
during the winter, accident frequency 
increases. Industry can correct this 
to a large extent by having better 
light at points where accidents occur 
and adequate illumination wherever 
work is being done. 

How does one recognize this kind 
of lighting that leads to accidents? 
Look for low intensity, glare, im- 
proper diffusion or direction and poor 
distribution. All of these five faults 
can be corrected. 


Inadequate intensity is readily ex- 
posed with a light meter. 

The most common source of glare 
is light coming directly to the eye 
from an unshaded lamp bulb. All 
light sources should be shaded so as 
not to be in the field of vision. Re- 
flected glare from polished surfaces 
can be eliminated by diffusing and 
directing the light. 

Correct diffusion and direction of 
light are obtained through the use of 
proper reflecting equipment. 

The direction of the light is more 
important under some conditions than 
under others, and is a separate prob- 
lem for each operation. The solution 
should be determined by an illuminat- 
ing engineer, not the worker. In 
many jobs the light should be adjust- 
able. 

The job area may be lighted to a 
level sufficient or more than ample 
for the seeing task, but the fact that 
the surrounding areas are left in 
comparative darkness introduces a 
seeing risk. The worker’s eyes, 
adapted to the bright light, are for 
some seconds, even minutes, unable 
to see danger in the relatively dark 
surrounding areas. 

The location of switches may have 
a bearing on accident prevention. Lo- 
cal lights should always be controlled 
with individual switches so that they 
may be turned off when not in use. 

It must be remembered also that a 

lighting system 





SEASONAL VARIATION OF FATAL ACCIDENTS 


once installed is 
not self-sufficient. 
It depreciates like 
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any other machine 
and should be 
watched just as 
closely. If the light- 
ing is up-to-date at 
the outset it should 
be maintained as 
nearly as possible 
to its original effi- 
ciency. Settling 
dust and dirt must 
be removed. 

It is not always 
easy, of course, to 
convince a factory 
manager that his 
lighting needs 
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a trial installation. If possible pick a 
location where accidents are most fre- 
quent or where spoilage has been run- 
ning high on a costly process. Thus, 
improved lighting will more likely 
show convincing results, and sell it- 
self. 

Selling new lighting systems to fac- 
tories on the basis of safety alone 
may seem a bit roundabout, but once 
we analyze this approach it begins to 
appear more logical. If you could se- 
cure statistics on the accident fre- 
quency in local plants—perhaps the 
National Safety Council or the State 
Safety association would help—you 
would have an excellent wedge with 
which to open the way to new light- 
ing sales, either in new installations 
or in modernization jobs.—Electrical 
Contracting, April 1937. 


When You Strike a Dead End 
in Selling 


ALL OF US have had experience 
with the prospect who, after long and 
careful cultivation, time and time 
again balks just this side of the dotted 
line. The salesman may know in his 
heart that the buyer needs the prod- 
uct. He is convinced in his own mind 
that he has made a _ well-rounded, 
capable sales presentation. He has 
been able, at least, to make the pros- 
pect listen attentively. But on every 
call he butts smack up against the 
same discouraging dead end: No or- 
der. And he feels baffled because he 
simply can’t put his finger on the 
reason why he has failed. 

I know one salesman who worked 
on one man for nearly two years in 
an attempt to get an order for adver- 
tising space. After dozens of calls, 
in each one of which he had hammered 
home one specific, important point— 
with no results—he went back again, 








WIRE ROPE CARE & USE—The A-B-C's 
of wire rope’s application and mainte- 
nance, plus four charts that come in handy 
when working on typical jobs.—American 
Machinist, March 24, 1937. 


INDUSTRIAL PLANT BUILDING—A 
special volume on design, construction, 
modernization and maintenance, especially 
timely in the present expansion mood of 
industry.—Factory, M. & M. April, 1937. 


MOTORS—two highly informative charts 
(1) Characteristics of standard purpose 
general motors and (2) characteristics of 
standard special service motors are to be 
found in the Iron Age, April 15, 1937. 


SNAGGING & BILLET GRINDING—Com- 
prehensive chart showing specifications for 
snagging and billet grinding, as to ma- 
terial, type of machine, abrasive, grain 
size, grade strength of bond, structure 
apating of grains, bond and treatment.— 
the Iron Age, April 15, 1937. 


DIESELS FOR SAWMILLS—The ideal 
adaptability of diesel engines as power 
for sawmills is pointed out in an article 
in Diesel Progress, April, 1937. 














Better Butter Profits 








MONEY saved through lower operating costs is as clear gain 
as added profit through a favorable price rise. . . . And 
when power costs can be cut by as much as one-half to three- 
fourths, they become a profit factor that mounts to a hand- 
some total over a period of months or years. 

Compare the cost of other types of power with the low 
fuel-and-lubrication cost of a “Caterpillar” Diesel Engine, 
as typically shown by the records of the Chief Dairy 
Products Co., of Upper Sandusky, Ohio. 

Through line-shaft drive their D7700 (66 hp.) operates 
a 7'/,-ton ammonia compressor and brine pump; 2 churns; 
> cream pumps; milk concentrator; rotary buttermilk pump; 
2 holding and 3 pasteurizing vats. . . . Producing 30,000 
lbs. of butter per 60-hour week. To the end of 1936 this 


D7700—installed in the plant of the Chief Dairy Products Co., Upper 
Sandusky, Ohio, has already paid for itself out of reduced power bills. 


compact, durably built, ever-ready engine had more than 
12,000 hours of faithful performance to its credit ... at a 
fuel-and-lubrication cost of only 20c an hour! 

Without question, Diesel, as perfected by “Caterpillar,” 
is outmoding all other present-day sources of power — for 
practically any type of industrial application. It will pay 
users and dealers alike to investigate. 


* Low prices of “Caterpillar” Diesel Engines with their high stand- 
ard of quality are made possible by large-volume production. . . . 
These engines are used in thousands of tractors and road machines, 
in the equipment built by 83 machinery manufacturers, and by hun- 


dreds of other power users. Seven engine sizes — 44 to 160 hp. 


DEALERSHIPS AVAILABLE IN CERTAIN LOCALITIES 


CATERPILLAR DIESEL ENGINES 


80. v.s. Par. ovr. 


CATERPILLAR TRACTOR 
CO., PEORIA, ILL. 


WORLD'S 


LARGEST MANUFACTURER OF DIESEL ENGINES 





with just 26 words to say. These 
were the words: “You know my whole 
story. I haven’t sold you. This time 
I have only one question to ask: 
Will you now give me a signed 
order?” 

He got it! 

One thing to do, then, is to keep 
on asking for the order on the chance 
that the man really is sold but won’t 
give you the satisfaction of saying so. 
Another is to challenge the buyer. 
Even the toughest buyer secretly ad- 
mires any salesman who refuses to be 
licked. Here’s the way one man did 
this: 

“Mr. Pecksniff, I’ve been calling on 
you for 18 months. I haven’t sold 
you—but I still think I can do you a 
service by selling you. You need my 
product. You’re a difficult man to 
sell, because you never openly state 
your objections. Will you do this for 
me? If I’m going to be licked on 
this account I’d like to know the rea- 
son why, because it’ll teach me a val- 
uable lesson in salesmanship. On the 
other hand, if you’re still open to be 
sold and are not buying because of 
some objection you’ve failed to state 
plainly, will you state it now and give 
me a sporting chance to answer it?” 

Now, there are very few buyers 
who, thus challenged, can very well 
get out of doing what the salesman 
wants them to do. Because of its 
superb diplomacy and_ directness, 
neither can they be angered by it. 
And best of all, in such a sally, the 
salesman still retains control of the 
interview—the most important point 
f all in dealing with the tough guys. 

Whatever you decide upon as your 
last-resort tactics, remember these 
fundamentals: Never give a sign that 
you believe you’re hopelessly defeated. 
Never degenerate to the status where 
you’re begging for an order. And hold 
your temper in a crisis.—Sales Man 
agement, February 15, 1937 


Special Issue on Boiler Room 
Auxiliaries 


STREAMS OF FUEL, air, gas, 
water and steam flow’ endlessly 
through steam-generating units, pip 
ing and auxiliaries. The whole job 
of the auxiliaries is to keep these 
streams moving in their established 
paths and at the proper rate. 

Red and green signals won’t do the 
trick—the materials and energy con 
cerned are more like wild Indians 
than a city crowd. Here is one field 
where kindness doesn’t pay; these 
mobs must be regimented down the 
right alleys, flanked by fences too 
high to climb over and too strong to 
break down. 

Steam as hot as a glowing iron, 
and pushing its hundreds of pounds 
on every square inch, must be pre- 
vented from squeezing past valve 
seats and packings. Water at pres- 
sures even higher must be heated 
and shoved into the boiler just fast 
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enough to supply the deficit created 
by the departing steam. Air and fuel 
must be coaxed through the right 
lanes at the right speed. Like snow 
in the city streets, soot must be 
cleared for heat traffic through tube 
walls, 

Most difficult of all is the problem 
of handling the traffic in heat units. 
Here absolute control is impossible; 
some of the B.t.u. will worm through 
any fence that can be built, while 
others will balk at an open gate. The 
expert engineer is merely the man 
who can keep more of them in line 
than can the next best man at the 
job. 

The sole function of boiler-room 
auxiliaries is to direct, drive and reg- 
ulate these traffic streams of water, 
steam, air, gas, dust, dirt and heat. 
How they operate to perform these 
tasks is thoroughly explained and il- 
lustrated by Power for February, 
1937. 


Lapless Gages 


HERETOFORE, it has been neces- 
sary to use a series of wheels of 
progressive fineness to generate a 
good surface and polish. With each 
change of wheel, especially if the 
gages are in quantities wherein a 
number are ground with each wheel, 
the chances of error in dimension 
are multiplied. With the recently de- 
veloped Aloxite aluminous oxide res- 
inoid wheels, a necessary cut is main- 
tained, making it possible to use either 
a one or two wheel set-up. This cut 
is absolutely essential for accuracy in 
dimension and surface qualities. 

With this method of gage grinding 
it is unnecessary to use roughing 
wheels except when grinding gages to 
a smaller size in the case of a plug 
or a larger size in the case of a ring 
gage. When any of these gages are 
built up by plating, the foundation 
surface is sufficiently fine to take a 
thin plating and at the same time 
it is possible to grind the chromium 
plate without resorting to a roughing 
wheel. 

It will be readily seen that such a 
radical change in method of finishing 
gages will require some specialized 
operation. 

Not only does this method of fin- 
ishing gages entirely eliminate a lap- 
ping operation but in special cases, 
such as ring gages, one does not ex- 
perience the annoying bell-mouthing 
that is generally caused by lapping 
with loose abrasives, At the plant 
of the Brown and Sharpe Manufac- 
turing Company the grinding method 
of finishing gages has been found 
particularly advantageous in the 
grinding of tapered plug gages since 
the lapping of these tapered gages is 
unsatisfactory at best. This would 
also apply naturally to tapered ring 
gages. 

Precision spindles for machine 
tools are often ground in the tool- 
room. By using the same procedure 
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as for gages, an accurate bearing 
surface may be generated with a mini- 
mum of friction producing surface 
roughness. 

Cutting tools, such as reamers and 
mills, have longer life and produce 
better finishes when reground with 
ultra-finish wheels. 

Where commercial lapping ma- 
chines are not available these ultra- 
finish wheels may be used econom- 
ically for finish grinding follower 
pins for dies blocks and cutting edges 
for blanking dies —American Machin- 
ist, March 24, 1937. 


Aluminum Paint Makes Dark 
Floor Pits Bright 


FLOOR PITS in cne plant, carrying 
piping, separators, filters, and heat 
exchangers for various production 
units, were dark, dirty, and a conven- 
ient place for the night porter to 
dump most of the sweepings. Their 
general condition made it difficult to 
inspect properly the various kinds of 
equipment carried in them. 

After cleaning one pit for its entire 
length and servicing such equipment 
as needed it, the necessity for mak- 
ing inspections easier was realized. 





A suggestion was made that the pit 
and its contents be given a coat of 
aluminum paint. Accordingly, one 
coat was applied with a spray gun 
to a trial section, and the results 
were so good that all of the pits in 
the plant were cleaned out and 
painted. The cost of painting was 
only 18 cents a linear foot. 

The interior of the pits is now so 
bright that leaks or defects in any 
of the equipment located there is 
immediately visible—as is also any 
attempt of a lazy porter to avoid 
proper disposal of the floor sweep- 
ings.—Factory Management & Main- 
tenance, April, 1937. 
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DONT LET ANYONE TELL YOU- 
THAT A “TOLEDO” No. 999 WONT CUT 
AND THREAD 3” TO 2” PIPE. IT WILL. 


Nine sizes—!/,’—!/,”—34"—!/2"—3/,"—1"—1'/,"—1/.” and 2’ pipe are cut and threaded in a "TOLEDO" 
No. 999 Power Pipe Machine, either Super Model with quick-opening die heads or Standard Model 
with non-opening die heads. 





The cutter knives cut the pipe off with a smooth, square-end cut without burr—2” pipe is easily cut 
off in 10 seconds, and smaller sizes relatively fast. 


The threads are smooth and perfectly tapered that assure tight joints. 2” pipe is threaded in 22 seconds. 


No other portable 2” power pipe machine on the market can compare with the "TOLEDO" No. 999 in 
efficiency, ease of handling, quality of work, and all around desirability. You can safely recommend the 
"TOLEDO" No. 999 to your customers as the most efficient and easy to operate portable pipe machine. 
A comparison will convince them of its many superior features. 


THE TOLEDO PIPE THREADING MACHINE CoO. 
TOLEDO. OHIO New York Office, 72 Lafayette Street 
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KILOWATTS DON'T GROW 
ON TREES 


Electrical energy is the very life 
blood of industry; the force that 
keeps the shafts turning, and the 
wheels revolving. And it costs in- 
dustry real money, whether a fac- 
tory generates its own power, or 
buys it from a central station. We 
get so accustomed to pulling a 
switch, to pressing a button, that 
all too many of us don’t realize 
that by doing this we are spending 
real money, for kilowatts don’t 
grow on trees. They are estimated 
to cost industry annually 14 to 2 
billion dollars. 

No one disputes the statement 
that in even the best engineered 
factories only 75% of the kilo- 
watts that industry pays for are 
used productively. Poor power 
factor and high friction losses all 
too often consume another 25% 
or more, 

Let us consider the toll that 
poor power factor and excessive 
friction losses exact from indus- 
try. In 1936 when practically 
50,000,000,000 kilowatt-hours were 
sold to industry by public utilities 
the cost figured at 2 cents was 
1 billion dollars, and this figure 
does not include the many fac- 
tories generating their own energy 
for which no exact statistics are 
available. Jron Age estimates the 
total industrial power bill at 14 
billion, McGraw-Hill 2 billion dol- 
lars. 

Twenty-five per cent of either 
figure is a staggering sum to con- 
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template. It is so much potential 
profit needlessly dissipated. What 
better sales ammunition could the 
transmission equipment salesman 
have in selling Modern Group 
Drive to industry than the very 
definite possibility of saving a 
goodly portion of that $375,000,- 
000.00 to $500,000,000.00 in elec- 
trical bills alone. This does not 
take into consideration the de- 
creases in capital investment, and 
maintenance cost. 

Couple these figures with Jron 
Age’s estimate that 70% of all in- 
dustrial layouts are now obsolete, 
in view of modern transmission 
technique, and it gives a definite 
estimate of the vast avenues open 
for Modern Group Drive installa- 
tions. 


FORGOTTEN FACTS 


1. A little item of savings in 
Modern Group Drive that is all 
too often overlooked is insurance 
cost. Insurance premiums, as we 
all know, are based on investment; 
hence by decreasing the invest- 
ment in motors and accessory elec- 
trical and transmission equipment, 
we curtail proportionately the in- 
surance premiums, This is one of 
those cumulative expenses that go 
on year after year, and in ten 
years, the savings might be enough 
to cause even a confirmed Individ- 
ual Drive advocate to think a bit. 

2. We get so accustomed to say- 
ing the Individual Drive machines 
are very mobile, that we lose sight 
of the fact that a power contact 
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Conducted by 


VICTOR A. HANSON 


Chief Engineer 
Power Transmission Council 


point is necessary to permit unre- 
stricted movement of production 
machines. Difficulties of no mean 
proportion are frequently encount- 
ered in moving Individual Drive 
machines in factories where con- 
duits are embedded in concrete. 
Generally speaking, Individual 
Drive is as mobile as the electrical 
contact points, and in the general 
run of factories these are decid- 
edly limited. 

3. And don’t let us overlook an- 
other point, the fact that mechan- 
ical losses are appreciably less 
than electrical losses in planned 
power transmission, and they are 
much greater in small motors than 
in large. 


FUTURE POWER TRANSMISSION 
ENGINEERS OF PHILADELPHIA 


Recently the Philadelphia Power 
Tansmission Club held a meeting 
which might be used as a model 
by other clubs in carrying out the 
same idea. Because the students 
of the technical schools today will 
be the engineers in charge of 
power transmission equipment in 
industry tomorrow, the Philadel- 
phia Club thought they should be 
given an opportunity to learn 
something of the underlying facts 
behind the profession of power 
transmission engineer. Students 
from all the technical schools in 
the Philadelphia area with their 
teachers were invited, and 110 men 
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For nearly fifty years the 
Capital Red Cap Line of 
Industrial Brushes and 
Brooms has been success- 
fully marketed through mill 
supply distributors. 


It is only natural, therefore, 
that we should take this 
opportunity, at the time 
of the annual meeting of 
mill supply men and manu- 
facturers to voice our ap- 
preciation of the good will 
which has come to us. Our 
products are widely used 
throughout industry and 
the name "Capital Red 
Cap" has become a "buy" 
word among men who 
specify and use industrial 
brushes and brooms. 
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appeared on the meeting night. 
Mr. Hanson gave the principal talk 
of the evening. 

The attention of the students 
was called to the fact that, com- 
paratively speaking, the field of 
power transmission had _ been 
abandoned by the engineering pro- 
fession over the past twenty years, 
and today there is a dearth of 
trained men who are equipped to 
save industry money by proper 
planning of power transmission. 
Industrial executives are today be- 
coming more and more aware that 
power transmission is not an inci- 
dental to the laying out of a plant, 
but an important consideration in 
the economics of plant operation, 
and the need of men who can do a 
good job in power transmission 
planning is growing every day, 
and thus creating new jobs. The 
point was stressed that it is not 
only traning in mechanics which 
is necessary to such a job, but also 
knowledge of electricity, produc- 
tion methods, 
analysis, and salesmanship. 


economics, cost 
It is 





a job which must take into con 
sideration the whole picture of a 
manufacturing plant so that all 
demands arising from production, 
materials handling, motion econ- 
omy, investment, overhead charges 
(insurance, depreciation, etc.) and 
maintenance can be assimilated in 
the best system of power transmis- 
sion. 

The development of power 
transmission from the days of 
water power was reviewed, and at- 
tention called to the various im- 
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provements which had been made, 
the reasons for them, and various 
factors which had resulted from 
them. 

At the end of the talk, the 
Chairman of the meeting asked for 
questions and open discussion fol- 
lowed. The representatives of 
power transmission manufactur- 
ers in the Philadelphia area issued 
an invitation to the students to 
visit their plants at some conven- 
ient time in the future, to get some 
first hand information as to how 
the various types of power trans- 
mission equipment are manufac- 
tured. 





ATLANTA P. T. CLUB 


Mrs. Ernest Key, Secretary 
M. H. Courtenay, Pres. 
J. C. Turner, Treas. 


Homer P. Bond, V.P. 
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This plan introduced at Phila- 
delphia, it is hoped will be followed 
by other clubs throughout the 
country. Cooperation between the 
clubs and the technical schools has 
an inestimable mutual benefit. 


P.T.C. AT TRIPLE CONVENTION 


Mr. A. P. Homer, president of 
the Council, will deliver a speech 
on Wednesday, May 12th, at the 
Triple Mill Supply Convention, 
which will be held at Memphis, 
Tennessee. His subject will be 
“Power Transmission Council, 
How It Helps Sales”. 


P.T.A. BULLETIN 


We have just received from our 
fellow-workers, the P.T.A. of 
Great Britain, a copy of the fourth 
issue of their “P.T.A. Bulletin”. 
This little house organ is issued 
by them periodically, and is “dedi- 
cated to the provision of ‘Sales 
Ammunition’ that will achieve the 
Objects, the Refreshment of Ideas 
and Pleasant Association”. 





This booklet is departmentalized 
in Editor’s Notes, For Members 
Only, Questions and Answers, 
District Meetings and items of 
general interest to those in the 
power transmission industry. The 
vigorous, stimulating style of the 
editor, combined with a natural 
enthusiasm for the ideals and 
principles of The Power Trans- 
mission Association make this one 
of the most interesting periodicals 
of its type that we have seen in 
a long time. 































y 
4 





to full blast. 








Heavy duty type. 
For all machine 
installations. 
Built for continu- 
ous operation. 
Cam, lever, or 
plunger operated 











Hand-type. Flow of air controllable up 


BLOW VALVES 


Bench and light ma- 
chine type. For light 
duty fixed instal- 
lations. Hand, foot or 
automatic air control. 





AIR LINE COUPLERS 


Quick-acting. Permits 
interchanging of air 
operated devices and 
hose lines. Swivel 
and non-swivel types 


AIR HOSE FITTINGS 








F For attaching devices to air hose, or 
connecting lengths of hose. 


ise 29) -7 00) 0 (ome? Vale) a — 


Direct-action type. For 
all hydraulic instal- 
lations. Seven types. 
Pressure range from § 


to 5,000 pounds. 


Schrader 





REG. U. S. DAT. OFF. 


INDUSTRIAL PRODUCTS 
A COMPLETE LINE AVAILABLE TO DISTRIBUTORS 


BLOW GUNS 


The rapidly increasing use of compressed air in 
manufacturing plants affords distributors an ex- 
cellent source of revenue from the complete 
Schrader Industrial Line. Schrader Products min- 
imize the cost of supplying air to machinery and 
tools. They are designed from more than ninety 
years of experience in controlling air in diving 
apparatus and other pneumatic devices. 


During more than forty years of leadership in 
air control in the automotive field, Schrader has 
adhered strictly to a definite sales policy—a policy 
that is now extended equally and wholeheartedly 
to those industrial distributors we select. Schra- 
der Industrial Products are packaged and priced 
to distributors’advantage. List prices are reason- 
able to consumers. Discounts are generous and 
favor stocking distributors. Schrader will not 
compete with their distributors. 


Distributors will receive every reasonable form 
of sales cooperation to help develop and maintain 
the market for Schrader Industrial Products. 


Further information may be had upon request. 


A. Schrader’s Son Brooklyn, New York 


Division of Scovill Manufacturing Company, Incorporated 


[These illustrations are 
representative of the va- 
rious groups of Schrader 
Industrial Products. 
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SUPPLY SALES 
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SPURTING to a decided new high for the past five years, the 
Sales Indicator for March reached 121.8, as compared with 103.8 


in February. Most outstanding increases were reported from the 


Southern States, going to 137 from 108 in February. The number 


of orders per working day touched 127 in March, another record. 


The size of average order increased slightly ,from $17.06 to $17.40. 


DOLLAR VALUE , AVERAGE ORDER 


ORDERS PER WORKING DAY 
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ARMSTRONG 


€s 
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quality 
acceptance 


_ and ! s 
a, ARMSTRONG BROS. TOOL CO. “The Tool Holder People’ CHICAGO, U.S.A. 
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1. Drill sales fairly leap at you out 
of this production shot where multiple 
heads are drilling all sides of a 
miniature cylinder block for the gaso- 
line starting engines that are 
mounted on Caterpillar diesel 
engines. 


2. One of *hose big brute jobs of 
industry—a _ rubber grinding mill 
drive—is shouldered capably by two 
roller bearing pillow blocks like this 
recently installed by an eastern rub- 
ber manufacturer. Seven hundred hp. 
transmitted at 600 r.p.m. calls for 
nothing less than maximum perform- 
ance. This application checks the 
ge-old bearing breakdown problem 
aves 40% to 50% in power and 
plenty more in lubrication costs. 
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3. Good machinists would forego eating to possess 
good tools, This worker's pride is evident as 
he uses a surface gage to line up work on a planer. 


4. Railway maintenance requires all 
sorts of small tools and handling 
equipment. In the big photo below 
is a “before and in the circle, 
"after views of a 4%4-ton pull-lift 
hoist set up to remove the slide valve 
from over a locomotive cylinder. 











5. Easily apparent in this 
shop view are a chuck, two 


C-clamps, a small grinder 
belts and a grinding wheel 
—all suppl ed by some en 
terprising industrial dis 
tributor. 


6. If they balk at the idea 
of a silent chain drive in 
stallation, show'em this 
sturdy veteran. For 50 
hours each week for the 
last 30 years it has been 
operating a line shaft in a 
mid-west paint factory — 
and still looks like new. 
Lower part of casing has 
been removed to show the 


drive 











Fi « ’ 
uF, SS “Sy 
Dn ‘ ‘' ° 
\ 
— "@ 
a SS 
e 
a 


~~ 


z= —ss 


, ) a TN 
PTW NA 






. 
iy 
ret 
‘ 











MISE 






\DGE OFFERS THE |t\ 
N POWER TRIN 


Sell 











Per 
O 


he se 


belie 
mone 
chan 
ing t 
out ¢ 
facili 
ing a 


offe 

















Y COMPLETE 
(SMISSION 


Selling Dodge for All Power Transmission 





Requirements Insures Satisfactory 
Performance and Builds Customer Confidence 


One of our largest distributors tells the whole story when 


he says:— 


"We represent the Dodge Manufacturing Corporation because we 
believe in giving the industries we serve maximum value for the 
money they spend. This value is not confined entirely to the mer- 
chandise itself, but we endeavor to add intelligent assistance in apply- 


ing the right product to specific situations. 


To assist us in carrying 


out this policy, the Dodge organization has placed at our disposal the 
facilities necessary to enable us to give factory service on engineer- 


ing as well as products." 


We believe, 


and several hundred leading distributors 


endorse the idea, that you can best serve your industries by 


offering them COMPLETE Dodge service. 
The DODGE LINE INCLUDES: 


BALANCE-WHEELS 
BASE PLATES 


PLAIN 
ADJUSTABLE 


BEARINGS 
ANTI-FRICTION 
BABBITTED 


BELT CLAMPS 
BELT SHIFTERS 
BELT GOVERNORS 


BELT TIGHTENERS 
HORIZONTAL 
VERTICAL 
SPECIAL 


CLUTCHES, FRICTION 


TYPE 
EXPANDING RING 
JAW 


COLLARS 


CONVEYORS 


COUNTERSHAFTS 
MACHINE 
O1L WELL 


COUPLINGS 


COMPRESSION 
FLANGE 


UNIVERSAL 


DRIVES 
FLAT BELT 


VARIABLE SPEED 
ELEVATORS 
FLOOR STANDS 
FLYWHEELS 
GEARS 

CAST TOOTH 

CUT TOOT 
GIRDER CLAMPS 
HANGERS 


DROP 
HEAD SHAFT 


PILLOW BLOCKS 

BABBITTED 
ADJUSTABLE 
SPHERICAL 

PLAIN 

RING OILING 
CAPILLARY-OILING 
COMMON FLAT BOXES 


POST 
ROLLING MILL 
SOLID JOURNAL 


ANTI-FRICTION 
BALL BEARING 
ROLLER BEARING 

PULLEYS 

CONVEYOR 


N 
RUBBER LAGGED 
STEEL 
SLATTED 


PULLEYS—Cont. 


1RO 

SOLID 

SPLIT 

HEAVY DUTY 

IRON SPIDER WOOD RIM 
LOOSE 

ROLLER BEARING 

CAPILLARY-OILING 
MOTOR 

STEEL 
woop 


SPLIT 
coon ROLL 
TRACTO 

IRON SPIDER WwooD RIM 


QUILLS 
SHAFTING 
SHEAVES 


V-BELT 
ROPE 


SPECIAL MACHINERY 
TAKE-UPS 


PROTECTED SCREW 
STEEL FRAME 
HEAVY SERVICE 
BALL BEARING 
ROLLER BEARING 


UNITS 


POWER DRIVE 
ROLLER BEARING 


VARIABLE SPEED 
TRANSMISSIONS 
WALL BRACKETS 
WALL FRAMES 


Dodge Manufacturing Corporation 


Mishawaka, Indiana 












































Here's How Dodge Helps 
You Build Sales and 
Increase Profits 


The "Power Round-Up" has travelled 
approximately 18,000 miles and has 
presented the complete Dodge sales 
and engineering story to about 10,000 
buying executives in 75 important in- 
dustrial centers. All meetings have 
been under the sponsorship and entirely 
in the interests of our distributors. 


Complete and attractive bulletins 
and catalogues are furnished in gen- 
erous quantities with distributor's own 
imprint covering all products included 
in the Dodge line. Every prospect in 
a territory has complete information 
and knows from whom he can obtain 
factory service quick. 


carries on extensive and effective 
direct-by-mail advertising in the inter- 
ests of all distributors. Personalized 
letters carrying distributor's own letter- 
head are used in most cases. 


Dodge advertising in the form of 
attention compelling two page spreads 
is carried in leading publications having 
wide industrial distribution. This adver- 
tising forms a valuable background for 
the selling efforts of Dodge distributors. 


In addition to catalogues and bulle- 
tins, the Sales Promotion Department 
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PRESIDENT OF THE BARRETT HARDWARE COM- | PRESIDENT 
PANY, JOLIET, ILLINOIS UPON THE RETIR- W.F. BARRETT 

MENT OF J.0. BARRETT WHO HAD HELD THE 
OFFICE FOR 48 YEARS, THE BOARD OF DIRECT- 
ORS CONSISTING OF THE OFFICERS AND Guy. 
SHAW, GENERAL MANAGER. 
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ARRANGEMENTS WERE FAST BEING 
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TION TO BE HELD ABOARD THE NORONIC 


W FRANKLIN BARRETT WAS ELECTED | 
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MDHE VONNEGUT HARDWARE COM- 
PANY. INDIANAPOLIS, INDIANA, WAS THE 
SUBJECT OF AN ARTICLE, “75 YEARS OF 
FO UELOPMENT” IN THE MAY, 1927 ISSUE 
OF MILL SUPPLIES. 
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QUESTS A MONTH FOR COPIES. THIS CATALOG, WHICH sind 
HAD GONE THROUGH TEN SEPARATE EDITIONS, WAS 50 
COMPRENSIVE THAT IT HAD BROUGHT MAIL ORDERS 
FROM PLACES AS FAR DISTANT AS JAPAN AND JAVA. Somma> 
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1. What are the three main divi- 
sions of materials-handling equip- 
ment? 


2. What are the three main types 
of hoists? 


3. What are their relative effi- 
ciencies ? 


4. Which is the simplest? 
most used? 


Which 


5. What are the two great gen- 
eral classes of packing? 


6. What are the common packing 


materials? 
7. What is the annual market for 
packings of all types? 


8. What is a bench drill? 


9. Can a drilling machine be 
used only for drilling? 


10. What is the included angle 
of the cutting end of a standard 
drill? 


11. Can a drill cut a hole smal- 
ler than itself? 


12. What should be the clear- 
ance back of the cutting lip of a 
drill in steel, in softer materials? 


13. What is the most important 
factor in getting a hole of desired 
size? 


14. What part of the plant buys 
most packing? 
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All 
salesmen 
will want to try their hands at 
checking the correct answers. 
When you have finished, turn 
to page 158 for author's list. 











15. What mechanical condi- 


tions spoil good packing? 
16. Is the packing ever at 
fault in failures? 


AUTOMATIC 
INTERVIEW TERMINATOR 
For that persistent visitor, who 
never knows when to leave, our 
staff Goldberg has devised the fol- 
lowing interview terminator (pat- 


ent applied for). As he enters the 
door he steps on mat B, switching 
on power saw C, which automati- 
cally begins to cut through a good 
husky section of bar stock. After 
a 20-minute visit (change the time 
to suit yourself) you push button 
A, which lights a red light over 
your secretary’s desk so that she 
can come in and explain that you 
have a long-distance call, an urgent 
request to go out, or anything else 
previously agreed upon. That gives 
your caller ten minutes to get wise 
to himself, ten minutes in which to 
wind up a discourse already grown 
tiresome. 

But if, after a half hour total 
time, your visitor still hasn’t gone, 
anything that happens is on his own 
head. And that’s just what hap- 
pens. Saw C has been working 
quietly but busily. As it saws 
through (pick stock size to suit de- 
sired length of interview—for in- 
surance men select thin wood), the 
cut-off chunk drops down, hitting 
deflector D, which immediately op- 
erates a switch that starts the mo- 
tor driving impeller E and conveyor 
G, driven by motor. The chunk of 
steel falls down into the impeller, 
which gives it a good whirl and 
throws it up through duct F onto 
belt G. The belt carries it along 
to the hollow-center light fixture H 
right over the visitor’s head. After 
it has done its duty, you simply 
shift lever I, tripping a trap door 
which dumps your now somnolent 
visitor into chute J. It’s as simple 
as that. 
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ORTABLE 
jRINDERS 


q Eighteen 
tising of 


your cu 


om plet 
“Cost 


, |# TOOL ROOM 
~ GRINDER 


ORTABLE 
iRINDERS 


UNISHEARS 


STANLEY ADVERTISING 
PAVES YOUR WAY 


Eighteen magazines carry the adver- 
tising of Stanley Electric Tools to 
your customers every month — 
broaden your sales opportunities. 


om plete Line For Industry 


Cost Less Per Year’’ 





DISC SANDERS 


S, . i . 


HAMMERS 


*A COMPLETE LINE FOR INDUSTRY” 
— it’s more true than ever to-day! The 
past twelve months have seen the addition 
of new, popular, salable tools to the Stanley 
Electric Tool Line. Two electric drills that 
dip into a new group of buyers. A new 7” 
disc sander. An electric saw that broadens 
selling opportunities. New streamlined 


FLEXIBLE SHAFT 
GRINDER 


Se. --- 










BENCH GRINDERS 


DRILLS 


SAFETY SAWS 





bench grinders . . . a new school grinder. 

These additional tools, identical in qual- 
ity with other famous Stanley Electric 
Tools in the line built for industry, offer 
further proof that the Stanley distributor 
can sell more tools to more people for 
more jobs. Stanley Electric Tool Division, 
The Stanley Works, New Britain, Conn. 


We Are Represented By Selected Distributors 





STANLEY ELECTRIC TOOLS 


Cordes Supply Moves 
to New Building 


April 19 was moving day for 
the Cordes Supply Co., Milwaukee. 
The firm moved into the building 
that it purchased not long ago at 
1325-31 No. 7th St., where it now 
occupies approximately 50,000 
square feet of floor space. The 
Cordes company had a representa- 
tive display at the Purchasing 
Agents’ convention held at Milwau- 
kee Schroeder Hotel, April 6 and 7. 


Below: Everybody at Carey Machinery & Top: Robert M. Hartwell Co., Los Angeles, holds a sales meeting on Faultless casters. 
Supply Co., Baltimore, attended the lunch- 
eon at Lord Baltimore Hotel April 3 to Above: Office of Pratt-Gilbert Co., Phoenix, Ariz. At the left are Velma Ellis, Margaret 


honor John H. Orem, Jr. (arrow), who com McLaughlin, Alma Lee Shaff, P. J. Dingle and Paul A. Schoeny. Behind the partition: 
pleted 50 years of service on that date. Helen Gragg. Mary Roff and Charles Hill. 
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% Increase in One Year 


“Our gain last year in Cleveland File Sales 
over the previous year was 50%, We like 
the company; we like their files and we 





like their cooperation.” 


O REPORTS a distributor, who is profiting under a 
SUPER-DUTY sales franchise, to one who is not, but who 
has “heard tell.” He wants to know what it is all about 
and to verify reports that a SUPER-DUTY sales franchise 
is what he should have to permit him to put his file picture 

in the profit class. 


A fifty percent change is substantial in any direction—this we admit 
—and yet a conservative figure when compared with those appear- 
ing in the sales records of many other SUPER-DUTY distributors. 


The company, the product, the cooperation—three mighty important 
factors essential to an accomplishment as above reported. They are all 
and more, a distinct part of Cleveland’s five point printed sales policy 
set forth below. You will do well to look into it. It may be available 
to you in your territory. 


1. Sales—thru Exclusive Fran- 2. Resales—thru strictly main- 
chise. tained resale schedules. 

3. Factory Cooperation—thru 4. Consumer Advertising — 
definite systematic factory Concentrated in distribu- 
helps. tors market. 


5. Quality products—Highest standards constantly maintained. 


Write today for details. 


3400 Hamilton Ave. Cleveland, Ohio 


Lier FigeS SimSE F899 
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PARKER. KALON CORPORATION 


200 VARICK STREET NEw YORK, N.Y. 
~2- 


It is our intention to li 


mit the distribution On this line to as 
few jobbers in each ter 


ritory 8S will be re 
quate loca) Stocks to t 


quired to Provide ade- 
ake care of the demand, 


[4 addresseg 
have been 


For that reason 


only to those j 
yourselves, 


obbers who, 
Cooperating with us in pr 


omoting the Sales 


We are quite 4nxious 


However, 


we recog- 
are a number of Other reputa 


ble Manufac. 


Cur Socket Screws, 
Cooperation we are 


ued in fuli measure, 
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HOLLOW SET SCREWS 


ees ‘ 


Cold-forged 
SOCKET HEAD CAP SCREWS 
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SOCKET - STRIPPER BOLTS 





Leaves Alemite to 
Join Supply House 


Frank M. Hardesty who has been 
Seattle representative for the Ale- 
mite Co. for the past eight years, 
has become associated with Chas. 
H. Harden & Co., Seattle. Mr. 
Hardesty will have charge of Ale- 
mite sales, which includes lubricants 
and equipment. He is well known 
to all users of Alemite, and his serv- 
ices are available to all who require 
engineering data in his line. Mr. 
Hardesty has had an _ extensive 
training in the sale and installation 
of Alemite products. 


Link-Belt Elects 
Four Directors 


At the annual meeting of stock- 
holders of Link-Belt Company, held 
at the Stevens Hotel, Chicago, 


84 





March 23, four direc- 
tors were elected to 
serve until 1941. 

The newly elected 
directors, Bernard E. 
Sunny, Chicago, and 
James S. Watson, In- 
dianapolis, succeeds 
Arthur L. Livermore, 
deceased, and Austin 
L. Adams, resigned. 
The re-elected direc- 
tors are Staunton B. 
Peck, Chestnut Hill, Pa., and Har- 
ris Whittemore, Jr., Naugatuck, 
Conn. 

Mr. Sunny is a director of many 
other companies, among them are: 
General Electric Co., Illinois-Bell 
Telephone Co., Public Service Co. of 
Northern Illinois, Wilson & Com- 
pany, Chicago Surface Lines, and 
the First National Bank, Chicago. 

Mr. Watson is vice president in 
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cMITH: COURTNEY co. | 


Add up the total years of service here and 

it makes exactly 999! The Stambaugh- 

Thompson Co. (Youngstown, O.) Twenty 
Year Club. 


Osborn brush window display at H. Chan- 

non, Chicago, embracing colorful display 

boards, wide line of merchandise, suggested 
applications and attractive flasher sign. 


New warehouse of Smith-Courtney (Rich- 
mond) at Hickory, North Carolina. 


R 
) 
Cc 
H . 
™ 
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iv | 
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charge of Indianapolis plant opera- 
tions of Link-Belt Company, having 
served the company continuously 
for 44 years. 


Takes on Boston Gear Products 


Squier, Schilling & Skiff, New- 
ark, N. J., has just added the Bos- 
ton Gear line of chain drives and 
speed reducers. 





Manufacturers of . Manufacturers of 


anv | SHERCULES 


High Speed Drills High Speed Drills & Reamers 


WHITMAN & BARNES 
NEW YORK DETROIT CHICAGO 
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Distributors Take Part 
In Waterbury Exposition 


Waterbury, Conn., enjoying a 
healthy return of prosperity, pre- 
sented a spectacular progress expo- 
sition in which various business 
houses and industrial plants, includ- 
ing two leading distributors, coop- 
erated. The distributor exhibitors 
were the White Supply Co. and 
Templeton’s. 

Manufacturers whose lines are 
handled through these outlets in 
Waterbury cooperated with their 
distributors by installing dramatic 
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displays highlighting the sales 
points of their products. Both 
White and Templeton got behind 
the event generously by taking 
large newspaper space to tell the 
story of their exhibits. At the same 
time the local newspaper cooperated 
by presenting an editorial descrip- 
tion of these houses, the job they 
do, and a detailed analysis of the 
lines they handle. 

One of the highlights of the ex- 
position was the actual installation 
of the teletype device which is used 
by White Supply in placing orders, 
pricing and speeding deliveries, An- 
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other feature of the White booth 
which drew interested throngs was 
the Norton Company’s showing of 
two talking motion pictures, “Al- 
chemist’s Hourglass” and “Norton 
Abrasives at Work”. 

Both distributors were keenly en- 
thusiastic about the results of the 
exposition. Although it was open 
to the general public, the prelim- 
inary advertising served to catch 
the interest of plant men and pur- 
chasing agents they wanted to 
reach, and these individuals made 
it a special point to visit their dis- 
play spaces. 


Supply House Dresses 
Up With Marine Display 


A unique and attractive marine 
display now decorates the front of 
the Oregon Pacific Co., Inc., North 
Bend, Ore. To accommodate this 
innovation, the clerical office was 
moved toward the rear of the store. 
New lines that this firm has re- 
cently taken on include Macwhite 
wire rope, Lamb blocks and Plym- 
outh manilla rope. 


New for Baldwin Hall 


New lines that have been taken 
on by the Baldwin Hall Co., Syra- 
cuse, N. Y., are Fiske Bros. Lubri- 
plate and Armour coated abrasives. 


Top photo: Manufacturers’ representatives 

who worked with the White Supply Co.., 

Waterbury, in that city's recent Industrial 

Exposition. Left: View of the striking dis- 
play the White Co. set up. 


Below: John H. Bogue, salesman of Turner 
Supply Co., Mobile, says "Il love you" as 
he puts his arm around a display sign for 
Norton Abrasives, a line which is bringing 
him plenty of return in commissions. 





" 
Sell GOOD TOOLS that have < 


Modern Design—Reliable Accuracy 





. with the assurance that each item in the extensive line is 


a Quality product. 
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AT THE LANCASTER SHOW: (Reading clockwise) H. F. Rose of Yale & Towne, Dick Barr 
and his father, U. Grant Barr, both of Reilly-Raub; Dale B. Fitler, Jr., and H. Hamscher with 
the striking Fitler rope exhibit; H. G. Leighton and Tom McLaren of Brown & Sharpe get 
carnations from Jeannette Aukamp while A. J. Kline of Reilly-Raub grins and D. J. Crimmin; 
(Fitler) looks on; E. M. Schoemmell demonstrates Osborn Brushes; Roy Greenslee (right) 
invades the Dupont booth to “sell” Johnson Bronze of Dupont's H. A. Newman; E. C. Buck, 


Mac-lt Parts Co., and C. J. Seibel, Dumore. 
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General view of the attractive looking exhibit floor. 


Reilly Bros.—Raub 
Show Goes Over Big 


More than 2,000 purchasing 
agents, foremen, superintendents 
and plant workers were drawn to 
the Reilly Bros. and Raub show at 
Lancaster, Pa., on April 15, 16, and 
17. The show, held in the long 
room on the second floor of the 
Reilly-Raub building, was declared 
to be an outstanding success by the 
35 enthusiastic manufacturers who 
cooperated by installing dramatiza- 
tions of their products, which are 
distributed to the Lancaster trade 
through Reilly Bros. and Raub. 

Participants, including officials of 
the Lancaster firm, were unanimous 
in declaring that the show will 
have tremendous long-term benefit. 
“The great majority of these visi- 
tors are representatives of import- 
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ant industrial accounts,” said R. H. 
“Dick” Barr, manager of the mill 
supply department, on the first eve- 
ning of the show when more than 
600 thronged the exhibit space. 
“Actual business can already be 
credited to the show. We have 
written several good orders right 
here on the floor. We feel that the 
good effects of this exhibition will 
still be felt a year or two from 
now.” 

Factory men in attendance gave 
Dick Barr great credit for the pre- 
liminary job he did in setting the 
stage for the show and getting it 
talked about—in advance—around 
Lancaster. An organized plan was 
followed for stimulating attendance. 
Opening night was designated as 
“Foreman’s Club Night”. Members 
of the Lancaster Foremen’s club, 
and the Armstrong Cork Foremen’s 
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club were invited to be present and 
see in action many of the products 
they use daily. The afternoon of 
the second day, boys from trade 
and industrial schools were guests. 
These youngsters, who will some 
day be users of industrial products, 
were thus given an early lesson in 
the kind of materials and service 
that may be had from Reilly Bros. 
and Raub. 

Saturday, closing day, which is a 
half holiday and the day when 
workmen of al] the surrounding ter- 
ritory come to Lancaster, took care 
of itself, producing the biggest 
crowd of all. Each evening carna- 
tions were given to the visitors, and 
coffee and doughnuts were served 
at all times. 
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Die More than eight million pages of "prass 
tacks" advertising like this in leading magazines and trade 
papers are helping Goodyear Distributors sell more mechan- 
ical rubber goods this year. Every advertisement puilds 
preference for Goodyear products by giving facts and fig- 
res of superior Goodyear performance-—and every adver- 


u 
tisement refers the reader to the Goodyear Distributor: 
a-hitting sales support 


Gouldn't you do better with har 


like this? 
If you are not a Goodyear Distributor, 


why not inquire if your territory is open. Write 
Goodyear, Akron, Ohio, or Los Angeles, California. 
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30 YEARS OF 
DISTRIBUTOR 
SALES COOPERATION 


DESMOND DRESSERS & CUTTERS 


Just a few words of thanks to our distribu- 
tors who have permitted us to serve them 
for 30 years with our Dressers and 
Cutters and to their salesmen who have 
helped place Desmond Dressers and 
Cutters in the country's leading 
industrial plants. 

We have enjoyed working for 
you and with you in furnishing 
you with high quality prod- 
ucts, nationally advertising 
them for you and supplying 
sales helps and prospects. 
You have our pledge 
that we will continue 
this cooperation in 
the future. 


The exclusive 
100% solid steel 
slide makes these 
vises stronger and 
more serviceable. 


Stationary Base 


This new and stronger construction meets 
present day vise requirements in every respect. 


Our distributors 
receive complete 
protection and 

sales assistance. 


Swivel Base 


Write and let us tell you about this modern vise and 
our up to date sales cooperation. 


SIMPLEX Steet sttwe VISES 
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THE DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 
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Convention Goers to 
See Cotton Carnival 


Before delegates to the Triple 
Convention leave Memphis, the con- 
vention city, on May 12, they will 
have the opportunity of seeing the 
beginning of one of the South’s out- 
standing annual events—the Mem- 
phis Cotton Carnival. 

On the evening of May 11, the 
seventh edition of the Cotton Car- 


Crowned by the queen. Part of the pagean- 
try annually witnessed by visitors to the 
Cotton Carnival, Memphis. 


nival will open with the arrival of 
the 1937 king and queen of the 
mythical realm of Cotton on the 
royal barge at the foot of Confed- 
erate Park on the river front. 

If mill supply men see no more 
of the Cotton Carnival than this one 
event, they will have seen, perhaps, 
the most spectacular feature of the 
procession of events which make up 
the carnival. 

The royal barge bearing the king 
and queen with their royal court, 
begins its procession up the Mis- 
sissippi River from the Harahan 
bridge, two miles below Confed- 
erate Park. 

Possibly many who attend the 
convention will postpone their re- 
turn home after seeing the opening 
of the carnival for a few days in 
order that they may witness more 
of this pageant which has come to 
be looked upon as an institution in 
Memphis. 

Ordinarily, hotels are packed dur- 
ing the Cotton Carnival, but fore- 
sight from two years ago has 
assured delegates of ample accom- 
modations during the Triple Con- 
vention. T. W. Lewis, president of 
Lewis Supply Co., chairman of lo- 
cal arrangements, made arrange- 
ments with Memphis hotels for 
rooms for delegates as soon as it 
was first decided that the Triple 
Convention would be held in Mem- 
phis this year. 





— 


Be 
. 

~_ 
= 


























~ New Tools» 


To Increase Your Profits 


SCARCELY a month passes without the announcement of some 
new Black & Decker tool development which adds to the newness 
and completeness of the Black & Decker Line-and opens new 
fields for sales and profits for Black & Decker Jobbers. The Black & 
Decker Tools on this page have all been introduced in the past 
twelve months. These include four new higher-powered Bench 
Grinders; a new line of Screwdrivers and Wrenches; new Sanders 
offering greatly increased power at lower prices; and a newly 
developed line of Electric Hammers. Tie up with the organization 
which, through its policy of pioneering development, offers you a 
continually expanding market—and which protects you in that 
market by an iron-clad policy of selling through recognized Dis- 
tributors and Jobbers. Write for full details today. The Black & 
Decker Mfg. Co., 717 Pennsylvania Ave., Towson, Maryland. 


World’s Largest Manufacturer of 


PORTABLE ELECTRIC TOOLS 
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| MADE 6 


MORE YOU SURELY 


SALES TODAY MADE THINGS EASY 


THANKS 
COL. CLIPPER. 


The hew 
REINFORCING 
STRIP 


Year after year 
Clipper leader- 
shipis manifested 
inimproved prod- 
ucts, backed by 
sound advertis- 
ing, and by mer- 
chandising poli- 
cies which protect 
the jobber. 


THANKS TO YoU FOR ME TOO 


YOU HELPED 
ME BREAK THE 
ICE TODAY, 
COLONEL 


Work, Colonel!’’ 
SAY JOBBERS’ SALESMEN 


“OK, boys! I’m as pleased as you are at the way 
sales of Clipper Belt Lacing Hooks have jumped 
since we announced the new Reinforcing Strip!” 
replies the Colonel. 


Jobbers’ average sales have increased 25 per cent. 


Users have found that the Reinforcing Strip 
makes Clipper Hooks more convenient and more 
economical than ever. The carding is strengthened 
—the hooks held in perfect alignment—card is cut 
easily and quickly with a knife, without waste— 
unused portion of the card of hooks is preserved 
for future lacings. No part of the card remains in 


the belt joint to reduce pin area or prevent im- 
bedding of hooks. 


CLIPPER BELT LACER CO., Grand Rapids, Mich., U.S. A. 


COPYRIGHT 1937 CEIPPER BELT LACER COMPANY 
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209 Ibs. 6f tive weight standing on an EMPTY carton 


@ Nothing fragile about these new cartons! You can make more abuse than ever, will reach its destination in bet! 
this test yourself! Empty a carton out of your first ship- condition, and the contents will remain in first-class co! 
ment, close it up again, and stand on it! It’s three times dition until sold. Display LAMSON bolts whenever y: 
strander than anv carton used before. This means that show a window of tools. garden implements or builde” 


G PACKAGE FOR 


R aND CAP SCREWS | 





att 


@ For nearly 75 years there had 
been no noticeable improvement 
in bolt and nut packages until 
the new LAMSON & SESSIONS 
packages were introduced at 


the recent All-America Package 


Competition— winning the Silver Trophy in competition 


with more than 12,000 other packages of every kind. 


Experts on modern packaging were the judges. 


And here they are—the new LAMSON Prize-Winning 
packages which now are in all of our jobber’s stocks 
and most of their dealers’. A new and exclusive advan- 
tage for those who stock and sell the LAMSON line. Not 
merely a better package in appearance—but the strongest 
carton ever used for the purpose! Three times stronger 


than cartons used heretofore! 


The new LAMSON carton will not bulge or break. It will 
withstand repeated handling. It keeps your bolts where 
they belong—and it keeps them clean. Although light in 
color, finger marks will not show because of the all-over 
pattern of decoration—which is copyrighted. Best of all, 
for you and for us, it is such an attractive package that 
you are tempted to place it where it can be seen—to 


remind people that they need some bolts. 


The LAMSON label has always represented highest 
quality—a reputation that reaches back nearly three- 
quarters of a century. A sensible policy recognizing the 
jobber as an important link in the chain of distribution 
has always been observed. With a product unsurpassed 
by any other, LAMSON now has a package ona par 
with the product! Legibly labeled with large, clear type 
on bright colored labels—easy for inventory check-up. 
Stock up with the LAMSON line—most complete line of 
bolts and nuts in the United States—now being shipped in 
the new LAMSON Prize-Winning cartons and packages. 


THE LAMSON & SESSIONS COMPANY 


General Offices, Cleveland, Ohio 
Plants at Cleveland and Kent, Ohio; Chicago and Birmingham, Ala. 





EVERYWHERE 










































PORTER CUTTERS 


Promote Efficient Maintenance 


Wherever maintenance, repair or routine 
operations require cutting of bolts, wires, 
rods, rivets, wire rope, chain — or re- 
moval of deformed or ‘frozen’? nuts — 
Porter Cutters are whole minutes 
faster, and a great deal easier, 
than any other way of cutting with 
portable tools. 





Your own experience will suggest 
dozens of uses in every-day or emergency 
work. And remember — there is a Porter 
Tool for every cutting requirement up to 
34," stock; for hardened chain up to 14’. 
Ask your supply house about Porter Cut- 
ters, or write us for descriptive literature. 
The Porter Swivel Head — furnished as 
optional equipment — broadens the use- 
fulness of Porter Cutters. Swing 90° to 
either side — reaches around obstruc- 
tions — cuts with full power in all positions. 


H. K. PORTER, Inc. 


a ae ae MASS. 
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J. E. Learned, Sales Manager of LeValley, 
McLeod, Kincaid Co., Inc., Elmira, N. Y., 


listens to one of his salesmen telling him 
about landing that big order. 


Interest Shown in 
Selling Safety Lines 


Industrial distributors in every 
part of the United States are aware 
of the possibilities for increased 
profits to be had by development of 
safety equipment merchandising, 
according to the results of an exten- 
sive survey recently completed by 
MILL SUPPLIES. 

While direct selling competition 
in this field has been a troublesome 
problem, the distributor today is in 
a better position than ever to take 
a leading part in selling safety mer- 
chandise. 

Interesting facts learned from 
the survey were that: 

1. Distributors want and need 
more sales information on safety 
equipment, 

2. No one manufacturer seems to 
have yet developed a “preferred po- 
sition” among distributors in this 
field. 

3. Few distributors can afford to 
employ specialty salesmen on safety 
equipment, but many, aware of the 
possibilities, urge their men to de- 
vote regular selling time toward 
pushing this line. 

4. Distributors agree that having 
a reasonably complete stock is a 
necessary step in working up such 
business. 

5. A substantial percentage of 
distributors not now handling 
safety equipment are interested in 
going into this line; and many dis- 
tributors now handling some safety 
lines are thinking of expanding 
their limited lines. 


Bunting Moves 
New York Office 


The Bunting Brass & Bronze 
Company has removed its New 
York City branch into new and 
larger quarters on the street floor 
at 155 Baxter Street, near Grand. 











_W.S — 


FORGED STEEL FITTINGS 


A 
reputation for quality and a 
policy especially formulated for distri- 
butors makes W-S Forged Steel Fittings 
a highly satisfactory line to stock and sell. 
Distributors’ executives and salesmen will find 
it worth while to investigate the Watson- 
Stillman line and the profit possibili- 


ties it offers. 


THE WATSON-STILLMAN CO ROSELLE, N. J. 
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MILFORD 


DISTRIBUTORS 
and thirS$ALESMEN 


On these various machines the quality of MILFORD 
production is proved. 


Here also, new ideas, new designs, new heat treatments and exper- 
imental blades that sometimes never see the market, are put through 
exhaustive machine tests. 


MILFORD quality is not taken for granted. It must prove itself on 
all types of hack saw machines. The men who make MILFORD 
blades know that at the end of every production run, the testing 
machines alone give the final O.K. 


All makes and types of hack saw and band saw blades are tested in 
this department to compare with the MILFORD endurance, speed 
and accuracy. 


© 
MILFORD spares no cost to produce blades of scientific design, pre- 
cise workmanship and uniform quality. 











eo. MILFORD ALL HARD 1> 
O 


§ EASY STARTING TEETH } 18T 
ee anne 2 ’ 1 








THE HENRY G. THOMPSON & SON COMPANY 


NEW HAVEN, CONNECTICUT 


Ma bi ra JOF OF-er Half ad Cent 
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_ McGowin-Lyons Meetings 
Click With Men 


“Our meetings click with sales- 


| men because they belong to the 


salesmen,” says R. L. Bidez, vice- 


| president of McGowin-Lyons Hard- 


ware & Supply Co., Mobile, Ala. 
“Twice each month, on the first 
and second Mondays, our Mobile 


| sales force gets together for the 
| ‘City Hustlers’ meeting. The start- 


R. L. Bidez 


ing hour is 5:45—on the nose, and 
we break it up at exactly 6:45. The 
boys know by experience that they 


won’t be stuck for a long-drawn- 
| out session, so they are more en- 


thusiastic about coming. 

“The meeting is brought together 
by some department head or offi- 
cial of the company, but as soon 
as possible he turns it over to some 
man from the city sales floor or a 
representative who calls on the 
trade at large. 

“This speaker of the evening has 
some one topic, or item of stock, to 
discuss. And he’d better be good, 
because afterward the meeting is 
thrown open for questions. 

“The idea behind this plan is 
twofold. First, the salesmen are 
given a pride of possession feeling 
in having something of their own. 
Second, the meetings serve to edu- 
cate the younger men in our organ- 
ization. 

“At a recent meeting, the sub- 
ject of pumps was discussed from 
its many angles. Another time, 
chain hoists went under the spot- 
light. All the different kinds of 
chain hoists were explained, and old 
hands in the game told where and 
how these separate types were sold. 

“Does it work? Very well, we 


| think. We’re proud of our city 


hustlers and pleased to see them be- 
coming even. better salesmen 
through the medium of these semi- 
monthly meetings.” 








PROJECTED into PROMINENCE 


Fifty-seven years of constant progress have projected the Thermoid trade 
mark from humble beginnings to a position of prominence. This prog- 
ress has been made possible only by consistent product improvement, 
close study of service requirements and unceasing refinements of 
poelodenbtioces abba bole mb eel-)deLolo(- Seem ob am ele) el-1-) Mole) el-toil-)etslolet-ME-)i (ce) a (-BB Comb eelod ¢- Me folole| 
products better. The resulting performance of Thermoid products has 
earned preference for them where industrial rubber products are used. 


THERMOID RUBBER, DIVISION OF THERMOID CO., TRENTON, N. J. 





TRANSMISSION BELTING SHEET PACKINGS 


CONVEYOR BELTING in ROD PACKINGS 
ELEVATOR BELTING TUBING,: GASKETS 
WATER ‘HOSE AIR HOSE STEAM HOSE SAND BLAST HOSE 
WELDING HOSE INDUSTRIAL BRAKE LININGS SUCTION HOSE 


We urge all users to consult 
local supply houses in the in- 
terest of more economical dis- 
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. » » Ovex 1.000.000 
ane Influenced by Yale Advertising 


1,000,000 prospects a month—12,000,000 a 
year... Yale calls on them all with this powerful 


campaign of selling ads. And every visit gets ina 
telling sales punch that is making 1937 a year of 
knockout profits for all Yale distributors! 


Running in 24 leading business publications, 
Yale reaches the cream of the industrial market. 
But that isn’t all. Each month, thousands upon 
thousands of folders—broadsides—catalogues— 
and special mailing pieces are being sent to indus- 


trial executives throughout the country, telling 
them about the outstanding superiority of Yale 
Chain Hoists ... urging them to patronize Yale 
distributors! 


Supported by Yale quality—this is the kind of 
consistent advertising that has built industrial 
trust in the name Yale to the pinnacle it occupies 
today. Because Yale Chain Hoists are sold only 
by them, Yale distributors profit by this confi- 
dence. IT PAYS TO SELL YALE! 


Stress the 10 POINTS of Yale Superiority 
and watch your sales increase 





bo Reasons war sovens stutct 
YALE CHAIN HOISTS 





Every Type of Industrial Plant Receives 
the YALE Messages 


Automotive Electric Railways Paper Products 

Aviation Fertilizers Petroleum & Gas Wells 

Blast Furnaces Forge Shops Quarries 

Brass, Bronze & Copper Working Foundries Railroad Repair Shops 

Canning & Preserving Gas Plants River, Harbor & Canal Comm 

Ceramics, Brick & Tile General Construction Sand & Gravel Plants 

Chemicals, Drugs, etc. Government Institutions Shipbuilding & Dry Docks 

Cleaning & Dyeing Highway Departments Smelting & Refining 

Coal Mines Hospitals Stamping & Enameling 

Coke & Mig. Gas Independent Planing Mills State, City & County Institutions 

Concrete Products Logging Camps & Saw Mills Steam Laundries 

Dredging Machine Shops Steam Railroads 

Electrical Construction Marble & Stonework Sugar Mills 

Electrical Mach. & Equipment Marine Tobacco 

Electric Light & Power Plants Mechanical Machinery Water Works & Filtration 
Metal Mines 


“‘THE NAME YALE HELPS THE SALE” 











SPEED SAFETY THE 10 MAJOR REASO 


FOR THE YEARS OF UNINTERRUPTED SUPREMA 


ECONOMY EFFICIENCY YALE BALL-BEARING SPUR-GEARED CHAIN H 


IN MATERIALS HANDLING 
YALE & TOWNE ru a COMPANY, DIVISION 











*roducts that ‘turn’ 






(@ 
The Power Wise 


Groun Their Drives 





_ power into PROFITS 


the American Pulley Company 
- Philadelphia, Pennsylvania 





The new Catalog No. 92 being distributed by The Mine & Smelter 
Supply Company is the third successive Donnelley-compiled catalog of 
mill and mine supplies and equipment issued by that leading house. = 


a 
im 


After 20 years in one place, Horsford Broth- 
ers have moved into this handsome new 
store at 944 Folsom Street, San Francisco, 
Cal. Congratulations, Mr. Folsom,—that's a 
pretty nice looking building! 





Give Attention to 
Shipping Department 


Evidently the Blue Ridge Hard- 
ware and Supply Co., Inc., Bassett, 
Va., wants men in the shipping 
room who have a sympathetic un- 
derstanding of customers’ prob- 
lems. Two new men have recently 
been hired for this department, and 
both have had previous experience 
in the supply rooms of factories. 
This company finished up 1936 with 
a substantial increase over busi- 
ness of 1935. New lines recently 
added are those of American Pulley 
Co., Pneumatic Tool Co., Clipper 
Belt and American Stee] and Wire 
Co. 


Pulvers Royal Hosts to |,800 
At Anniversary Party 


Approximately 1,800 customers 
and other friends availed them- 
selves of the bounteous hospitality 
of the Pulver Machinists Tool Co. 
at the Midwest Athletic Club, Chi- 
cago, Saturday afternoon and eve- 
ning, February 27. The party was 


Today Is the “Some Day” __T tiv emny's tweittn anniversary 





ply company’s twelfth anniversary. 

The entire thirteenth floor of the 

Midwest Athletic Club’s building 

How many years have you been promising | W®s taken over for the occasion. 
YY Y A P : g Guests began arriving at 2 o’clock 

yourself — and your organization — the aid of a| and festivities continued in full 
swing until midnight. Features of 

greatly needed catalog? the party were two floor shows, in 


. . | which “big time” professional tal- 
Seldom, if ever, has there been so profitable a} Cnt entertained the crowd with 


and comedy. 
Fred. S. Pulver, president; Harry 
| A, Pulver, vice-president and treas- 
urer; Joseph M. Berg, secretary, 
For samples and information, write— and other members of the Pulver 


organization were genial and oblig- 

ing hosts throughout the afternoon 
R. R. DONNELLEY & SONS COMPANY and evening, and each of the officers 
350 East Twenty-Second Street, Chicago, Illinois| ®xtended greeting to their guests 
over the microphone during the 
floor shows. 


logs. 


time as the present for the issuing of new cata- | singing, dancing, acrobatic dancing 
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/  - PUTTING ON 


For 30 YEARS 


Many of today’s industrial tool buyers can remember back 30 years 
to the days when the only name they knew in the portable electric 
tool field was ‘‘Van Dorn’’—when early Van Dorn Tools were making 
the Van Dorn name a symbol of ‘“‘power’”’ throughout industry. 


Today, “‘For Power, Specify Van Dorn”’ is a rule followed in count- 
less industrial plants. The well-known “power’’ of Van Dorn tools, 
plus the sales power developed by the completeness and up-to- 
dateness of the Van Dorn line, gives Van Dorn jobbers the right-of-way 
with thousands of industrial tool buyers. 


Sell the line which has been “putting on power for 30 years.’ For 
details, write, The Van Dorn Electric Tool Co., 717 Joppa Road, 
Towson, Maryland. (Div. of The Black & Decker Mfg. Co.) 


TIE UP WITH 
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. . . You sell more Files when they 
combine Distinctive Appearance .. . 
and new standards of cutting service 








THE RED COLOR TRADE-MARK ON SIMONDS 


RED TANG 
: FILES 


Gigi sfaveYa Aap 
means the new improved Files with scientifically shaped teeth 


that cut like a metal saw. The Files that do more and easier 
cutting. The RED TANG enables the buyer or user to in- 


stantly recognize a superior file. 


Write about our distributor sales plan. 


SIMONDS 


SAW AND STEEL COMPANY 
FITCHBURG, MASS. 
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Os: Gilmer V-Belts give you Gilmer grip. 


Gilmer grip gives power. Here’s where 


that power comes from: 


A Gilmer V-Belt has straight sides. (See the diagram.) 
These straight sides instantly bulge outward as the 
Gilmer V-Belt flexes around the sheave. The belt would 
bulge along the indicated area (shown by white arrows) 
if the steel sidewalls did not prevent it. So the bulging 
is translated into pressure which is distributed over 
the entire width of the belt. 


This indicated area represents a tremendous pressure 

GILMER V-BELT CATALOGUE . Petes sy spay ntl lin 
with which each side of the Gilmer V-Belt is pushing 
FREE against its sidewall. This lateral stress, exerted across 
\Il the facts about Gilmers, for mul- the full thickness of the belt, naturally creates a snug- 
tiple or fractional h.p. drives. Belt 
engineers build Gilmer V’s, the belts . é aie : : : 
a a oe ee ae the belt in working position. Gilmer grip stops slip. 

tol . « 


ger, more powerful, firmer grip — Gilmer grip. It locks 


Gilmer Single Strand V- Belts, too. It delivers more power. It saves you time and money. 


L. H. GILMER COMPANY, Tacony, Philadelphia 


THE OLOEST FIGM OF EUBEER FABRIC BEUT SF ECIALIS &3 








KABLE KORD 


7 


peut ed ( 


ABLE KORD tackles the tough jobs and licks them... FREE 
the grip can’t slip. You get plus power from Kable Kord, KABLE KORD DATA BOOK 
because it’s two-belts-in-one. Contactor cords and pulling Gilmer builds only belts. 


cords give flat pulleys a no-slip hug. Kable Kord always Here’s free expert help. 
delivers maximum power per square-inch. Comes endless or 
in rolls. Lasts longer. Works harder. Cuts out power waste. 
Saves money on any flat belt job. Belt engineers build it for you. 
L. H. GILMER COMPANY, Tacony, Philadelphia 
x | S BM RUBBER A BR BEIT P - 


LALISTS 





POWER TRANSMISSION COUNCIL 


73 STATE STREET © BOSTON, MASS. 
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J&L advertising appears in 40 lead- 
ing trade and business publications. 
This is one of a series of advertise- 
ments in Mill & Factory which tells 
your customers of the advantages 
they get through using J & L Steel... 
helps you make more money by sell- 
ing J&L Steel. 


Increase your befits with J&L 
’ 3 STEEL 
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your customers 


..:3&L ADVERTISING works 
for you...sells your customers 
on the money-making advan- 
: tages of the JaL Steel Products 
you carry. 


Jones & Laughlin is building greater sales for you. 





Your customers are constantly seeing J&L advertising 
which continuously stresses the quality . . . the money- 
making advantages . . . the ready availability of J&L 
Steel Products. 


In 1937, 10,498,731 such messages will urge steel 
users to buy J&L. Your customers will see these adver- 
tisements. This will result in more business for you as 
a distributor of J&L Products. 





Mill supply jobbers everywhere are cashing in on this 
\ advertising . . . on the quicker turnover . . . on the extra 
sales value of J&L Steel Products. Don’t delay. For 
greater profits, get in touch with J &L, today. 









You Profit by Selling 
these JaL Products 


Seamless Steel Boiler Tubes . . . Cold 
Finished Shafting . . . Seamless and 
Welded Pipe ... Cold Finished Bars 
and Shapes... Hot Rolled Bars, Shapes 
and Plates... Nailsand Wiré Products 


PITTSBURGH.PENNSYLVANIA 


MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 
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New 17 Two-Spindle 
Delta DRILL PRESSES 

















Again Delta rings the bell with 
more astonishing drill press values. 
The heads of this drill Press with 
the streamlined guards completely 
covering the spindle pulleys and belts, 
are of the same design that has 
proved so popular in the previous 
models. Heads are interchangeable, 
so that either two spindles with No. 2 
Morse tapers, two spindles with Jacobs 
chucks, or one of each type can be 
used on the machine as desired. 
Spindles also may be quickly inter- 
changed without changing heads. 


With No. 2 
Morse Taper 
Spindles, less 
motor. 


Overall dimensions: 29%” x 4142" x48” high. Table surface 2312” x 36”. 
center distance between spindles 18”. Column diameter 312”; 
tubing, ground and polished to close tolerances. 112” oil trough, drilled and tapped at 
rear for 42” oil-drain pipe. 

Large spindle pulleys carried on two self-sealed ball bearings. 
belt loads, so that none are transmitted to spindle. 


Exclusive inverted-spindle design, with automobile-type 16-tooth spline drive and 


Center to 
column of heavy-walled 


Bearings take all 


floating spindle sleeve. Spindles carried in New-Departure self-sealed ball bearings. 
All ball bearings are lubricated at the factory, and require no further attention or 
lubrication during their entire life. 

Speeds: 385, 600, 935, 1450 and 2240 r.p.m. 

Built-in depth-stop rods and knurled nuts. Depth scale on spindle-return spring housing; 
adjusttble. Adjustable spindle-return spring. Three-spoke pilot-wheel spindle feed. 


Write for name of nearest dealer and special circular giving full details. 


New 14” manufacturing type Four-Spindle Drill 
Presses. Regular Delta quality at Delta's un- 
usual low prices. Have many special features. 
Spindle carried on New Departure self-sealed 
ball bearings — lubricated at 
factory for the life of the 


bearing. 
No. (001 (illustrated) with 5 45 
Jacobs chucks, less motors .... 


DELTA MANUFACTURING C0. 


638 E. VIENNA AVE. 
MILWAUKEE, WIS. 
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Staerk Heads Ahlberg 
Industrial Sales 


P, H. Staerk has been appointed 
manager of the industrial divisions 
of the Ahlberg Bearing Company, 
Chicago, in charge of distributor 
and production sales of mounted 
bearings, according to recent an- 
nouncement of F. O. Burkholder, 





P. H. STAERK 


vice-president. This move is in ac- 
cordance with the company’s an- 
nounced expansion program. Mr. 
Staerk started with Ahlberg as a 
salesman in 1920 and has served as 
branch manager in St. Louis and 
Detroit. For the last several years 
he has been specializing in the sale 
of bearings for power transmission 
equipment. 


Zork Issues New Catalog 
on Electrical Lines 


The Zork Hardware Company, El 
Paso, Texas, distributor of indus- 
trial supplies, which is also agent- 
jobber on the Westinghouse line, 
working closely with the local West- 
inghouse office, is distributing a 
new catalog, number 72, on elec- 
trical apparatus and supplies. The 
catalog is being delivered person- 
ally by the salesmen, according to 
M. B. Amstater, vice-president and 
sales manager. The new book was 
printed by R. R. Donelley & Sons 
Co., Chicago. It is handily ar- 
ranged and is complete, with an 
attractive color scheme for the 
cover. 


New Catalog for 
Harper & Reynolds 


Harper & Reynolds have brought 
out a new catalog covering their 
industrial and dealer lines. It has 
1218 pages and a striking cover and 
is being distributed personally by 
the salesmen. 








DISTRIBUTORS! 


mA 


mn & Knight ads in 
ga: New one 


Remember — the name and address of your company is listed in the Graton & 
Knight insert in the Belting Section of THOMAS’ REGISTER. Every 
Graton & Knight ad in FORTUNE, FACTORY, POWER, AMERICAN 
MACHINI d COTTON directs the reader look up your name in 
THOM REGISTER. 


RESEARCH BELTING 


From the Home of Research, Worcester, 
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PARDON OUR PRIDE 








WEVE.SUST HAD QUINTUPLETS 


Whoopee! Are we busy? April's sales of the new 
longer-wearing Hancock Bronze Valves were five times 
what they were six months ago. 


Sound evidence that master mechanics all over the 
country are finding that these new Hancocks put the 
skids under valve maintenance costs. Permanently end 
leaky-valve headaches. 


For we can’t keep it a secret that the new Hancocks 
are outwearing other valves from 11] to 75 times. These 
new Hancocks cannot steam-cut or wire-draw even on 
the toughest throttling services. They have stainless 
steel seats and discs hardened to 500 Brinell (nearly 
twice as hard as in any other bronze valve). 


Our new superhard Hancock seats and discs actually 
dumbfound us the way they wear. They are air-tight 
when new and still air-tight after from 100,000 to 
500,000 operations. 


Those are some mighty tall claims, stranger! But we 
are backing them up with this offer: 


Buy a dozen of these new Hancock Valves. 
Put them on any service in your plant. And 
if, after 90 days, they aren’t the best bronze 
valves you ever used, we'll refund double 
what you paid for them. 





/T TAKES ME TO CUT 
THE NEW HANCOCK 
SEATS AND DISCS 








Call your jobber today and ask for Hancock Figure 
4582 for throttling; or Figure 4584 for open-and-closed 
service ... Or order direct from the Hancock Valve 
Division, Consolidated Ashcroft Hancock Company, 
Bridgeport, Connecticut. 


HANCOCK VALVES 
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Death Calls Prentiss 
of Cleveland Drill Co. 


Francis F. Prentiss, chairman of 
the board of directors of the Cleve- 
land Twist Drill Co., Cleveland, 
Ohio, died of pneumonia at his 
winter home in Pasadena, Cal., 
April 1. Mr. Prentiss had been in 
ill health for several months prior 
to his death. He was 78 years of 
age. 

Mr. Prentiss became associated 
with what is now the Cleveland 
Twist Drill Co. in the summer of 
1880. The business was founded by 
the late Jacob D. Cox in 1874, It 
was not long before Mr. Prentiss 
became the young organization’s 
star salesman. In fact, he was its 
only salesman—and a good one. 
Thanks to his early efforts, “Cleve- 
land” twist drills and reamers be- 
came known everywhere. Later, 
Mr. Prentiss personally laid the 
foundation for the sale of “Cleve- 
land” tools in Europe, South Amer- 
ica, Australia, Asia and other parts 
of the world. 

Several years prior to his death, 
Mr. Prentiss had retired from ac- 
tive management of the company, 
in order to give his entire time and 
attention to a wide range of civic 
affairs and philanthropies in which 
both he and Mrs. Prentiss were 
keenly interested. 


Abeles on Sales Staff 
of Easton Car Co. 


Charles Abeles, formerly assistant 
sales manager in charge of the east- 
ern district, domestic and export, 
of the Koppel Industrial Car & 
Equipment Co., has joined the sales 
organization of the Easton Car & 
Construction Co., of Easton, Pa. 
Mr. Abeles is making his headquar- 
ters in the New York office of this 
firm, which manufactures all types 
of wheeled haulage equipment. 





H. C. Watt and John McAleese, of Brown 


and Sharpe, snapped at the Reilly Bros. and 
Raub show in Lancaster. 











New bearing information in 
every issue of ‘‘The 
Dragon,” Fafnir publica- 
tion, is being read by most 
of the prospects in your ter- 
ritory. You can capitalize 
on this sales assistance. 












This Collar 
Makes For 
UNEQUALLED EASE 
OF INSTALLATION 
In Every 


Transmission Unit 








THROUGHOUT THE COMPLETE FAFNIR LINE! 


Every one of Fafnir’s many Transmission 
Unit types and sizes has the exclusive Wide 
Inner Ring Ball Bearing with Self-Locking 
Collar. For that reason, you can offer the 
Fafnir Unit exactly suited to your customer’s 
requirements, and count on the easy installa- 
tion, maximum service and minimum main- 
tenance characteristic of Fafnir Wide Inner 
Ring Bearings alone. 


Feature Fafnir Units for cutting lineshaft 
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friction, for making old motors new, for 
replacing cumbersome, inefficient bearings in 
hundreds of machine shaft applications. Bear- 
ing users will be quick to realize the greater 
radial and thrust load capacity, the longer life 
and the many short cuts made possible by the 
ingenious housing designs. Only Fafnir dis- 
tributors have so much to offer in transmis- 
sion units. Catalog MS is yours on request. 
The Fafnir Bearing Co., New Britain, Conn. 






GEORGE PUCHTA, one of the found- 
ers of the Queen City Supply Co., Cin- 


cinnati, and for many years its president, 
died in Manila, P.I., April 18. 

A leader in civic as well as business 
activities, Mr. Puchta numbered among 
his many accomplishments a four-year 
term as assistant treasurer of the United 
States and three years as mayor of 
Cincinnati. 

One of the organizers of the National 


Supply and Distributors’ 


Machinery 
Puchta 
terms as president and was always a 


Association, Mr. served two 






George Puchta 


leader in its many cooperative activities. 

George Puchta was born in Cincin- 
nati April 8, 1860. With F. X. Pund 
he purchased the supply department of 
Post and Company in 1890, the new 
organization being known as The Queen 
City Supply Co. 
to his employees in 1933. 


He sold the business 


Many worthwhile industry movements 
were “put over” by the quiet sincerity 
of this gentleman who for years was 
known as the “Dean of the Industry.” 
The industrial supply trade will miss his 
kindly advice and youthful enthusiasm. 
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REAL PROFITS 





When You Sell Industrial I]lumination 


> P RAL ' BOWL-SILVERED : es ee ee 


























a 














We are gratified to list as Dis- 
tributors a growing number of 


; A RICH AND RECEPTIVE REPEAT MARKET 
members of the National Supply 


and Machinery Distributors’ As- Industry is wide awake to the need for better lighting and 
sociation: lowered maintenance costs. Birdseye is meeting that need today 


with specialized Reflector Lamps that provide advanced illumi- 


Burrs & Onswar Co. nation without waste, Naturally they are not cheap lamps. But 
Boston. Mass. America’s front-rank Plant Engineers and Purchasing Agents 
CAREY MACHINERY & SUPPLY Co. have found that a Birdseye Reflector Lamp literally “earns while 


3altimore, Mad. : M , a : , ; 
Baltimore it burns.” In fact, the dividends far outweigh the investment. 
H. CHANNON Co. 





Chicago, Ill 
Don F. JoHNSON & Co., INC. A “NATURAL” FOR MILL SUPPLY DISTRIBUTORS 
Bu falo, N. Y. 


; Rapid acceptance by leaders in the Mill Supply field has not 
Nat L MILL Suppiy Co. 


Sih ii Raita been accidental. They have found in the Birdseye proposition 

N. J}. ENGINEERING & SUPPLY Co these vitally important profit-breeders: A quality product that 
Passaic, N. J. taps a rich market which they contact regularly... A profit 

PaGr, STEELE & FLAGG Co margin distinctly above average . . . An uncrowded field of 


New Haven, Conn. 


operations . . . A quick “repeat” ratio due to regular replace- 
PERTH AMBOY HARDWARE Co. ; 
, ments of a distinctly different product. But, best of all, the tonic 
Perth Amboy, N. ]. fins 

QuEEN City SuppLy Co. and stimulant of featuring a line that bristles with “talking 
Cincinnati, Ohio points” and delivers the goods. For further details and distrib- 
RAMSDELL INDUSTRIAL SUPPLY Co. utor proposition, write: Birdseye Electric Co., 100 East 42nd 

Worcester, Mass. Street, New York, N. Y. 


RAYHILL & GREENE SUPPLY Co. 
Providence, R. I. 


WESTERN IRON STORES Co. 


a BIRDSEYE 
(25 REFLECTOR LAMPS 


Reg. U.S. Pat. Off. 
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STARRETT 


THE L. S. STARRETT CO., ATHOL, MASS., U.S.A. 


World's Greatest Toolmakers—Manufacturers of Hacksaws Unexcelled—Steel Tapes, Standard for Accuracy 





Dial Indicators for Every Requirement 
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STARRETT has the complete line of PRECISION SHOP 
EQUIPMENT TOOLS. There are more than 3000 shown in the revised 


edition of Starrett Catalog No. 25 EG. All of them are fast selling, profit making items— 
all of them are in constant demand by your tool buying customers. Keep your stock 


complete and SELL STARRETT TOOLS. 


ee @ ® 
STARRETT has the complete line of DIAL INDICATORS. 


The Second Edition of the Starrett Dial Indicator Catalog EG now ready for distribution 
shows many new and important additions to the line of STARRETT and LAST WORD 
Dial Indicators. The market for Dial Indicators is opening fast. Be sure to SELL STARRETT 
DIAL INDICATORS. 


oe 8 ®@ 
STARRETT has the complete line of HACKSAW BLADES. 


All standard hand and machine sizes—Tungsten Alloy, High Speed Steel or the new and 


popular S-M Molybdenum. With this complete line you can satisfy every customer with 
hacksaw blades backed by the famous STARRETT name. Fill your stock today and be 
ready to SELL STARRETT HACKSAWS. 





Revised Starrett Catalog No. 25 EG and the Starrett Dial Indicator Catalog EG (Second 
Edition) will help you sell. If you need copies, write for them. 
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SCREWS 
NUTS 


THAT HELP YOU GET 
REPEAT ORDERS 


QUALITY SERVICE 


DISTRIBUTORS! 


Back of every CLARK BROTHERS PRODUCT is a record of 83 
years of service to industry, built on making dependable 
quality products that have given complete satisfaction. 


When you sell CLARK’S you are assured of satisfied cus- 
tomers and repeat business. 


CLarK Bros four (h 


MILLDALE, CONN. 
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Wickwire's New Head 
of Wire Rope Sales 


D. J. Henecker has been ap- 
pointed manager of the wire rope 
sales department of the Wickwire 
Spencer Steel Co., succeeding R. H. 
Cherry, who recently died. Mr. 
Henecker has had an unusually 
wide and varied career in the sales 
and promotion of wire rope and 
steel products. After previous ex- 
perience with Mercantile Marine, 
Consolidated Steel and American 
Steel and Wire, he became associ- 
ated with Wickwire Spencer in 
1932. 


D. J. HENECKER 


FRANKLIN P. CLARK 


Successor to Mr. Henecker as 
Buffalo district sales manager for 
all products is Franklin P. Clark, 
who has been associated with Wick- 
wire Spencer for the past six 
years. His previous experience 
includes association with Good 
Roads Machinery Co., United Elec- 
tric Light & Power, Stone & Web- 
ster and the Wagner Electric 
Corp. 





“Kettles Boil Faster— 


Less Trap Trouble 
than Ever Before’ 


From the Chief Engineer at the San Francisco plant of 
Lyons-Magnus, Inec., came the above photograph and the 
following statement: 


**The Yarway Impulse Steam Traps we are using on 
our preserving kettles are the best traps I have ever 
seen for this purpose. They permit us to boil the 


kettles faster, and have caused less trouble, than any Cycnntions iawesunent of tae & 

governed by variations in pressure 
in control chamber D. Hot con- 
densate causes higher pressures, 
closing the valve. Cooler conden- 
repeat business for the supply house. Why don’t you look sate causes lower pressures, open- 


into the real profit possibilities in steam trap sales when you ing the valve. 
sell the right trap—the Yarway Impulse Trap. Over 100 lead- 

ing distributors in principal centers already handle this line 

—but a few choice territories are still open if you act quickly. 

Write for particulars. 


trap we have ever used.”’ 


This is the kind of user satisfaction that builds profitable 


YARNALL-WARING COMPANY 
Mermaid Place Philadelphia 





~Tawweretr IRARIII CE CTEARA TDAL 


George Wall, secretary and director of In- 
dependent Pneumatic Tool Co., Lt., London, 
England, pays a visit to the firm's New York 
offices. The London office reports brisk 
business, selling direct to shipyards, con- 
struction industries, etc. Mr. Wall is studying 
American methods of distribution through 
industrial distributors. 


Higgins New Ad Mgr. 
Of Detroit Bearing 


P. H. Higgins, who has been with 
Chevrolet Motor Co. for ten years, 
, has joined the Detroit Ball Bearing 

- Co., as advertising manager. 
This firm has made an addition to 
its second floor, providing a total 
W! REGRI Pp office space of 40 by 90 on that floor 
BELT HOOKS and 40 by 150 on the first floor, of 
| i | Hy | 11 HI | | this building which the company 

e Wul owns and occupies. 

| | | } | | il il | | | Weekly sales meetings are re- 
garded as very effective by the exec- 

TEELGRI Pp N utives, and results are satisfactory 

BELT LACINGS aw from the advertising plan of contin- 

\) uously sending direct mail to all 

active accounts in Michigan. ‘“Cat- 

; alog 36”, called “The Bearing 

, ; Finder”, was recently published, 

F LEXGRI p o*\\\ and another catalog will be forth- 
coming about July 1. 

A new line recently taken on is 
that of the bearing closures made 
TEEL GRI IREGRI ~ deg S. Products Corp., Philadel- 
BELT LACINGS BELT HOOKS _— 


STEELGRIP is especially recommended for panne og eae go —_— for 

conveyor belts and heavy service drives, every hook can be used—there’s ot te 

pane Rubber or Siieienenanante belt no short end waste. Processed Building Plans Drawn 

ends, prevents fraying. 2-piece hinged rocker cards (pat. app. for) not only for J. M. Tull Co. 

pins take up wear and increase flexibility. protect fingers but hold hooks . 

Put on with a hammer in a few minutes— in position to the last one. Ap- Plans are being made for a new 
sharp points penetrate belting easily and plied with WIREGRIP Lacer or building next door to the present 


clinch securely. other standard lacing machine. location, for use by the J. M. Tull 
Metal & Supply Co., Atlanta, Ga. 

> 8 re fr ARMSTRONG-BRAY & CO. The building will contain 60,000 
atalog “The Belt Lacing People” square feet of space. Modern 


Sheets 310 N. Sheldon St. Chicago, U.S.A. equipment will be installed through- 
out. 


Round Belt Hooks 
and Couplings 
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LINCOLN ‘4 


PIONEER BUILI 


ces, ST. LOUIS. * 


GENERAL OFFI 
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THROUGH 
DISTRIBUTORS 


In that terse phrase—prominently displayed in every 
Victor advertisement—is summed up the Victor plan of 
selling . . . a plan that recognizes the established dis- 
tributor and his salesmen, protects their market and 
their profits at all times. No sales—however large the 
order—are made direct. 


Victor “Moly” Hack Saw Blades—hand and power— 
are easy to sell. Executives know that these outstanding 
blades with the distinctive gold-colored finish cost less 
in the long run because on any metal they cut faster 
and last longer. Mechanics prefer Victor “Moly” be- 
cause they can do better work with less effort. 


There is a Victor “Moly” for every metal sawing opera- 
tion—36 sizes enable you to meet your customers’ re- 
quirements exactly. 


FOR MORE PROFITS SELL 


vo » ad od 





ONLY THE C 






41 
STAMPED: & 


zt 


VICTOR SAW WORKS, inc. Middletown, N. Y. 


@ 7395 
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Transmission specialist. That's J. W. Minder 
(pictured herewith), president and treasurer 
of the aggressive J. S. Minder Chain & Gear 
Co., Ltd., of Los Angeles. Note the Cali- 
fornia flowers [early April) behind Mr. 
Minder. 


Congdon-Carpenter to 
Build in Fall River 


Site for the construction of a 
new warehouse for its branch in 
Fall River, Mass., has been pur- 
chased by Congdon and Carpenter, 
Providence, R. I. The property has 
a 250-foot frontage on Bedford St., 
and 150-foot frontage on 14th St. 
The area will afford plenty of truck 
parking space. Construction of the 
warehouse will begin in about a 
month. It will be a one-story 
building of concrete or brick with 
about 15 feet from floor to ceiling. 

Congdon & Carpenter deals in 
contractors’ needs of iron, copper 
and brass, steel bars, reinforcing 
steel, sheet steel and steel plates, 
electric hand tools and small lathes. 
Arthur L. O’Keefe is the Fall River 
manager. The new warehouse will 
be ready for occupancy before De- 
cember 1, when the firm’s lease of 
its present quarters on Hartwell St. 
expires. 


Personnel Changes at 
Briggs-Weaver Co. 


W. R. Jordon has been trans- 
ferred from the city sales desk to 
a city sales territory by Briggs- 
Weaver Machinery Co., Dallas, Tex. 
Jack Helm has been added as a city 
salesman and M. H. Goodrich is 
now in the company’s out-of-city 
order department. 


Adds Transmission Lines 


The Belt Rope Supply Co., Syra- 
cuse, N. Y., is now di¢tributing 
Johnson bronze bearings, Fafnir 
anti-friction bearings, and Sprout, 
Waldron transmission equipment. 











Even a BOLT can have CHARACTER 


Air i - ‘ ' . ‘ : 
VER since the founding of the business in 1845, nearly a century 


ago, Russell, Burdsall & Ward has built character into its prod 
ucts. For instance, on the entire line of EMPIRE Small Bolts, 


R B& W quality and precision have always been outstanding -the 


study, skill and control that have been devoted to these smaller 


sizes have resulted in unusual leadership and prestige. 





R B& W obtains greater mechanical accuracy on EMPIRE Small 


da | ) | 
Bolts due to specially designed automatic machinery, controlled 

2 7 3 
-M PIRE preparation of raw material and improved methods of production— 


os obtains better Amman accuracy because of the invaluable experience, 
ah” skill and interest of workmen, the majority of whom have been 
trained to R B& W precision and quality over a long period of years. 

EMPIRE Smail Bolts have exceptionally well finished heads, 

smooth bodies, clean threads, and are accurate in lead and pitch. 

Their use speeds assembly and assures precision of fastening because 

they are strong —uniform —right. Their outstanding characteristics 


have built their character. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 

















SINCE 
1846.. 


BOLTS 
Carriage * Machine * Lag * Plow 
Stove * Elevator * Step * Tap 
Wire Wheel & Rims ¢_—s Battery 
U-Bolts © Semi-Finished 
Automotive Replacement 
NUTS 
Cold Punched © Semi-Finished 
Hot Pressed © Case Hardened 
Slotted ©* Castle 


PINS 
Clevis * Hinge 


RIVETS 
Standard 
inners’ * Coopers’ ¢ Culvert 


SCREWS 
Cap * Machine * Hanger 


WASHERS 


Plate * Burrs 


MATERIALS 
Alloys 
Steels * Non-ferrous Metals 


RODS 


Stove * Seat * Ladder 


PLATED PARTS 
Cadmium ¢ Zinc * Chromium 
Nickel * Hot Galvanized * Copper 

Tin 
SPECIAL UPSET AND 
PUNCHED PRODUCTS 

















kK ACH succeeding vear of R B & W history has progres- 
4 sively strengthened and developed the sound policies 
established when the business began. 

New and better raw materials have come into use, yet 
rigid inspection, strict metallurgical tests and careful prep- 


aration for manutacture are as closely enforced today as 
ever before. New and improved precision machinery has 
been developed, but, as in the past, most of the new ideas 
in Bolt, Nut and Rivet manufacture are still emanating 
from R B& W plants. Greater accuracy in finished product, 
with closer tolerances and cleaner finishes, is expected today * 
vet here again R B& W has led the way with more progres- 
sive methods of manufacture, control and inspection. In- 
creased production facilities and larger stocks are required 
today and R B & W continues to meet such demands with 
three strategically located plants and thousands of feet of 
storage space, carrying the widest range of types and sizes. 
The number of customers, spread over world-wide territory, 
with more diversified requirements, has grown; and here, too, 
R B& W has met the situation through Advisory Engineers, 
Sales Offices, Sales Service Men, Distributors, Jobbers and 
Retailers. 

Thus since 1845, age and experience have improved 
R B & W products and service—so that today, as then, 
EMPIRE Bolts, Nuts and Rivets represent the world’s 
standard of Leadership and Quality. 





Corrosion- 
Resisting 


CHAINS 


ASSURANCE OF ACCO CHAIN QUALITY 
Modern forming methods 
insure uniformity of links 


@ The same scientific accuracy that prevails in manufacturing the 
materials which go into ACCO Chain is exercised in forming the links. 
To insure complete uniformity of each and every link, the most modern 
precision forming methods are used. @ It is such modern precision 
methods that make possible the manufacture of uniform high quality 
ACCO Chain of any corrosion-resisting metal that can be formed and 
welded. Forged into each link of ACCO corrosion-resisting chain are 
the same five* assurances of quality that characterize all other ACCO 
chains. @ ACCO corrosion-resisting chain has wide sales possibilities. 
Packed with sales features, it is easy to sell and offers an opportunity 
for building a stable volume of sales and substantial profits. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 


*Behind ACCO Chain stand 5 assurances of quality — selected metals, pre- “TX 


cision forming, precision welding, testing, inspection, plus years of experi- 
ence in chain making. 


IN BUSINESS FOR YOUR SAFETY 


ACCO 7// 
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gv’ 
A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 
Chain @ Malleable Castings © Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope © ‘“Korodless”’ 
Wire Rope © Preformed Spring-Lay Wire 
Rope @ Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Electric Hoists and Cranes 


Webdless (HAIN 





TWINS 
THAT SELL 





These twin Dixon products find a ready market in all 
plants where threaded or gasketed pipe, or other 
tight joints must be made. They insure permanent 
tightness and easy disassembling, even years later, 
have been on the market for many years and are widely 
used and favorably regarded everywhere. In conven- 
ient packages and bulk. Send for booklets D-71 and 
GS-71. 


Dixon's Graphite Seal—tight against hot and cold oil, 
gasoline, air, gas and non-aqueous solvents. Tested 
and approved by Underwriters’ Laboratories. 


Dixon's Pipe Joint Graphite Compound—impervious 
to steam, gas, air, acids, alkalies, brine, and all aqueous 
solvents. 







JOSEPH DIXON 
Jersey City 


CRUCIBLE CO. 


New Jersey 
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Jenkins to Europe 
for Rotary Conclave 


David W. Jenkins, member of the 

| Philadelphia Rotary Club, has been 
appointed chairman of the hard- 
|ware section at the Rotary Inter- 
|national convention which will be 
|held at Nice, France, starting June 
Garrett Mouw, Royal Oak, 


| 
| 
| 





DAVID W. JENKINS 


Michigan, manufacturer of tools, 
has been appointed secretary of this 
division. 

Mr. Jenkins, a member of Rotary 
for nearly 25 years, in Seattle, 
Washington and Philadelphia, is 
connected with Henry Disston & 
Sons, Inc., manufacturers of saws 
and tools. He has been with the 
Disston company more than 40 
years as salesman, sales manager, 
branch manager, and, for the past 
ten years, general sales manager. 

Mr. Jenkins, with Mrs. Jenkins, 
will sail May 26 on the Volendam, 
and will be gone for about two 
months. 


Charles Hawley, Head 
of Hardware Co., Dies 


Charles W. Hawley, head of Haw- 
ley Hardware Co., Bridgeport, 
Conn., died Wednesday, April 21, 
at his Bridgeport home. Mr. Haw- 
ley was 70 years old and had a 
wide acquaintance among manu- 
facturers and distributors of indus- 
trial supplies. 

Early in life he went into busi- 
ness with the Union Metallic Cart- 
| ridge Co., and later, with Hanford 
C. Plumb, formed the Plumb and 
Hawley Hardware Co., which he 
subsequently took over. He was 
also vice-president and member of 
the executive committee of the 
Bridgeport Peoples Savings Bank 
for the last twelve years. 














says hydraulic pressure test on every length (700 to 2500 lhs. per. sq. in.) 


You may think of soundness as such a basic quality in pipe as to be taken for granted. 
In order that you can take it for granted we subject each length to a hydraulic pres- 
Sure test at pressures of from 700 to 2500 lbs. per sq. in., depending on size of the 


pipe. Then we know that the weld is sound—free from pinhole leaks. 





BETHLEHEM STEEL COMPANY 
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PRODUCTION is Calling for “More Air!” 
that’s Your Cue to Push 


Easier-to-Sell 
QUINCY COMPRESSORS 


Many plants are literally gasping for air." They are crowding their facili- 
ties to the limit and dependable air supply has become a more vital essential 
than ever before. The uses for air have increased to a point where aged or 
inefficient compressors must give way in favor of modern compressors, and 
overloaded central air supply stations need the support of auxiliary equipment. 


QUINCY OFFERS EXTRA VALUES 


You can create a lot of clean, profitable business by presenting the superiori- 
ties of Quincy Compressors to the busy air users in your territory. They are 
Easier-to-Sell because they embody more up-to-the-minute proven features. 
That's why you can confidently promise: (1) More Air at Less Cost, (2) Real 
Trouble-Free Performance, (3) Added Years of Service. 

QUINCY 


QUINCY COMPRESSOR CO. fins: 


Branch Offices: Chicago and New York 


@ Factory trained men are always avail- 
able for engineering and Sales 





HOW TO FIND PROSPECTS 


We will gladly send you our FREE Check List of 
Quincy Sales Opportunities. it gives you a complete 
list of air uses in all of the important industries. A 
valuable Sales Aid. 














UINCY 


Compressors 


@ This is a Model WWD Water Cooled Quincy Comqrenase, Quincy Compressors are made in beth air 











and water cooled types with capacities from | to 13 
Pe mer wreceece MAIL COUPON TODAY? TM TT See SE eK KK 9 
QUINCY COMPRESSOR CO., Quincy, Illinois Dept. M5 
Pe, send me Quincy Literature and Dealer Plan, also FREE (Check List of 
Name 
OE, -pheb de CekwhenUSnededs Rin Vhtan ube sdddeetcekeceduns cake Voted teeasessernncnedaunaubabcuscusobeeeld 
City.... ° . ° State 
MD cect aenensienaany senekecnenesnbnassss denckactuensesanddataienssbhbercubbencdsusaecetanéiesces 
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Payne—Waechter Say: 
"The Child Will Live" 


The firm of Payne & Waechter, 
Inc., Washington, D. C., was organ- 
ized only last October, and in 
March, the fifth month of their ex- 
istence, showed a generous profit. 
The increase for that month over 
the previous one was, in fact, 300%. 

“Washington, being the seat of 
the Federal government, offers an 
opportunity for jobbers,” E. W. 
Waechter, secretary, told MILL 
SUPPLIES. “In this field, we have 
an exceptional service to offer, since 
the purchase or procurement officers 
of the various departments cannot 
possibly be familiar with all of the 
products they are called on to buy. 
This is where our specialized knowl- 
edge and service fit into the picture. 
The results we have obtained from 
the government have justified our 
putting one man on government 
contacts exclusively.” 

The firm has exclusive distribu- 
tion for South Bend lathes, Skinner 
chucks, Brown & Sharpe tools, Ja- 
cobs chucks, Armstrong Bros. lathe 
tools, Van Norman milling ma- 
chines, Stanley electric tools and 
other lines. 


Hudson Supply Co. Is 
Goodyear Distributor 


The Hudson Supply Co., distribu- 
tors of Wilmington, Del., have been 
named agents in that territory for 
the complete mechanical rubber 
goods line of the Goodyear Tire & 
Rubber Co., Akron. 


To Buy for Wigman Co. 


P. C. “Abe” Cosner, for 27 years 
with the Crane Co., has just been 
named purchasing agent by the 
Wigman Co., distributor in Sioux 
City, Ia. This firm recently added 
Watts regulators to its lines. 








Doing a good job on the west coast is the 
M. N. Thackaberry organization, and some 
of the firm's mainstays are seen here. Left 
to right: S. M. Nielsen, R. G. Spangler, 
L. Smith, C, Runyon and Mr, Thackaberry. 











Made right 
Priced right 
Sold right 
By the right 
people... 


K: 





PACKINGS 


When a fuse blows or a circuit 
breaker trips, it takes only a 
moment to restore service. But 
when a packing fails or wears out 
prematurely, the entire production 
line of a plant may be tied up for 
hours. Because they are built to 
give longer, better service, K & M 
Packings are a profitable line to 


m 










CSG 














handle ...and they are good-will 
builders for you. 


Like all K & M products, they are en- 
gineered for their job, and backed by 
more than 60 years’ experience with 
insulation and packing materials. 
The K &M line is complete... priced 
right ... and sold only through the 


established channels of distribution. 


Send for information 


Asbestos Gaskets and Packings © Asbestos Pipe Insulation in sections e Asbestos Insulation in 
sheets and blocks @ Asbestos Insulating Cements ® “Featherweight” 85% Magnesia Pipe Insulo- 
tion, Blocks and Lagging ® Refractory Cements, dry and plastic © Asbestos Paper and Mill Board. 
Underline the products on which you want full information and mgil this coupon today. 


Name 
Name of Firm 


Address 


betinasbeos KEASBEY & MATTISON sat rana 
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Designed and constructed 
to match in excellence the 
finest machine tools built, 
the Jacobs Ball Bearing 
Super Chuck delivers the 
ultimate in accuracy, grip- 
ping power, speed of oper- 


ation and long life. 


THE 


TF 


JACOBS MANUFACT 
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CONNECTICU 
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Harry White of Yale & Towne poses with 
G. L. Hunt, Armstrong Bros., at the Reilly- 
Raub show in Lancaster. 


Knisely Shows Trends 
In Industrial Advertising 


The distribution of goods to in- 
dustry is a bigger business from a 
dollar-and-cents standpoint than the 
distribution of goods to the home, 
Stanley A. Knisely, director of ad- 
vertising for the Republic Steel 
Corp., announced as an introduc- 
tion to his talk on “Trends in Indus- 
trial Advertising” before the Cleve- 
land Advertising Club on April 17. 

With that surprising fact as a 
starter, Mr. Knisely went back to 
the beginnings of industrial adver- 
tising in the 18th century, and re- 
lated its progress and development 
to the present time. 

As today’s trends, he cited in- 
creasing use of advertising space 
in trade, business, and technical pa- 
pers; fewer 1/16 and 1% page ads 
in the rear of trade papers, indicat- 
ing a better appreciation of the 
value of advertising; greater use of 
motion pictures in sales promotion, 
and more specialized catalogs. 

He also pointed out that indus- 
trial advertisers are being more se- 
lective in their use of trade and 
industrial shows. “They require 
that the character of the event spe- 
cifically attract buying influences, 
and that a definite program of at- 
tendance promotion precede the 
show,” he said. 


Wedding Bells Peal 
for Dick Modig 


Dick Modig, popular New Eng- 
land representative of Holo-Krome 
Screw Co., was married Saturday. 
April 17, in Waynesboro, Pa., to 
Margaret Kisecker of that city. 
Following the ceremony Dick and 
his bride cruised in Southern wa- 
ters, then returning to their new 
home in Springfield, Mass. 















Rex chain engineers know the chain needs 
of every industry. Many of the now stand- 
ard types of chain used in general applica- 
tions, were originally developed by them. 
They have recently made it possible to ob- 
tain all Rex Malleable Chain in wear-defy- 
ing Rex Z-Metal—for work where greater 
resistance to corrosion or abrasion is de- 
sired. Also, Rex Z-Metal has about a 30% 
increase in strength over that of malleable 


All Rex Z-Metal Chains are inter- 


iron. 


CHAIN BELT COMPANY, 1622 West Bruce St., Milwaukee, Wis. 


“BELTCHAIN" 


Cable Address 


REX 





RIVETED MILL CHAIN 


A stronger, longer lasting mill 
chain for use under extremely 
severe conditions. 






REX 


GRIPLOCK 
The most durable and highly de- 
veloped malleable chain. The Hid- 
den Shoulders of the Griplock 
Joint greatly increase its strength, 
live-bearing area, and working life. 


REX REX 






UNICAST 


This one-piece link roller chain— 
with the roller cast in place— 
effectively solves the problem of 
eccentric loads on double strand 


conveyors. 


HOW TO HANDL 


iF IT 1S POWER 
we iF IT 1S MATERIAL 


LET REX ENGINEERS SOLVE THESE TWO PROBLEMS FOR YOU 






A moderate cost chain with 
strength and serviceability for 
general conveyor and power trans- 
mission work. 


The added metal on the barrel of 
the block links makes this a longer 
lasting combination chain—espe- 
cially when cast in Z-Metal. 


Designed for exceptionally severe 
service conditions handling gritty 
and abrasive materials. 




























changeable with malleable chains on the 
same sprockets. 

Shown on this page are some of the most 
common types of chain—all having a back- 
ground of many years of low cost operation 
in all types of industries. Also available in 
the complete Rex line are many special 
chains built for particular industries: such as 
steel mills, construction machinery, sugar 
mills, lumber, oil, mines, and quarries. 

Investigate the Rex line—write today for 
further information. 





PINTLE CHABELCO 


A highly developed steel chain 
with Rex Press Fit and Unit Link 
construction. For heavy duty 
drives and conveyors. 


REX 


ROLLER CHAIN 
The most highly finished chain on 
the market today for long service 
and low cost on high speed drives. 


DUROBAR 







DETACHABLE 


An inexpensive general service 
chain for elevator, conveyor and 
transmission service at medium 
speed. 


LEY BUSHED 


of MILWAUKEE 
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Photo by 
Anton Bruehl 


Powerful lenses ... a beam of light . . . an electric record- 
er of infinite precision, measuring minute color variations 
in Manila fibers ... Here, in the Plymouth Cordage 
Company’s laboratory, science is at work, checking the 
fiber examination—supplementing the judgment of those 
experts who first examine and qualify all raw fiber entering 
the plant. This is but one of the many searching tests 
which control the quality and uniformity of Plymouth 
Ship Brand Manila Rope. 

In ceaseless vigilance, our laboratory men share with 
Plymouth ropemakers the responsibilities of manufactur- 
ing “The Rope You Can Trust” ... the rope in which 
industrial users have placed confidence for over a century. 






PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MIASS. AND WELLAND, CANADA 


Sales Branches: New York, Boston, Baltimore, Philadelphia, 


Chicago, Cleveland, New Orleans, San Francisco. 
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| Three New Directors 





Of Lewis Supply Co. 


Two of the three new directors 
of the Lewis Supply Co., Memphis, 
elected at the recent stockholders’ 
meeting (see MILL SUPPLIES for 
March), are pictured herewith. 

Sam Costen, not shown, one of 
the new directors, has been the at- 
torney for the Memphis branch of 
the company for a number of years. 
E. E. Clifford, who was elected sec- 
retary and assistant treasurer as 





E. E. CLIFFORD T. WALKER LEWIS, JR. 


well as to the directorate, has been 
in the accounting end of the busi- 
ness for several years, and in charge 
of that department for a year. T. 
Walker Lewis, Jr., the third new 
director, has been with the firm for 
five years, working in every depart- 
ment to become familiar with all 
the operations of the industrial sup- 
ply business. At present he is 
acting as city salesman. 


New Building for 
Owen Richards Co. 


A new building, 50 by 100 feet, 


located at 1007 Second Ave. N., has 


been purchased by the Owen Rich- 
ards Co., Birmingham, Ala. The 
company was to have occupied the 
building about April 15. Joseph 
Sutter has joined the organization 
as shipping clerk. 


Hollis & Co. Opens 
Office in Shreveport 


Hollis & Co., distributor of Little 
Rock, Ark., opened a branch office 
in Shreveport, La., on the first of 
April. H. V. Shipp and G. R. 
Young are selling from the new of- 
fice, covering Southern Arkansas 
and Louisiana, with a general line 
of industrial supplies. Mrs. G. R. 
Young is in charge of the inside 
office. 


More Space for Desco 


The warehouse of the Desco 
Corp., Wilmington, Del., has been 
expanded by an addition measuring 
26 by 86 feet. 





POWELL IRON BODY VALVES MEET YOUR 


FOR DURABILITY AND 


LONG-LIFE IN ALL INSTALLATIONS 


_ Globe, Angle and Check Valves are available 
in all Iron or Bronze Trimmed. 


FIG. 241 
F.E. MODEL STAR 
oh / GLOBE VALVE 
FIG. 1444 
F. E. RISING STEM 
GATE VALVE FIG. 1460 


S. E. MASTER PILOT GATE VALVE 


POWELL VALVES 


THE WS. PORERL Ce. Ci Wee RATE, ORIG 
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a HARD gp, 
COMPANY | 








| Introducing "Bud" Flanagan, manager of the 
| supply department, Zork Hardware Co., El 
Paso. "Bud's" hobby is pumps, and he's 
done his "hitch" selling industrial supplies 
for Zork below the border. 








threads 4 sizes of pipe 
Seattle Distributor 


Instead of 16 dies to thread Named for Bond Gears 

1” to2 ‘pipe, thisRIZeID The Campbell Hardware & Sup- | 
No. 65R threads them all | ply Co., Seattle, Washington, has | 
with one set of 4 dies, that | been appointed distributor in Se- 


stay in the threaders, can’t attle and vicinity for Bond stock 
t lost gears, sprockets, speed reducers and 

OOF SOns. flexible couplings manufactured by | 

Move change plate to size the Charles Bond Co., Philadelphia. 


. P They will have on hand at all | 
of pe and threader is times a representative stock from | 


ready for work. Even the | which to make immediate delivery. 
new style workholder sets _ In taking on the Bond line, Camp- 
to size with a twist of a bell’s feel that they are bringing 
gauge ring—put on pipe to the Seattle industrial area one 


. . of the largest and most complete 
and tighten with one lines of stock gears manufactured 
screw. by any one company. 


Your customers 
will like these and 
other features of 
this remarkable 
tool. 


Vacations at Gulfport 








R. T. Dills, vice president and 
general manager of Klinger-Dills 
Co., Dayton, Ohio, has just re- 
turned from a two weeks’ vacation | 
at Gulfport, Miss. He was accom- 
panied by Mr. and Mrs. Paul 
3rowning of Greenfield Tap & Die 
The RIGAID | Company. 

Pipe Cutter has 
the famous thin 
tool steel wheel | 
blade — more | 
quick cuts, prac- | 
tically no burr. 





THE RIDGE TOOL CO. 


ELYRIA, OHIO, U. S. A. 


Sawin’ wood at Lancaster: B. L. Berry and 


Pp I Pp E T re) re) L S | L. C. Garvin, representatives of E. C. Atkins 


Co., who attended the Reilly Bros. and Raub 
show April 15-17. 
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GUARANTEED 
‘WRENCH 
/ ECONOMY 












SAVINGS 
IN 
REPAIRS 


There’s extraordinary economy 
and satisfaction in this RI@aAiD 
wrench. The guaranteed unbreak- 
able housing (that saves fully 75% 
of wrench repairs), the replaceable 
non-slip, non-lock jaws of chrome 
molybdenum alloy, the easy-spin 
adjusting nut on all sizes 6” to 60”, 
the handy pipe scale on the hook 
jaw and the comfortable handle of 
tough alloy, make it worth while 
for your customers to have this 
wrench as standard equipment 
in their shops or plants. 


It's easy to sell RIGIDS 


ELYRIA, OHIO 





Rikzcib 


PIPE TOOLS 

















From our factory or from four warehouse stocks 
we can ship almost any quantity of cap screws 
and set screws required immediately. Thirty 

million Cleveland Cap 


WHEN YoU NEED CAP SCREWS promptly Screws are maintained 
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in stock at all times, in 
a full list of sizes, American Fine and Coarse 
threads, packed in kegs and cartons for imme- 
diate delivery, No woiting. For years this 
company has¢ m¢ tained @ sirict policy of 
protection to maiily fdeqiets, a policy we 
intend 4 , continu as do many 








DUMORE Ganounces 


anew MORE POWERFUL 
» HAND GRINDER 

























Here's the “very latest” in off-hand grinding 
tools. . . the new Dumore No. 10. Origin- 
ally custom built for a large automobile manu- 
facturer who wanted EXTRA CAPACITY. 
Identical in size and shape to the compact, 
well-balanced Dumore No. 8, it has more than 
double its horsepower (1/18) and has a third 
more speed—20,000 r.p.m. It weighs only 
2 Ibs. 1 oz. and embodies a unique 3-bearing 
construction that has withstood months of 
testing under the most severe conditions. . . 
Any distributor below will demonstrate this 
unusual new Dumore tool—without obligation. 


THE DUMORE CO., Dept.167-E, RACINE, WIS. 


THESE DISTRIBUTORS STOCK DUMORE TOOLS 











AKRON -—- Hawe. & Savelz ¢ oe. ERIE. PA. aris -Weller Sup c ‘o. | MOLINE, IL’ L.7 John J. RIC a! St Smith - Courtney 
BALTIMORE——L. A. Benson i 8. Cc a MONTREA ia Sanadian Fair — Tel - -apeeienemecepeasas 
vege oe & Van - L— at we nks- ay ‘ ag ROC. FORD, ILL. —- Mid-States 
Moore-Handley Hdwe. Co see Heltenter & Havens | A ucERGON MICH. — “Miuske- | SAGINAW. MICH. — Reichi 
He STON—C handler & Varquher | WoL YOKE—J. Rus ac x 30, sits 
a ase! ‘o 
a... tiie te HOUST¢ N—Wensendorf | Naa FF —Buitordtiron. Inc ST. LOU ng _ Golcerd Wright 
| ~—— Abrasive Machine ply © o 
C ambridge) ( c utter, Wood & ausaanacn OR | news oe Supply C ee SALT taki? Cc eCity —Be PE ait Lake 
he — | _ . Mersick 
mn ONN.—Hunter vou piHardware ts | wa Rie Oe diver H mee ma der 
> e Co | iver 
KU a *, McCarthy & JACK ee SON MICH ; —Smith | wat “PORK City — In Cc, W. Marw a 
Rod. c ‘o Mo — 
CHATTANOOGA—Chattanoogs | JERSE aEY ity—M Manning, Max ams Morris Seattle meinen & ag 
J ing Supply ¢ 4 | «& re Co G antee 5 jalty © SOL Bend 
rt HIC AGO —— i asly & Co KANSAS CITY, MO. — Elifeldt | guaran & Yorke Co.. Inc Rapp! —_— 
BF ele Bag. Co. plidwe. & Mach. Sompls | ORLANDO. FLA Harry. SPRINGFIELD: MASS. — 
‘ ch or ° | rarli iw Co. 
NK i Samue! | nae Be & Co C FS ILLE—W.S Berrien C o ORLA: ouch & Heyle, Inc. SYRACUSE — Syracuse Supply 
INC] RINNA Ar —e. A. Kineey Co. ANCASTER, PA.—Reilly Bros PHIL ADEL! ? HIA — Maddock & TOLEDO Cereal Supply Co. 
> y i y Mac Eavely Co, 
* p>) + Stcte LOWEL si Se =—Nebee | - B. Rapp, Machinery Tod ane Szopiy ¢ 
Strong, Carlisle & lammond achy upply Co. F TTSBURG H — Standard-Ma- ve 
COLUMBUS—Osborne & Sexton | LOS ANGELES—Ducomman =| a eo NY — Pred k Blenchs 
“Machinery Co | Metals “Suppl | PORTLAND, ORE. —J.E.Hasel- | TROY,N.¥ Fred KBlanchard 
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Note in this ad the names of distributors 
stocking Dumore tools. The ad appears in 
recent issues of leading publications reach- 
ing your trade—and this publicity given 
Distributors is but one of many ways in DUMORE 
which Dumore co-operates . . . New con- 


tacts and new sales opportunities are con- CO-OPERATES 


stantly being developed for "the boys on ° / 
the firing line." Send today for new book- Ugain J 
let, Dumore Cooperates." You'll find it 

well worth your reading. 


The Dumore Co., Dept. 167-E, Racine, Wis. 
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Parker Names Meade 
Special Representative 


The Charles Parker Co., Meriden, 


Conn., announced the appointment 


of Barnard S. Meade as special rep- 





BARNARD S. MEADE 


resentative on Parker Vises. Mr. 
Meade was formerly with Syracuse 
Supply Co., Syracuse, N. Y. He 


| will concentrate on promoting vise 


sales for Parker distributors. He 
replaces Ross D. Sampson, who died 


| suddenly on April 11. 


Opens New Showroom, 
Adds Two Salesmen 


What the Hardware & Supply 
Co., Akron distributor, believes to 
be one of the finest plumbing fix- 
ture showrooms in Northern Ohio 


| has just been opened by this firm 


at its Massillon store. The house 
has also extended its sales force, 
according to H. H. Kuhn, general 
manager, by appointing E. M. Love 
to sell the plumbing trade out of 
the new Massillon showroom, and 
B. M. DeBee to sell electrical appli- 
ances at the Akron office. 


Butts & Ordway Co. 
Expand Sales Force 


E. A. Reasoner has been ap- 
pointed assistant sales manager of 
Butts and Ordway Co., Boston, ac- 
cording to F. Marsena Butts, gen- 
eral manager, and Walter Weidig. 
formerly of Cleveland Twist Drill, 
has joined the sales force. New 
lines recently added are Carborun- 
dum wheels and abrasives, Birdseye 
lamps, Osborn brushes, Johnson 
bronze bars and bushings, Stanley 
electric tools, and Winter Brothers’ 
taps. 











OFC 
IN LONGER TIME 
BETWEEN 


RESHARPENING 


RY Wccurate ‘grinding, 
10 ch plays its part, 





@ Time between resharpening— a big factor in the hea 

per-hour cost of your small tools! If you can cut t 

this cost to the bone, yours will be a big saving. wg BRING 
Because “there is a difference”, Morse Tools have 


Oo 
earned for themselves the reputation of s-t-r-e-t-c-h- wt your 


i-n-g time between resharpening to the point where Boost’ B rive up the idea 
they keep machines working far longer, and make Sales 4 ike when you 
more money for you. s in- 


Morse extra values each have a share in putting ce S yé en hfully before 
+ B etwe 


this “difference” in Morse Tools. Carefully controlled re? 


MO Ss PF Res arp et 


every a rome \an 
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THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS - TAPS and DIES - SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 


MILL SUPPLIES © MAY 1937 145 




















%,, 





portable, 
phone, power and light, mines, oil fields, railroads, and 
ships—any place for lifting and pulling. Can be used 
either end up. Compact—easily used in close quarters 
Any length lift or pull furnished. 


MORE PROFITABLE 
HOIST BUSINESS AND 
SATISFIED CUSTOMERS 


The increasing popularity and use of all types 
of Coffing Hoists proves their real merit and wide 
adaptability. Distributors everywhere are finding 
that these modern hoists provide hoist users with 
the greatest value, safety, and performance 
ability available anywhere. 

Coffing Hoists are exceedingly profitable to sell. 
They are "natural sales builders because of their 
popular appeal to many types of users and their 
low first cost. Railroads, utilities, oil fields, mines, 
contractors, machine shops, municipalities, and 
factories of all types endorse these powerful, 
economical, and dependable hoists. 


Many mill supply men are experiencing the 
benefits and profits of the Coffing sales franchise. 
Our field staff of factory trained salesmen helps 
them to sell and make money. May we help you 
also? 


RATCHET LEVER HOIST 


1/2, 3, 4/2, and 6 ton capacity. 
and powerful. 


Light—compact— 
For mill and factory, tele- 





SPUR-GEAR 


COFFING 


‘acw = ROUNSTS 
DESIGN 


RATCHET LEVER .. . ELECTRIC 














ELECTRIC HOIST 


Wg, Yo, 1, and 2 ton 
sizes. Largest capacity 
weighs only 85 Ibs. Can 
be easily transferred from f 
one place to another by { 
one man. Main features: 
automatic balancing 
hook; push button con- 
trol; safety limit switch; 
positive automatic brake; 
universal type motor 
coupling. 


THE "CHALLENGER" 


A new idea in hoists. 
Uses Twin levers with 
rope pull (operating on 
the face of disc wheels 
by friction grip) to lift 
the load, gravity to lowe- 
it. Lowering speed is 
completely controlled by 
a simple governor. The 
faster operation possible 








¥ 
\ 





| 
| 






with this hoist slashes im | 
hoisting costs. Available ae 
in Y%, Yo, 1, and 2 ton & , 
capacities, 
HOIST COMPANY 
VILLE, ILLINOIS 








146 


MILL SUPPLIES © MAY 1937 


"chiefs" 
salesmen. 
cival Steel & Supply Company, Los Angeles. 


Two and a bunch of hard-hitting 


An interesting group of the Per- 


Front row, left to right—C. E. Polhemus, 
D. W. Evans, J. F. Harris, C. H. Still and 
Ted Harris. Back row—E. J. Massman, 
E. Jungquist, president and general mana- 
ger; A. K. Brumbaugh, Jr., and E. R. Phillips, 


secretary and sales manager. 


T. B. Wood's Celebrate 
80th Anniversary 


T. B. Wood’s Sons Co., Brooklyn 
manufacturers of power transmis- 
| sion equipment, are celebrating the 
80th anniversary of the establish- 
ment of the business this month. 
|Guy Washinger, assistant sales 
Manager, says the company has 
marketed its products through mill 
supply houses almost exclusively 
| throughout its history, and is thor- 
| oughly convinced that a distributor 
policy is sound. 


To Handle Chicago 


Pneumatic Tools 


| Factory Supply Co. of Muskegon, 
| Mich., has just taken on the distri- 
| bution of air compressors and tools 
| of the Chicago Pneumatic Tool Co. 


By set nen ae 








Trapped in his lair: C. E. Tompkins, presi- 
dent of J. R. Clancy Co., Syracuse, says 
“Hello” pleasantly to MILL SUPPLIES’ 


cameraman. 
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7/8” AMERICAN 
TIGER BRAND WIRE ROPE 
HOISTS WORLD’S HEAVIEST * 
BRIDGE SHEAVE ‘ 


ERE you see one of the four sheaves, each and heaviest ever made for a_ bridge, were 
weighing 56 tons and measuring 1514 feet raised and swung into place “‘as if between finger 
in diameter, which had to be lifted a vertical and thumb of a giant hand”. 
distance of 210 feet during the construction of a : 
new lift bridge across the Calumet river in Chicago. No Wonder It’s the Best Seller! 

A big job? A tough problem? Yes. But the You can sell American Tiger Brand to customers 
contractors in charge knew the answer. They who must have super wire rope performance, 
used American Tiger Brand Wire Rope—2700 and to customers hunting for operating econ- 
feet of 78” cable, 6 by 19,in nine parts. Mounted omies on ordinary jobs. Over one hundred 
on a special drum and used with a 100 ton — years’ experience in wire making is behind our 
capacity floating derrick, American Tiger Brand claim that American Tiger Brand is the best wire 
came through again. The huge sheaves, largest rope to use—and the best to sell. 


U-SSS AMERICAN TIGER BRAND WIRE ROPE 


AMERICAN STEEL & WIRE COMPANY 
208 S. La Salle Street, Chicago—Empire State Bldg., New York 


COLUMBIA STEEL COMPANY 


Russ Building, San Francisco 


New York City, Export Distributors 


United States Steel Products Co., , 
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No. 915 Duff Norton Ball 
Bearing Inverted Bridge 
Jack specially designed for 
bridge work such as lifting 
stringers but adaptable to 
a multitude of other uses. 
Capacity 15 tons. Height 
143,"". Raise 9". 





Duff Single Acting Genuine 
Barrett Trip Jacks the 
standard railroad track jack 

. . designed with suspended 
pawl eliminating use of sep- 
arate tripping device. Ca- 
pacity 15 tons. Height 11", 
164", 22", 28". Raises 5", 
744", 13" and 19". 


Duff Norton 4-Way Chain 
Jack No. 1523 combines 
head lifting, chain lifting, 
foot lifting and claw lifting. 
Hinge or pivotal base per- 
mits shoving and pushing 
applications as well —an ex- 
ceptionally useful general 
purpose jack 








There 4 a 


UFF- 
ORTON 
JACK 


FOR EVERY 
LIFTING 
OPERATION 
FROM 
1TO 100 TONS 


STOCK 
DUFF-NORTON 


and 


SELL she BEST 


THE DUFF-NORTON 
MANUFACTURING CO. 
PITTSBURGH, PA. 
“The House That Jacks Built’’ 




















No. 5017 Duff-Nor- 
ton Low Height In- 
verted Jack featur- 
ing a removable foot 
lift —especially 
adapted to locomo- 
tive and 
bridge work 





Duff Genuine Barrett Cable 
Reel Single Acting Jack 
meets the special require- 
ments of telephone and cable 
compan ies— ideal for hand- 
ling cable reels of various 
sizes and weights... 5, 10, 
15 ton capacities. Height 
21", 38", 39". Raise 14", 
12" and 11". 


I 


Duff Genuine Barrett Auto- 
matic Jack No. 1022 the 
most widely used type of 
general purpose industrial 
jack—available in 10, 15 
and 20 ton capacities. 
Heights 22" and 28"'. Raises 
of 12%" and 18". 


4 









No. B-2522——-Norton Ball Bearing 
Bridge and Wrecking Jack with 
Footlift. Especially suitable for 
rough heavy duty usage such as 
heavy machinery and constryc- 
tion work in mill and shop. 
Capacity 25 tons. Height 22" 
Raise 104". 


where low 
lifting 
height is 
required. 


No. 3520 Duff Horizontal Ball Bearing Jack. Capac- 
ity 25 tons. Ideal for moving or pushing heavy equip- 
ment, machinery, structural material in industrial 
plants and construction work. Length 20". Raise 13". 
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Know Him? You certainly must if you sell 


| Dodge power transmission equipment, for 


W. W. "Bill" French, sales promotion man- 
ager of the big Mishawaka, Ind., corpora- 
tion, makes it his business to get around. 


K. S. Goodin Heads 
Canton Supply Co. 


K. S. Goodin has been elected 


| president of the Canton Supply Co., 


Canton, Ohio, Wm. F. Mielke, vice- 
president and sales manager, R. P. 
Christian, treasurer and general 
manager, and Wm. L. Juergens, sec- 
retary. Harold L. Anderson, for 
the past seven years chief engineer 
of the Molly Stark Sanatorium and 
secretary of the Ohio State Associ- 
ation of the National Association of 
Power Engineers, has joined the 
staff as sales engineer. 


Seehausen, Wehrs 
In New Quarters 


New headquarters at 23 S. Jef- 
ferson St., Chicago, were taken over 
on May 1 by Seehausen, Wehrs & 
Co., according to W. H. Seehausen, 
and will enable the distributor to 
serve industrial customers better 
than ever. The same _ telephone 
number is being retained. 


Banta and Smitte Join 
Kasper & Koetzle, Inc. 


Chester E. Banta and Daniel 
Smitte have been employed by Kas- 
per & Koetzle, Inc., Brooklyn, as 
outside and inside salesmen respec- 
tively. Mr. Banta was formerly 
with Wickwire Spencer, and the 
Fairbanks Co. This distributor has 
also added Chesterton packings and 
Ajax couplings to its line. 


Adds Three New Lines 


Manufacturers’ Supply Co. in 
Grand Rapids, Mich. have taken 
on the distribution of Hazard wire 
rope and Abrasive Dressing tools. 


















COMPLETELY 


UNIVERS 


\ 
~S ~~ 
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Ske PRODUCT is KNOWN 
by the Company it KEEPS 


We take pardonable pride, not only in the number of 
distributors we have, but what is more important— 
the type. 

A check-up of our nation wide distribution will 
reveal the fact that each distributor is a leader in his 








See us at respective territory. This, we believe, speaks volumes 

for not only the product but likewise the policy that 

MEMPHIS governs the relations between the distributor and the 

Make it a point to stop in and Johnson Bronze Company. We regard a distributor as 
see us at the forthcoming a sales partner and not a customer. 


Triple Mill Supply Convention . : ‘ . 
A few choice territories remain to be covered. 


Why not investigate the possibilities for your com- 
pany. Allow us to prove—right in your district—how 
Johnson UNIVERSAL Bronze can become your most 
profitable line. Your inquiry carries no obligation. 


JOHNSON BRONZE COMPANY 


+ — Evy $385 SOUTH MILL STREET - NEW CASTLE, PA. 


Yy @leeve BEARING HEADQUARTERS mn 
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le 
gistributor®- 


Wellsburg, West Virginia 





EAGLE MANUFACTURING CO. 





Brief Reviews of New 
Distributor Catalogs 


Several new catalogs of industrial 
distributors have made their ap- 
pearance in the industry, all com- 
piled and printed by R. R. Don- 
nelley & Sons, Chicago. Brief 
reviews follow: 

Novell-Wilder Supply Co., Beau- 
mont, Tex.—Catalog C. A general 
catalog of over 600 pages covering 
oil well, refinery and mill supplies; 
heavy hardware; machinery; pipe; 
fittings; and valves; contractors’ 
supplies. This catalog emphasizes 
the increasing possibilities of oil 
field and refinery business in cer- 
tain sections of the country. It is 
attractively bound in blue imitation 
leather, embossed and stamped with 
orange ink. Catalog C also contains 
a quick reference index, and a list 
of the leading manufacturers for 
whom they are distributors. 

Warren & Bailey Co., Los An- 
geles, Fresno, and San Francisco, 
California—Catalog C. This cata- 
log of industrial supplies contains 
many colored insert pages, empha- 
sizing their leading lines. In this 
catalog Warren & Bailey feature 
valves, boiler fittings, steam spe- 
cialties, belting, hose packings, in- 
sulating materials, and roofing. The 
book is bound in green cloth with 
the design in black and yellow ink. 

The Ross-Willoughby Co., Colum- 
bus and Springfield, Ohio—Catalog 
F is a Silver Anniversary issue, the 
idea of which was carried out by a 
silver cover card announcing the 
new catalog of mill, mine, fac- 
tory and contractors’ supplies. The 
catalog contains nearly 500 pages 
and has a very beautiful cover of 
cardinal and gray, the colors of the 
Ohio State University at Columbus. 

Maddock & Co., Philadelphia, Pa. 

—Their Catalog No. 59 is a fine 
reflection of the 59 years of growth 
of this old Eastern House whose 
business was established in 1878. 
It contains 432 pages of tools and 
supplies, making it a very complete 
catalog in this field. The catalog 
has an attractive black cloth cover 
using orange as a second color. 

Jennison Hardware Co., Bay 
City, Mich—Their new general 
Catalog No. 9 of over 900 pages 
combines its hardware and mill 
supply lines as well as electrical 
and plumbing supplies and fixtures. 
Catalog No. 9 has been worked out 
for this combination hardware and 
mill supply jobber to meet the spe- 
cial catalog needs of the various 
departments of its business. The 
book is bound with imitation leather 
and stamped with blue ink. 
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Mine & Smelter Has New 
Warehouse in El Paso 


The Mine & Smelter Supply Co., 
El] Paso, Texas, branch, is now oc- 
cupying its newly constructed ware- 
house directly in rear of the main 
structure at 410-414 San Francisco 
St. It is separated from the main 
building only by an _ alley-way, 
through which a railroad siding 
runs. 

The new building, which takes 
the place of a warehouse two miles 
away from the office and store, is of 
solid rock and steel construction, 





Through this steel door pipe may be un- 
loaded from railroad cars directly into the 
new warehouse of Mine & Smelter Supply, 
El Paso, Tex. The man with the pointing 
finger is R. J. Skrobanek, manager of mill 
supply department. 


with corrugated sheeting inside the 
roof. Side skylights at the top of 
the one-story building provide 
plenty of light and ventilation. 

Trucks may be loaded or un- 
loaded at floor height in two “bays,” 
one running directly into the build- 
ing and the other between the ware- 
house proper and a separate shed 
in which acids are stored. There 
are two doors through which goods 
may be unloaded from railroad cars. 
One is especially designed for un- 
loading pipe. A steel “door” when 
swung open provides a “slit” 22 
feet long, through which all lengths 
of pipe may be passed into the 
warehouse. This opening is di- 
rectly adjacent to the section where 
pipe is racked neatly at an angle, 
facilitating loading onto trucks. A 
three-ton spur geared chain hoist 
on trolley facilitates handling goods 
inside the warehouse. 


Macklin Co. Expanding 


Macklin Co., Jackson, Mich., has 
completed a second story addition to 
its office building, and has started 
construction of a new addition to 
the factory. 





— 




















ONE SOURCE 


FOR FINE TOOLS... 


IT PAYS! 


It will pay you as a distributor 
to depend on Stanley — The 
Tool Box Of America—as 
your source for all industrial 
hand tools for production and 
maintenance. Stanley backs 


you with a line that is complete, 
aggressively advertised and 
honestly made... . for easier 
sales and bigger repeat orders. 
Let Stanley Catalog No. 34 


serve as your buying guide. 


STAN LEY TOOLS 


NEW BRITAIN, CONNECTICUT 
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NO. 8 SIZE 
8” diameter round or 
8” x 16” flat. 





lifting. 


Hoists. 


NO. 5 SIZE 
5” diameter round or 
5” x 10” flat. 


PEERLESS 
HOISTS 


lift sales. too 





The fine performance of these all-steel 
Hoists under all conditions has given 
them an enviable acceptance wherever 
chain hoists can do the work of load 


There is so little sales resistance to 
the name “Peerless” that volume can be 
obtained with less effort than with most 


Do You Have Catalog-P? 


it has the answers to most queries from prospec- 
tive purchasers of load lifting equipment. Not 
only are the various types of chain hoists fully 
described, but other Harrington products, in- 
cluding Electric Hoists, Trolleys, Cranes, and 
Tracks. Get Catalog-P now if you do not have 


THE HARRINGTON COMPANY 


17th and Callowhill Sts. 


Philadelphia, Pa. 


My: 






XS 


. ~> 
SS 


THe Wells Metal Cutting 
Band Saw is easy to sell if 
you tell your customers 
how it can save them many 
precious minutes. You will 
find a new way to increase 
your profits if you add 
these machines to your 
present line. Ask for de- 
tails—no obligation. 





WELLS MFG. CORP. "iitencen® 
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Bright Arizona sunshine, a bunch of good 
supply men and a guest. At left in front 
is |. P. McConkey, president and manager 
of McConkey-Docker, Phoenix, and over his 
right shoulder is W. C. Sinerson, vice-presi- 
dent and sales manager of Buffalo Weaving 
& Belting. All others are McConkey-Docker 
people: Harry L. Goldman, O. T. Luna, 
Frank E. Hughes, Clem Molina, C. M. Chris- 
tian, Charles B. Gass and Fred L. Musey. 


New Packaging for 
ACCO Cotter Pins 


A handy and attractive packaging 
idea for ACCO cotter pins was re- 
cently announced by the American 
Chain Division, American Chain & 
Cable Co., Inc., Bridgeport, Conn. 

Each package contains a supply 
of one size of ACCO cotter pins. 
The handling of cotter pins is made 
easier, and they are also made 
faster because they perfectly suit 
the needs of cotter pin customers 
who buy in small quantities. 


Tull Increases 
Store Sales Staff 


J. M. Tull Metal and Supply Co., 
Atlanta, Ga., has added H. Gaillard 
and J. H. Rayfield to its store sell- 
ing staff. Both have been with the 
company for about four years. 





B. E. Blunden (third from left) Washington 
and Oregon representative of H. M. Harper 
Co., Chicago, visits the home office. Others 
in the picture are, left to right: V. A. 
Spoehr, H. M. Harper and Ted Wickman. 


More News on Page 188 


























sterling Ab 
products will be of 





@ The famous Sterlith and Sterbon 
trade names on any abrasive product 
assure you of the utmost in materials 
and workmanship. 


Produced by experienced wheel 
makers since 1885, STERLING Abrasive 
Products have built an enviable repu- 
tation for highest possible standards 
of quality. A constantly improved 
product approved by customers the 
world over. 





rasive It will pay you to investigate the 
wheels which have earned their way 


to the slogan— 


hibit at the Infortn” 
. secur gh, USE STERLING—THE WHEELS OF INDUSTRY 
ashow in Pitts 
ia, W i 
pennsylvan'® ” THE STERLING GRINDING WHEEL COMPANY 
24- 21, 1937 . Factory and Office: TIFFIN, OHIO 


S 





CHICAGO: 912 W. Wash. Bivd. «© DETROIT: 101-107 W. Warren Ave. 
€ a) 
i 


Abrasive Division of The Cleveland Quarries Co. 


TERLING | ABRASIVES 
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“We Oil the Wheels of Industry” 
Every shop uses Oilers 
and Grease Cups..... 
SELL THEM ESSEX! 


Essex has over thirty years’ ex- 


perience in manufacturing lu- 
bricating devices which are in 
use in plants all over the coun- 
try. 


The ‘Pilot’ Snap Lever Sight 


Feed Oiler has many desirable 
features for high class engines and 
machines — attractive design 
strong and substantial construc- 


tion, compact, and simple to oper- 
ate. Will not shake apart when 


placed on vibrating machinery. 

The Automatic Grease Cup is 
heavy cast brass and will outlast 
several spun brass cups. One of 
the most popular grease cups on 
the market and we can recom- 
mend it for the most exacting 
service and to the most critical 
user. 


The “Essex” line of lubricating 


plete—always the 
service on your 
detailed information! 


ESSEX BRASS CORPORATION 


2000-2006 FRANKLIN STREET 
DETROIT, MICHIGAN 





OILING DEVICES 


STEAM ENGINES 
AIR COMPRESSORS 





WE MAKE 

OlL CUPS 

OIL PUMPS 

GREASE CUPS 





PILOT SNAP LEVER 


SIGHT FEED OILER 
LUBRICATORS 


FOR 
GAS ENGINES 


MACHINERY 





devices is most com- 
eorrect unit for the 


customers’ requirements, 





purpose. Quick 
Let us send you 





* 


AUTOMATIC 
GREASE CUP 
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REG US PAT OFF 


SAFETY BELT HOOKS. 





of belt. 





Iti ty f “Nt, Nuh 4 


This is an unretouched reproduc- 
tion of an actual photograph. 


Saletvn 


PORTABLE LACER 


This belt joint laced with a 
SAFETY PORTABLE LACER and 


Hooks are sunk below surface 
No other lacer will 
do this effective kind of lacing. 






* 


The life of the joint and 
the hooks is extended by 
lacing belts in this man- 
ner. Belt contact with 
pulley is maintained ex- 
Wear and 
breakage is reduced to 


the minimum, and much 


cept at joint. 


smoother operation of belt 
assured. 


The above is an illustration of a belt end being shown 
by our sales force and those of many distributors. They 
are selling a lot of lacers and hooks. When are you 
going to join them? Get our greater profit proposition! 


SAFETY BELT-LACER CO., TOLEDO, OHIO 


Both hooks, 
and talk below, 
Sink in! 
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3 Keys to 
Wire Rope Profits 


(Continued from Page 49) 








with elevator service men and it is 
through them that he makes his ele- 
vator rope sales. 

They cover the contractors regu- 
larly and get a healthy volume of 
wire rope business from them. 
Every industrial plant or shop 
called on which has wire rope appli- 
cations of any kind is constantly 
under scrutiny for sales opportuni- 
ties. Here, again, there is an effort 
to contact the men who either actu- 
ally use the rope, or supervise its 
use. 


Success Secrets 


Summed up, the main reasons for 
Ross-Willoughby success in wire 
rope sales are: (1) They get the 
finest possible cooperation from the 
manufacturer and his representa- 


| tive; (2) they carry complete stocks 


| speed are correct. 


of all constructions and sizes, and 
have an organization which is “wire 
rope conscious.” Finally—and this 
is important — not only are their 
customers given whatever they 
want in the way of wire rope 
lengths; they actually solicit the 
vari-length business in preference 
to complete reels. It provides a 
good turnover and it is the most 
profitable kind of wire rope busi- 
ness obtainable. 








Hole Makers 


(Continued from Page 43) 








It is difficult even to give general 
rules for feed and speed, because 
authorities differ so. Normally, the 
skilled drill press operator can tell 
by the feel and action of his drill 
whether or not his chosen feed and 
One maker sug- 
gests these speeds (in feet per 
min.) for high-speed drills in the 
given materials: 0.2 to 0.3 mild 
machinery steel 80-100, 0.4 to 0.5 
steel 70-80, 1.2% toolsteel 50-60, 
steel forgings, 50-60, alloy steel 
50-70, stainless steel 30-40%, soft 
cast iron 100-150, hard chilled cast 








VICTOR 


BALATA and TEXTILE BELTING 


BYE 


For the most complete line of Textile Belting, concentrate on 


this one dependable source of supply for... 


SOLID WOVEN BELTING 


Tate Zelaloltlimelelaliiatiaitolitmelatem tlaliial-ts 


“VICTOR” BALATA BELTING 
CANVAS STITCHED BELTING 


in various duck weights and finishes 


Manufactured by 


VICTOR BALATA & TEXTILE BELTING CO. 


New York, N. Y. FACTORY Chicago, Ill. 
53 Park Place Easton, Pa. 345 W. Hubbard St. 
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UFL@UEL Ce Lai) 
the Best buy 


for your customers 





Here's another of Dart's 18 
manufacturing operations ‘hat pay 
your customers dividends in extra 
union service. Dart engineers designed 
this special machine to tap Dart 
Unions with uniformity. It's just one 
more precision operation that makes 
Darts able-bodied. Long, clean, sharp 
threads have exceptional resistance to 
distortion. 

Heavy bodies of air-refined malleable 
iron of high tensile strength . 
precision tapped . . . and two bronze 
seats precision machined and ground 
to a true ball joint make Darts the 
best unions money can buy. 

These and other features found only 
in Darts make them cost more to 
make . . . higher-priced—more profita- 
ble to handle—why they have nation 
wide sales acceptance. Write for 
Dart's deal today. 








E. M. DART MANUFACTURING CO. 


PROVIDENCE, R. 1]. 


Sales Agents: The Fairbanks Company, New York 
and all branches. 
Canadian Factory: Dart Union Company, Ltd 


Toronto, Canada. 
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iron 70-100, malleable iron 80-90, 
ordinary brass and bronze 200-300, 
high-tensile bronze 70-150, Monel 
metal 40-50, slate, marble and stone 
15-25, aluminum and its alloys 200- 
300, magnesium and its alloys 250- 
400, Bakelite 100-150, wood 300-400. 

Carbon-steel drill speeds should 
be only 40 to 50% of these. Speed 
is governed by size of drill and re- 
action of material. Starting feed 
is usually 0.001 to 0.002 inch per 
revolution for drill smaller than } 
inch, 0.002 to 0.004 in. for drills } 
to 4 in., 0.007 te 0.015 inch for 
drills 4 to 1 inch, and 0.015 to 0.02& 
in. for drills larger than 1 in. di- 
ameter. 


Trouble Shooting 


If the drill chips out at the cut- 
ting edge, the answer is too heavy a 
feed or too much lip clearance. If 
the drill splits up the web, feed is 
too high for the given lip clearance. 
Decrease feed, increase lip clear- 
ance, or do both. Insufficient lip 
clearance at the center also often 
causes splitting up the web, Fig. 
2g. When extreme outer corners 
of cutting lips wear away too rap- 
idly, speed is too high. If the drill, 
cutting cast iron, tends to wear 
away its margins, speed is too high. 
A carbon drill in cast iron should 
not turn faster than 50 feet per 
minute, with feed from 0.007 to 
0.015 inch per revolution, depending 
upon hardness of the metal being 
drilled. 

In general, higher speed and 
lighter feed are the best combina- 
tion. Too high a speed simply 
burns an edge, but too high a feed 
may break the drill. It is simplest 
to test for speed by starting at a 
guess, then increasing until the cor- 
ners of the drill begin to wear 
away. Speed should then be low- 
ered one notch. 

Often, even when the drill is 
working properly, it does not cut. 
The answer may be in the material. 
For example, if the cutting lip of 
a drill is burnt, it is possible and 
probable that the drill is hitting 
a hard spot in the material. Such 
spots must be chipped away, or the 
drill lips aided by liberal swabbing 
with turpentine. In hard material, 
turpentine or kerosene may be 
used. 


When rake angle is high and a 
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heavy feed is to be carried, some- 
times chipping can be avoided by 
grinding off ever so little the sharp 
cutting lips. Such a point is also 
good for drilling brass where 
heavier feeds are the order of the 
day. In such drilling, paraffine 
oil is the preferable lubricant. 
Here are cutting compounds for 
other metals: For hard and refrac- 
tory steel—turpentine, kerosene, 
soluble oil. For soft steel and 
wrought iron—lard oil, soluble oil. 
For malleable iron—soluble oil. For 
brass—dry, or a flood of paraffine 
oil. For aluminum and soft alloys 
—kerosene, soluble oil. For cast 
iron—work dry or use a jet of com- 
pressed air. 


Small-Hole Drilling 


A great problem in drilling small 
holes at production rates is to avoid 
drill breakage through punching 
and sticking through the opposite 
side of the workpiece. Hand feed 
only magnifies the trouble. Speed 
is often too low. In making wool 
combs, for example, thousands of 
holes down to 0.013 inch in diame- 
ter are drilled through 7/16-inch 
plate. Drills for this work are care- 
fully ground, then honed, and run 
at 20,000 r.pm. When diameter 
is actually the minimum, 0.013 inch, 
the drill runs at 30,000 r.pm. But 
in most cases, small drills run at 
less than a quarter of their proper 
speed. 


Automatic Drilling 


Most automatic drilling is done 
under a flood of lubricant. High 
speeds and light feeds are recom- 
mended unless holes exceed four 
drill diameters in depth. Drills 
should be ground to give a small, 
compactly rolled chip that will hang 
together and feed its way out of 
the hole. If the drill works prop- 
erly, but the hole is rough, the 
drill is dull. 


Drills with Tangs 


It is a common belief that the 
tang on a drill should drive the 
drill. Aithough the tang can carry 
a portion of the driving strain, the 
majority should be carried by the 
taper fit between drill shank and 
socket wall. Sometimes through 
use of faulty drills, the socket be- 











ARE YOU ONE OF THE SKF DISTRIBUTORS 


N THIS PICTURE? 


Se a ee, 
os Oe ow 











Hartford, Conn., 1924 


Tics IN 1924, a group of SKF TRANSMISSION 
DISTRIBUTORS and members of the SKF sales 
personnel met to discuss their mutual problems. 
Today, most of these DISTRIBUTORS are still SKF 

BEARINGS DISTRIBUTORS. For 13 years, these veterans have 
ALL TYPES AND SIZES been on the firing line, and for 13 years they have 





shown increasing profits with the SKF line. 


Correct design ...a wide range of types and sizes... 
sound merchandising policies .. . capable engineering 










assistance .. . national and trade paper advertising are 
a few of the factors that not only attract but hold SKF 
DISTRIBUTORS through the years. SKF INDUSTRIES, 
INC., Front Street and Erie Avenue, Philadelphia, Penna. 


3856 


e Universal Pillow Block « Knee Type Blower Box « Type SP Pillow Block « Drop Hanger e SA Type Pillow Block 


MILL SUPPLIES © MAY 1937 157 








UNCOMMON 





QUALITY 
at a SAVING 


Triplex produces a complete line 
of finished Cap Screws; hardened 


Set Screws; 


Carriage, Machine 


and Lag Bolts: Step, Plow, Culti- 
vator and Stove Bolts; Hot Pressed, 
Cold Punched and semi-finished 
Nuts. 
You'll find Triplex a better source 
of supply. 





Triplex Car- 
riage Bolts— 
true squared 
under the head, 
they fit snug. 
Electric heat- 
treated, 
quenched in 
rust - preventing 
oil. 





Triplex Stove 
Bolts—Made to 
specifications 
adopted by 
Stove and 
Heater Manu- 
facturers, true 
heads, deep 
slots, precision 
threads — 
washed clean 
and bright. 


Send for samples, 
latest price list. 


Triplex Cap 
Screws —Full 
finished, preci- 
cision made. 
Shaved top and 
bottom of head, 
washer’ faced, 
burnished sur- 
faces, clean cut 
threads. 





Triplex Machine 
Bolts — perfect 
heads, cut or 
rolled = threads. 
Electric heat- 
treated for ten- 
sile strength, 
quenched in 
rust - preventing 
oll, 





catalog and 


THE TRIPLEX SCREW CO. 


5307 Grant Ave., Cleveland, Ohio 


IPLEX 


CAPVAND SET SCREWS, BOLTS AND NUTS 


comes multilated, or the drill shank 
itself becomes nicked, and the drill 
and socket fail to go together prop- 
erly. That usually means a broken 
drill or tang. 

Tangs should be checked periodi- 
cally to see that they are not 


| twisted or battered. Also sockets 


| and shanks should be cleaned off 
| before inserting in the drilling ma- 
chine, and drills should not be 


| 
\than a lead-faced hammer. I re- 
| 


|member trying to do the job with | 


|a machinist’s hammer—result, a 
| broken tip and steel splinters in 
my eye. Work and machine should 
| be solidly and rigidly set, and all 
| lost motion in spindle or drive 
| should be taken up. Drills should 


always be removed from sockets by 
drifting with a drift. File ends of | 


wedges simply cause trouble. 
Data included in this article 


were taken from the Engineering | 
Bulletin of the National Twist Drill | 


& Tool Co. and from the “Handbook 
for Drillers” of The Cleveland 
Twist Drill Co. 








(Answers to questions Propounded 
on page 78) 








1. Hoists for lifting and lower- 
ing, trucks or trolleys for moving 
and cranes and conveyors for han- 
dling a continuous flow of materials 
between points. 


2. Differential, spur-geared and | 


screw-geared. 


3. Differential, 35%; screw- | 


geared, 40%; spur-geared, 85%. 

4. Differential gear is simplest, 
spur-geared is most used. Differ- 
ential is simplest, cheapest and 
lightest, but its low efficiency makes 
its use for long lifts questionable. 
Screw-geared take about as much 
effort to lift a load as the spur- 
geared, but take twice as long. 
Other data on hoists can be found 
in MILL SUPPLIES for July, 1935, 
pages 10 and 11. 

5. Rod and plunger, and sheet 
| packing. 

6. Asbestos, flax jute, rubber, 
leather, and various combinations 
| of these materials. 

7. $15,000,000 to $20,000,000. 


8. Similar to the upright, ex- | 


cept that it is smaller, and as its 
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'tapped in with anything harder | 
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How to Sell 
| Industrial Supplies and Equipment 


Keep your customers _ in- 
formed on new and important 
products ... how to secure the 
greatest service from the tools, 
supplies and equipment they 
buy from you .. . and you 
won't have to worry about get- 
ting your share of the supply 
business in your territory. 


Your best sales approach is 
in giving your customers reli- 
able information on _ product 
- ideas that will 
help effect production and 
maintenance economies 
speed-up production. 


applications . . 


The easiest way for you to 
assemble this information is to 
read MILL SUPPLIES. Over 
5,000 of the country’s leading 
supply men subscribe to MILL 
SUPPLIES to secure a monthly 
review of new product develop- 
ments ... sales tips ... news 
of the trade. It is the trade 
paper of the supply business. 
If you are not now a subscriber 
you are missing a real bet... 
profitable sales tips. 


The regular subscription price 
is $1.00 per year— but where 
4 or more subscriptions from 
the same supply company are 
sent in a special half price of 
50c a year each applies. 


Why be without this valuable 
service when the cost is so 
small? Most of your competi- 
tors read MILL SUPPLIES ... 
why let them get an edge on 
you? 


MILL SUPPLIES 


A McGraw-Hill Publication 


330 West 42nd Street 
New York, N. Y. 

































ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 


Me 


Petroleum World 
by Wi chwire Sp ! ' Rock Products 


8O PAGES 


of valuable, casy reading 
information on how to 
make wire rope yield 


National Engineer 
longer service through 


Oil Weekly 

proper selection and care Cee eeaaeeeen al a Buildings & Building 
when in use. Not one line wie wnyfcce Lg om Eo santosh “Kaew Management 

of advertising. If you have an e . complimentary copy of your sew wire er Iron Age 

not already made your Your Ropes Skyscraper Management 
request, fill in the coupon Nar Pit and Quarry 

selow and receive 4 Fier Western Construction News 
omplimentary Copy. iT i re. Pacific Road Builder and 
WILL SAVE YOU MONEY. ity 


Engineering Review 


In addition to a comprehensive national 
advertising campaign, Wickwire Spencer offers all its Wire Rope distribu- 


tors a cooperative advertising plan that directs rope users specifically to 
them. Write today and learn about this plan. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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rial can make it. 


derricks, etc. 


prompt service. 








CHAIN 


that links 
SALES 


and 


SERVICE 


Sixty-four years of high grade 
manufacturing have forged a 
strong link between Taylor Chain 
and profitable sales for Distribu- 
tors. Taylor Chain is as perfect 
as modern scientific manufactur- 
ing processes and the finest mate- 


Distributors can sell Taylor Chain 
on its long established reputation 
for performance and service. In- 
dustrial plants everywhere are 
prospects for this chain, a few of 
which are: foundries, machine 
shops, contractors, quarries, steel 
plants, factories of all kinds or 
wherever there are jobs for cranes, 
There is a great 
opportunity for good profit mar- 
gins in selling Taylor Chain. Send 
us your orders—we will give them 


"Best by Test Since 1873" 


S$. G. TAYLOR 
CHAIN COMPANY 


HAMMOND, IND. 
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TRADE MARK REG.US. PAT OFFICE 


STEEL BELT LACING 





GREAT 
STRENGTH 

















FLEXIBILITY 























PROTECTION OF 
BELT ENDS 








SMOOTH ON 





ee 71 


3,455,532 per 
carrying the story of Gen- 
uine 


BELT LACING to the user 


S. le 


earefully selected 
publications with a 
total circulation of 
issue are 


ALLIGATOR STEEL 
throughout 1937. This 


is part of our consistent 
long-time merchandising 
program. 

Sales of ALLIGATOR STEEL 
BELT LACING are profit 
sales for the jobber and the 
stock turnover is rapid. 


yy 
Vanufacturers 


FLEXIBLE STEEL LACING CO. 





name implies, it is set up on a 


| bench. Usually only small-diame- 


ter drills can be driven, and they 
are gripped in a chuck rather than 
being held with a standard Morse 
taper shank. 

9. In addition to drilling, 
most drilling machines also do 
reaming, tapping, counterboring, 
countersinking, spot facing, mill- 
ing, threading, keyseating and 
lapping. 

10. 118 degrees included angle. 

11. Yes, in fiber or plastics. 
The drill seems to push some ma- 
terial to one side and this closes 


| in again after the drill has passed 


through. 

12. 6 to 9 degrees for drilling 
steel, 12 to 11 degrees for drilling 
softer materials. 

13. Proper grinding of the drill 


| of the desired size. A drill ground 


improperly will cut an oversize, 
out-of-shape and ragged hole. 

(A full discussion on drilling 
machines and drills can be found 
in Mitt Suppuies for April, 1935, 
pages 10-13). 

14. A study of 176 plants shows 
the power house uses most (52%), 
followed by the general plant 
(48%). About 71% is rod pack- 
ing, the rest sheet. 

15. Badly scored, crooked, and 
irregular shafts or rods, bad vari- 


_ ations in diameter due to wear, rod 
| operating out of parallel with cyl- 


inder, vibrating shafts (in centrif- 
ugal pumps), excessive clearances 
between rod or shaft and cylinder 
at stuffing-box throat. 

16. Yes, if wrong packing is 


| used, installation methods are im- 


proper, or attempts at economy are 
made by making worn-out packing 
“last a little longer”. Details on 
packing can be found in MILL 
SUPPLIES for July, 1935, pages 
12-14. 








The New Dixie 


(Continued from Page 52) 
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| under escort and with 


trol and convince everyone that 
working and eating beat striking 
and starving. Last time some 
benevolent organizers stopped off 
here they left on the next train— 
shaking 


knees. Most of the people are 
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ARMOUR Abrasive 
Products for All Industrial Uses 


@ Your customers want abrasive products that are tough—that have 
the necessary ‘‘bite’’—that give long-lasting efficiency—and which 
first and last are economical to use! 

With the time-tested line of Armour Abrasives, engineered for 
every known abrasive requirement, your salesmen have every- 
thing the industrial user demands and expects to receive. 

Long years of experience in this exacting field gives proof of sat- 
isfaction to countless users in countless industries. 
Armour delivers exactly the abrasive product re- 
quired for the job at hand. 

Just a short note will bring you samples, price de- 
tails and our special distribution working agreement. 






Armour’ 


1867 7O 1937 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SANFRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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NATIONAL 
ACCEPTANCE 


100% Profit 
- 





EY GRAPHITE PASTE— 
K the universal sealing 
compound for all screw 
thread and gasket joints— 
has been extensively adver- 
tised for 15 years and is 
favorably known and accepted 
by maintenance engineers and 
heating contractors every- 
where. Carrying a _ better- 
than-average profit, jobbers 
and jobber salesmen know it 
for a real money-maker. 


Key Graphite Paste _ is 
officially approved by the 
Underwriters’ Laboratories 
for joint sealing on all types 
of oil handling equipment; a 
big selling point to all 
branches of the oil industry. 


There is a wide field for 
Key Graphite Paste. It is the 
leading compound for sealing 
joints in such services as 
steam, oil, gasoline, kerosene, 
acid and air lines. It’s eco- 
nomical too, expands with 
heat, remains plastic in the 
joint and is always ready to 
use. 


Sell Key Graphite Paste 
and enjoy the profits that 
result from the wide sale of 
this product that is outstand- 
ing in its field. 


= 





2621-A McCasland Ave., East St. Louis, Ill. 
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hoping it will be that way next | 


time, too. But you never can 
tell. 


Norfolk, Va.—Last year Norfolk 
was 300 years old. But they don’t 
let that keep them from going 
ahead and doing business. They 
got out a beautifully bound book 
of 350 pages and had a brief cele- 
bration, then went back to work. 
Ship builders provide’ supply 
houses here with rich and con- 
sistent business. You’ll find more 
rope coiled in Norfolk warehouses 
than in any other city that calls 
itself average. 
isn’t the whole show. There are 
200 industrial plants in the neigh- 
borhood, producing about $100,- 
000,000 worth of goods yearly. A 
distributor who has been selling 
these plants for more than a quar- 
ter-century fervently declared, 
“I’ve never seen anything like to- 
day’s conditions in all that time.” 


Richmond, Va.—Distributors in 
Richmond are not only eyeing but 
participating in the $10,000,000 
expansion program recently begun 
by the DuPont rayon and cello- 
phane plants located just outside 
the city limits. Another corpora- 
tion that is shoving more blue 
chips out onto the table at Rich- 
mond is American Tobacco. At 
the low point in ’33 Richmond had 
about 266 industrial plants. In 
’35 the number had grown to 300, 
and it was greater last year. 
Building permits last year called 
for more than twice as many dol- 
lars to be spent in construction 
as in 1935. 


The Walsh-Healy Stymie 


Some supply houses here have 
enjoyed a good business selling 


to ship yards down the river where 
Navy boats take form. News of 


plans for building up the Navy | 
is always good news to them. But | 


the Walsh-Healey act has taken 
some of the shine off the apple. 
To get government business now 
you’ve got to know all about work- 
ing conditions, wages, hours, etc., 
in the plants of your supply 
sources. Some have practically 
thrown up their hands and decided 


| to get along without government | 


business. One who has really suf- 
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The above illustrations represent a few recent 
Unit Heater sales made through one of 
AUTOVENT'S distributors, R. C. DUNCAN 
CO., Minneapolis, Minn. AUTOVENT FAN, 
BLOWER and UNIT HEATER sales are being 
made every day by many distributors 
throughout the country. Among those enjoy- 
ing profits on AUTOVENT sales are: 


The W. Bingham Company e¢ Cleveland, Ohio 
The Bostwick-Braun Company ¢ Toledo, Ohio 
F. R. Dengel Company ¢ Milwaukee, Wis 
Sam S. Glauber, Inc. ¢ New York City, N. Y¥ 
McGowin-Lyons Hardware & Supply Co 
Mobile, Ala. 

. Dilworth Company ¢ Memphis, Tenn 
*. Dunean Company ¢ Minneapolis, Minn 
lowa Machinery & Supply Company 
Des Moines, Iowa 
Frick-Reid Supply Corp. ¢ Pittsburgh, Pa 
Barrett Hardware Company e Joliet, I!! 
George A. Myers Company, Inc 
Paterson, New Jersey 
Page Steele & Flagg Company 
‘ew Haven, Conn. 
The Snyder-Bentley Company ¢ Youngstown, Ohio 
H. Channon Company ¢ Chicago, Ill 


AUTOVENT, MILL SUPPLY DISTRIBUTORS 
everywhere, we greet you! Keep pushing ‘The 
Complete Line" of Heating and Ventilating 
equipment. The months ahead are bound to 
bring new applications of every description as 
well as new profits for all of us! 


AUTOVENT FAN & BLOWER CO. 


1817-23 N. Kostner Ave. Chicago, Illinois. 
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BONNEY 
TOOLS 


are the finest 
money can buy 








ANOTHER BONNEY PROFIT-MAKER 


Bonney 1020 Series ‘CV’ Engineers’ Wrenches are 
drop-forged from toughest Bonney ‘CV’ Chrome- 
Vanadium Steel and Chrome-plated. They’re thinner, 
lighter, longer, stronger. Write for details and Cata- 


log “IW” showing complete line of Bonney Tools. 


BONNEY FORGE & TOOL WORKS 


Allentown, Pennsylvania 


Gx") 














A LABEL THAT MEANS PROFIT-DOLLARS AND 
NEW CUSTOMERS FOR YOU 


The label appearing on any one of the Wilbur & Williams paints... 
Bondlite . . . Totalbrite . . . Totalume . . . Caustic Bond . . . means 
profit-dollars to you. These Big Four of the Wilbur & Williams line 
solve most all the tough painting probl They're “ncturals” in the 
industrial field. The ease of application . . . economy and long wear- 
ing qualities build good-will and new customers. 





It is not necessary to make a large investment or to tie up a lot of 
your money in inventory. Only a few gallons of Wilbur & Williams 
paints afford an adequate stock. The oil base paint . . . Bondlite 

- can be mixed for flat or eggshell finish and tinted any color. The casein paint 
- - » Totalbrite . . . mixed with water is also easily tinted. One can of paint takes 
the place of several (Less stock for you to carry). Our jobber policy and merchandis- 
ing plan will interest you. 





Use this chart to solve your customers 
Paint Problems 


Our ‘‘Gain-More-Business’’ Offer 


We know Bondlite is good. We want you 
to prove it to your customers. Here's our 
offer... place four gallons of Bondlite — 
with a customer, let him try one gallon, if 
he is not satisfied have the three unused 
gallons returned and cancel his bill. We 
will credit you for the gallon which has 
been used. You lose not a penny. This 
fair and square offer will gain new cus- 
tomers. Let us give you complete infor- 
mation about the plan. . . . write today. 





when 
you want to paint 
“s over ‘calcimine and whitewash 
* over water stains 
me) es ee 
* over outside masonry 
*to prevent rust 


«to avoid paint furnes 


« to cut paint costs in half 


«to protect metals under wat 


+ to hide in one coat 
NEW YORK 


THE WILBUR & WILLIAMS CO. AND SAN FRANCISCO 


PARK SQUARE BUILDING, BOSTON, MASSACHUSETTS 
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fered said, “The tough part about 
this law is that it favors the north 
where wages are _ necessarily 
higher than down here. Up there 
you pay a man 80 cents an hour 
because he needs it for living ex- 
pense, and you can afford it. In 
the south, away from both raw 
materials and distribution centers, 
we can’t afford to pay so much. 
And if we could afford it and did 
pay it, it would be so far above 
the worker’s living requirements 
that we’d only see him three days 
a week.” Mr. Walsh and Mr. 
Healey are in bad odor around 
here—and so is their law. 











Selling the 
Helmet Boys 
(Continued from page 55) 








self, from the standpoint of self- 
protection, to enable him to keep 
up with the competition by reduc- 
ing his costs. This is true also of 
the custom shops. What were once 
job blacksmith shops have been 
forced into heavy welding. 

One class of trade, however, 
seems to be passing. That is the 
one-man set up where the mechanic 
bought a welding outfit and set up 
a strictly welding shop. It is get- 
ting harder for him to make a go 
of it, since welding has become the 
almost universal adjunct of the gen- 
eral machine shop. On the whole, 
this has perhaps been better for 
the welding industry. The small 
special shop when it had everything 
its own way did, and perhaps was 
entitled to, charge all that the traf- 
fic would bear. With the almost 
universal acceptance of welding, the 
prices are now gaged more nearly 
in proportion to the value of the 
equipment being welded, putting 
welding on an economically sounder 
basis. 

No one needs to be told of the 
extent to which welding and cut- 
ting operations have grown in the 
past ten years. Fabrication meth- 


| ods of many well-known products 


have been changed. New products 
have also been designed and are be- 
ing manufactured on a large scale 
that would never have been possible 


| by the older methods of casting, 


forging and riveting. 
The field for the industrial spe- 
cialist is still increasing. But the 
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that will help you sell 
Kennedy Standard Iron-Body 
Leuteasd Gate Valves 
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ETAL that is 50% stronger than ordinary 

cast iron; provisions for speedier connect- 
ing up to pipe lines, easier manipulation of hand- 
wheel and more convenient repacking; and thor- 
ough protection against destructive influences— 
these are some of the extra values in Kennedy 
Standard Iron-Body Wedge Gate Valves. 


Each of the other types in the large Kennedy 
line, too, has many refinements of design that will 
win the approval of your customers and assure 
repeat orders for you. Kennedy products include 
gate, globe, angle and check valves in bronze and 
iron body, for a wide range of pressures; and also 
cast-iron flanged fittings and flanges, malleable iron 
and bronze screwed fittings. 


Kennedy Valves and Pipe Fittings are sold only 
through supply houses, and the two large Kennedy 
plants and conveniently located warehouses provide 
prompt attention to your orders. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 
CY VES with extra Value 
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Ever See The 


“MISSING LINK? 


We're not testing your knowledge of anthropology. 
We're simply calling to your attention a very useful 


“missing” Link, used for joining or repairing heavy- 


duty Chains. 
actually nothing 


McKay Chuiin line. 


“missing” 


When you get down to cases, there’s 


from the very extensive 


Everything's there—and every- 


thing's A-No.1 in quality—because of “McKay’s 50 


years of knowing how.” 


For quality Chain, better line up with . . 


THE McKAY COMPANY 


McKAY BUILDING 


PITTSBURGH, PA 





Formerly U.S. Chain & Forging Co 


ye O U *y E CUSTOMER INTEREST 











Saves on— 


Daily Oiling Time 
Cost of Lubricant 
Replacement Costs 
Power Losses 


Time Losses 











CHICAGO PULLEY & SHAFTING CO. 


19 No. Desplaines St., 
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MAKE 
PROFITABLE 
SALES WITH 


DAGGETT 


LOOSE PULLEYS 


Sales will be the natural result 
when you point out the advantages 
of Daggett Ball Bearing Loose Pul- 
leys to your customers. The su- 
perior saving qualities will appeal 
to plant managers interested in 
efficient, economical plant operation. 


Our engineers are ready to give 
you the benefit of their experience 
in assisting you with your sales 
problems. Many responsible Mill 
Supply men are now handling Dag- 
get Pulleys. You can do the same 
and profit thereby. 


Let us tell you 
how. 





CHICAGO, ILL. 
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field is even wider, going beyond 
that of most industrial supply lines. 
Ranchers and large farmers are 
taking up welding. Repairs on 
farming equipment can be made 
without delay or trips to town, 


| New gadgets and devices may be 


made up to suit the farmer’s indi- 


| vidual tastes and requirements. 


The Contractor's Friend 


Welding has been a life-saver to 
contractors on dams, irrigation 
works, highway construction, tun- 
neling, bridges, etc. in out of the 
way places all over the country. 
Some of their shops far exceed in 
size and consumption of materials 
the average city shop. While they 
buy in great quantities new heavy 
equipment—power shovels, Cater- 
pillar tractors, bulldozers, trucks, 
buggies and carry-alls, scrapers, 
hoists, cranes, etc.—such has been 
the change in fabrication of these 
machines that the contractor a hun- 
dred miles from nowhere seldom 
needs to wait on broken down ma- 
chinery parts as he did formerly. 
Now they are so made that he can 
get into them with a torch and 
take out a broken or worn part and, 


| by welding, fabricate a new one to 


| take its place. 


Some of these field 
shops can fabricate practically a 
whole new machine on the spot. 
Such classes of trade—rural and 
contracting — while possibly not 
warranting concentration, do help 
round out the salesman’s territory, 
especially in parts of the country 
where cities and towns themselves 
are more widely separated. A big 
road building contract may keep 


| a contractor’s shop in one place for 
| six months to a year; a large dam 


or bridge several years perhaps. 
The salesman can then plan his 
trips to take in these projects from 
the points on his regular routes 
from which they are most acces- 
sible. 


Sales in welding equipment, even 


| rods and accessories, can seldom be 


picked up on first calls. The cus- 
tomer is obtained after consistent 
cultivation, frequently over a long 
period of time. This is particularly 
true of the prospect who does not 
employ welding and must be shown 
that savings in operation costs can 
be made. 


A case in point is that of a log- 
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IN RUBBER 
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THE FAMOUS 
‘ATLAS" 


MANUAL FREIGHT CAR MOVER 


Again greets you at the convention. Like the 


Associations represented, the "ATLAS" has been 
serving the distributors for many years and it 
has long ago passed its experimental stages. 


lt is the accepted leader in its field as 
has been proven in all comparative tests. 
It offers you an opportunity for profitable 
sales to completely satisfied customers. 


APPLETON-ATLAS CAR MOVER CORP. 


2947 No. 30th Street, 
MILWAUKEE, WISCONSIN 


(Formerly—Appleton Car Mover Co., 
Appleton, Wisconsin) 


Power e Speed e Perfection 
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DE-STA-CO Arbor Spacers for 
milling machine arbors—in the new 
cellophane package—bring added 
profits to the Dealer. 


Complete stock takes but little space, 
and requires only a small outlay. . . 
Properly displayed these spacers sell 


themselves . . . Customers who come 
in for other items buy them. . . Sales 
are increased ... Dealer profit is gen- 


erous—full dealer co-operation. 


Standard packages contain 25 spacers 
of assorted thicknesses, retailing at $1. 


Write now for dealer’s proposition. 


DETROIT STAMPING CO. 


ESTABLISHET 





3439 W.FORT ST. DETROIT, MICH. 
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NO REPAIR SHOP 
CAN AFFORD TO BE 
WITHOUT THEM! 





SHIM STOCK 


IN HANDY CARTONS 


Simply pull the thin shim stock through 
the slot and cut it off!" 


These handy cartons of thin brass or 
stee! shim stock will save time and 
trouble AND PREVENT WASTE in every 
tool room, maintenance and repair shop. 
Precision shim stock . . . thicknesses from 
001” to .015”; strips 6” x 100”. 

(Shim brass and steel! also supplied in 
rolls 6” wide and sold by weight.) 

SOLD THROUGH MILL SUPPLY HOUSES 


A complete line of shim stock 
and arbor spacers 


LAMINATED SHIM COMPANY, 
| LONG ISLAND CITY 


INC. 





NEW YORK 
743 
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| ging concern operating on a consid- 


erable scale. It was a father and 
two sons concern, the father espe- 
cially being a gruff sort of indi- 
| vidual, though really a diamond in 
the rough. The father looked after 
the woods end, one son after the 
| business end, and the other son 
| after the equipment and upkeep. 
| The last mentioned man had been 
convinced that an are welding 
| equipment would save them a lot, 
| but it was a long time before we 
could get past the other son, there 
being some friction between the 
two. Finally, an are welding ma- 
| chine was sold to the equipment 
man, simply by convincing him that 
if it caused too much family fric- 
tion he could easily take the ma- 
chine and branch out for himself 
into a profitable welding business 
| in the nearby town, a real oppor- 
| tunity existing there at the time. 
Sure enough, it worked out that 
way, the brothers finally agreeing 
_ to disagree and the equipment man 
going into the welding business. 
This was well enough for us so 
far, as it turned out that he became 
a good customer. But we expected 
more than that, for we knew that 
the welding machine had been at 
the camp long enough to make its 
| presence felt, and that sooner or 
| later a hurry-up call was going to 
come. 

In the course of a few weeks it 
did come in the form of a cryptic 
communication from the son in the 
office. “Something is up. You had 
better get here quick.” Arriving at 
the camp, we called at the office, but 
still he would not tell us what it 
was. “Go and see the old man,” 
he said. “He is up in the brush 
and he’s red headed, bare headed 
and bull headed.” 

After a breath-taking climb, we 
sighted him, guided by a barrage of 
loud and picturesque language. As 
soon as he caught sight of us he 
yelled: “You didn’t get here any 
too soon. I am a logger and I 
don’t care to know a blankety blank 
about anything else. But I can’t 
get out logs any longer with this 
blankety blank equipment without 
one of your blankety blank welders. 
Get it here and get it here quick.” 
That was all the selling we had to 
do. Climb up, get the order and 
climb down. 

Like the grocery business weld- 








l- 








@ In selling drills, the salesman needs to know ALL the 
information concerning his customer’s drill problem before 
he can be sure of suggesting the right drill for the job. 


In buying drills, the buyer wants COMPLETE facts before 
he can buy with confidence. Be sure, therefore, to ask him 
for all the information desired under the heading “Sugges- 
tions for Ordering” which will be found in your copy of 
our Catalog No. 43. 


The Cleveland Twist Drill line is COMPLETE. Complete facts, 
conveniently indexed for quick, easy reference are in your 
Catalog. For more technical data, you will find our Handbook 
for Drillers indispensable in helping your customers solve 
their drilling problems. If you haven’t a copy—send for one. 


TWIST DRILL 
COMPAN Y 
1242 EAST 49" STREET 

CLEVELAND 
TRADE MARK REG U S PAT OFF AND FOREIGN COUNTRIES 


30 READE ST. NEW YORK 9 NORTH JEFFERSON ST. CHICAGO 654 HOWARD ST. SAN FRANCISCO 
6515 SECOND BLVD.. DETROIT LONDON - E. P. BARRUS.LTD.- 35-36 37 UPPER THAMES ST.EC.4 
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BRASS BRONZE 


EVERDUR—MONEL— 
STAINLESS STEEL 


BOLTS 
NUTS 
SCREWS 


and 


WASHERS 
Thirty-six Hundred Items in Stock 


@ Complete stock of standard items and the ability to produce special 
orders quickly combine to make H. M. Harper your “logical source 
of supply” for bolts, screws, nuts, washers, and similar items in brass, 
bronze, Everdur, Monel, stainless steel, copper, and other non-corrod- 
ing metals. 


Our special order department is designed for the economical produc- 
tion of short runs. It is laid out with an excess of machinery and a 
very wide variety of special tools, cutters, dies, and fixtures. This 
setup allows us to make orders of only a few pieces of some unusual 
bolt products without unnecessary delay and excessive cost. 


Write today for catalog and details 


The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 


HOIST SAFELY 


with AL-LITE SAFETY HOISTS 


MADE OF 


ALCOA ALUMINUM ALLOY 


WITH PATENTED 


SAFETY OVERLOAD GOVERNOR 


@A high speed, spur geared, ball bearing 
hoist for all hoisting applications. 


@ Extreme light weight makes it particularly 
suited to maintenance work or any service 
where hoist must be carried about frequently. 


@ One-third to one-half lighter than ordinary 
hoists. 


6 Weatherproof for outside service. 


@ The only REAL SAFETY HOIST with a 
device which actually warns against danger- 
ous, excessive overloads, and protects work- 
men against accidents. 

@ Costs no more than ordinary hoists. 


APPLY FOR BULLETIN NO. 114 


Chisholm-Moore Hoist Corp. 


(Division of Columbus-McKinnon Chain Corp.} 


TONAWANDA, N. Y. 
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ing is ever changing. While it is 
here and has been accepted, let the 
buyer keep abreast of the times in 
his activities as time marches on. 
If he does not ask for advice, the 
can of tomatoes he bought with a 
plain label a year ago in the weld- 
ing business, may now have a violet 
colored extruded coating, and may 
be entirely unrecognizable. Where 
he had always figured that it would 
take 15 minutes for them to stew, 
the well-informed may tell him that 
it can be accomplished in 6? min- 
utes, thereby saving the cook’s 
time and possibly eliminating sev- 
eral additional headaches, because 
the process has been made prac- 
tically foolproof by these new 
rods. 


Anti-Headache Squad 


This foolproofing started way 
back where they first began to draw 
and coat the wire. We distributors 
simply pass the word along from 
time to time that at last the indus- 
try offers the welding fraternity a 
rod for a nominal sum that will 
remove headache No. So-and-So. 

Manufacturers of rods and equip- 
ment have the situation well in 
hand today, usually in advance of 
the trade’s demands. Our problem 
is to have their products available 
and keep our customers informed 
that a certain rod No. X, if applied 
at so many amperes under certain 
welding conditions will make a per- 
manent bond, stronger than the 
parent metal and having greater re- 
sistance to corrosion or abrasion, 
whatever the particular welding 
problem may be. As we said in 
the beginning we say again, serv- 
ing the welding industry is really 
no impossible job. The real weld- 
ing expert is to be found in every 
shop we visit. He is the fellow 
who tells us. 








BY GOSH, HE’S HUMAN 


(Continued from page 47) 








Avoid discussion of your competi- 
tors. Remember the old sayings, 
“Every knock is a boost” and “Si- 
lence is golden.” After all, the 
good and bad points of your com- 
petitors are well known to the p.a. 
through his contacts with them. 











Get your share of profits from Quaker’s steadily mounting sales 


A complete, easy-to-sell line of quality mechanical rubber 
goods .. . abreast of every scientific advance in rubber proc- 
essing technique . . . experienced executives alert to maintain 
Quaker’s enviable 52-year reputation for outstanding service 
to industry . . . thousands of satisfied customers everywhere. 

That's why Quaker Steps Ahead into the busiest period in 
its history—and why it will profit you to STEP AHEAD WITH 
QUAKER, NOW, by investigating the Quaker franchise and 
policy of Distributor protection. A letter will bring the facts! 


QUAKER CITY RUBBER COMPANY 





oe ak 

PHILADELPHIA — 

NEW YORK CHICAGO SAN FRANCISCO Quality” 
Manufacturers of Mechanical Rubber Goods 





QUAKER CITY DISTRIBUTORS HELPED BUILD THE QUAKER CITY PLANT 
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SATISFACTORY PERFORMANCE 





LEADS TO FUTURE SALES... 





VALLEY witt TELL You HOW 





DUTY BENCH GRINDER 








Type 15 AL 
H.P. 


6"x%" Wheel 


NEW VALLEY BALL BEARING HEAVY 


Single phase—repulsion induction—not 
split phase—oversize ball bearings— 
heavy shafts—wide wheels—tool rests 
adjustable to wear of wheel—complete 
with cord, plug, and switch and wheels. 
Three phase motors can be supplied. 


In industrials where ac- 
curacy and performance 
count, there you will find 
Valley Grinders. Distribu- 
tors should _ investigate 
this potential sales mar- 
ket. Those who have are 
realizing profitable results. 
Valley Grinders are Valley 
powered—driven by Valley 
motors. Every unit is built 
to a single high standard 
of quality and the Valley 
reputation for complete 
satisfaction in service is 
your assurance of future 
sales. 






Let us give you prices and 
data on our complete line 
of Valley Grinders. 


VALLEY ELECTRIC 
CORPORATION 


4221 FOREST PARK BOULEVARD 
ST. LOUIS. MO. 

























VINCENT 
HUNTINGTON 


GRINDING WHEEL 
DRESSERS AND CUTTERS 


for substantial and 
ever growing profits 


Users know that Vincent-Huntington’s 
are the “best to buy" — Distributors 
have found out that they are the 
“best to sell." They are milled — not 
stamped and the "Vincent Process" 
of heat treating insures Cutters of 
the proper hardness for any service. 
You can sell them on this point alone 
— users know just how important it i; 
to have Cutters neither too hard nor 
too soft. They cut expense on main- 
tenance, repairs, and replacements 
to a minimum. 








THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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Gvery 
VINCENT 
Cutter 
Has 18 


Teeth 
Count 
Them / 


@ Speedy, efficient 
cutting 


@ Long cutter life 


@ Right cutter for 
job 





@ We also make Vin- 
cent "AA" High-Speed 
Tool Bits — another 
profitable item. Write 
for complete catalog 
sheets. 
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Confine your entire efforts to selling 
your own house and lines. 


Conduct yourself at all times so 
as to command the respect of the 
p.a. He wants to respect you. 
Whether or not he does is up to 
you. Be loyal to your own firm. 
If the p.a. criticizes the company 
you work for there are two courses 
open to you. First, if it seems that 
there are grounds for his criticism, 
tell him that you’re sorry the con- 
dition exists and will take it up 
with the management and have it 
corrected. Second, if you think his 
criticism is without reason, courte- 
ously tell him so, and point out to 
him your reasons for thinking so. 
There is a time when merely being 
agreeable does not pay dividends. 

The p.a. wants your service more 
than anything else you have to sell. 
Don’t lose sight of the fact that the 
service your firm renders saves your 
customer both dollars and head- 
aches. Don’t leave the impression 
that you are just another order- 
taker. Thank the p.a. for his busi- 
ness, whether it is large or small. 
Make inquiries as to how you can 
do a better job of servicing his 
plant. Ask for suggestions. He’ll 
appreciate that attitude. 

Finally, build your relationship 
with him on a long term basis. 
Make it one that wears well. Above 
all, be honest in every transaction. 
There may be times when your 
competitor will have an item that 
is better for a particular applica- 
tion than the one that you have. 
If you know this to be the case, be 
honest, and give the p.a. the correct 
advice. He will appreciate your 
honesty, and you will lose nothing 
in the long run. 

That is your purchasing agent 
as I see him, and as he can be seen 
by anyone who will study human 
nature. We don’t pretend to be 
miracle men at Stacy’s, but we pro- 
ceed on certain fundamental prin- 
ciples which we think are sound 
policies in supply selling. At the 
very center of every target on 
which we train our sales guns is 
the purchasing agent. We believe 
in rendering to Caesar the things 
that are Caesar’s. Certainly the 
p.a. has a right to expect that all 
sales efforts be directed first at 
him—and a right to be treated as 
a human being, which is just what 
he is,—no more, no less. 















—“y 


eBER HEELS.. 


..Wire Rope Resists Fatigue 


@ Rubber heels very effectively reduce the 
strain and internal muscular stress of walking. 
They help you resist fatigue. 

The preforming process very effectively re- 
duces the internal torsional stress from within 
the wires and strands of wire rope. This reduc- 
tion of stress and strain helps preformed wire 
rope resist fatigue—and therefore it lasts longer. 


But not only does preforming tend to elimi- 


nate internal torsional stress, but it makes 
a rope that is flexible and limber, easy to 
handle, and one that resists kinking. Preformed 
rope requires no seizing when cut. It splices 
easily, runs true and spools perfectly. For many 
jobs preformed rope will give you much 


greater dollar value. Ask us to send you a 





sample of preformed rope. It will come to you 


without obligation or salesman’s “follow-up.” 


LICENSEES UNDER PREFORMED WIRE ROPE PATENTS 


Educational Bureau ® 


520 North Michigan Avenue e 


Chicago, Illinois 


C2, when PREFORMED 





PREFORMED 








for SAFETY + ECONOMY - EFFICIENCY 
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Grinder 


1 A new grinder, No. GR7 of 

this manufacturer, has been an- 
nounced for a multitude of uses. It 
can be used free hand to grind dies, 
remove burrs on small metal parts, 
remove flashing on die castings, and 
to carve wood. With a lathe holder it 
can be used to true up lathe centers, 
and for shallow internal and exter- 
nal grinding of work held in the lathe. 


= 
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With other attachments it can be used 
to grind small tools, and to tool out 
wood or non-ferrous metals. The ma- 
chine is powered by a 1/7 hp. univer- 
sal motor. It has large ball bearings, 
aluminum alloy housing, and a }-in. 
chuck that holds grinding points, 
drills, rotary files, arbors for wheels, 
and adapters for points with shanks 
as small as yy in. Packed in a wooden 
box with six grinding points, a tube 
of grease, and a wrench. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, superintendent, and foremen.— 
The R. L. Carter Division, The Stan- 
ley Works, New Britain, Conn.— MILL 
SUPPLIES, May, 1937. 





Buffers and Polishers 


9 Buffing and polishing machines 

in several sizes from 3 to 25 
hp. have just been announced with 
the motors mounted externally, be- 
hind the machines where they do not 
interfere with operation of the unit. 
The motor provides a variety of 
speeds, regardless of the electric cur- 
rent available, through the use of 
a V-belt drive. Other advantages 
claimed are greater flexibility, ready 
substitution of a different motor, and 
general refinements in construction. 
Spindles are of one-piece, made of 
special spindle steel, and when neces- 
sary, heat-treated. Bearings in the 








in. We do the rest. Send coupon to 


Name 


Address 








NEW PRODUCTS MEAN NEW PROFITS 


For more information just check off the numbers of the new products you are interested 


MILL SUPPLIES (5), 330 W. 42nd St., New York, N. Y. 

| would like further information about the following products: 
I—; 2; 9; eT; 

15—; 16—; 17—; 18—; 19—; 20—; 21—. 


. Company . 


8—; 9—; 10—; II—: 12—; 13—; 14; 


City & State 
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MARVEL SAWS 


°e?4a complete line 


¥ 


s 


pate 6a 
No. 2 Hack Saw ial 
Adjustable Stroke. 6''x6" y 
No. 1 Hack Saw Capacity on long stroke : - 
4'"'x4" Capacity. Gen- Spring Pressure Feed. é «K > - Pe 
: eral Utility. Dry Cut- Single Speed. = >. » 
ting. Spring Pressure or 
Feed. Single Speed. No. 48 Hack Sow Me fY 
High Speed. Moderate << 


Duty. Plain Bearing. 6" ~ 4 
x6" Capacity. Friction 


Screw Feed. Single, 2- 
Sell speed, or 4-speed. 


. No. 6 Hack Saw 
All-Ball - Bearing. 
lieavy Duty. High 
Speed. os 


Capacity. Combin- 


! 
a) 


Positive-and- 


High Speed Edge Fre sil sed 
HACK SAW BLADES 


Wherever metal is sawed you will find MARVEL 
Sawing Machines—80°, of the small dry cut- 
ting shop saws in use are MARVELS; in the 
modern production line you'll find the MARVEL 
6A and 9A; the MARVEL No. 8 is standard 


equipment in the complete Tool Room; and me. OA, tnd, Soe 


Full Automatic Bar 


the MARVEL 18 has proved indispensable Feed. 6''x6" Capacity. 


Combination Positive- 
where sizes are large and steels tough. There i ae wate 
is no name stands with P ‘ome 
MARVEL in metal saw- 
ing and no blade can 
compare with the un- 
breakable MARVEL 
High-Speed Edge Hack 
Saw Blades for fast =—e 

H H All-Boll-B: ing. Heav 
—s, long - and Duly. High Speed 0" 
ow cutting cost. ee Soe 

. Tough Alloy Steel Back Friction “Screw so 
2. Integral Weld Single speed or 4-spee 
Me. 18 Neck Saw 3. Senulan 18% Tungsten 

“The World's Giant.” High Speed Cutting Edge 

Capacity 18" x 18" Hy- 

dravlic Feed. All-Ball- 

Bearing. ‘‘Roll-stroke” 


blade action. Swivels 
to any angle. 


No. 9A Hack Saw 
Full Automatic Bar 
Feed. 10'' x 10°' Capac- 
ity. Combination Posi 
tive-and-Friction Screw 
Feeds. Single speed or 
4-speed. 


No. 8 
Band Sow 

Universal Band 
Sow. Capacity ‘iis Load 
18x18", Power é : 
Feed to Carri- 
age Tilts to cut 
all angles. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
fed iter Ucie) U.S. A. 
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KEEP STEP with Stainless Steel Developments 


GUYMD vatves 


mean New Profits for You! 


designed exclusively for the use of corrosi isti 





W:.: industrial acceptance of “ Aloyco” valves and fittinys 








? tot 





where tough valve and fitting problems are the general rule. 





catalog and price list today. 


Alloy Steel Products Co. 


1500 WEST ELIZABETH AVENUE «+ LINDEN, N. J. 
Representatives and Distributors in Principal Cities 


“Only organization specializing exclusively in manufacture of valves and fittings of corrosion- 


resisting alloys. 


materials is valuable to you. We offer the most complete line of 
cor r g valves, fittings and pipes available from any 
single source. They are daily rendering efficient service in planis 


It is Aloyco’s policy to cooperate with distributors. Valuable 
sales aids will be placed at your disposal. If you do not handle 
our high quality line, it will pay you to investigate. Several 
valuable territories are still available. Write for full information, 








THIS LITTLE WINCH 





new machines are all oversized, and 
mounted in close proximity to the 
wheels. Each inner race is securely 
locked to the shaft without the use of 
sleeves or bushings. They are pro- 
vided with labyrinth seals to exclude 
dust and grit. Oil chambers are of 
liberal size, and each bearing has a 
filler, oil-level, and drain. Bearing 
housings have full length keyway on 
top of column, and both spindles and 
bearing housings are removable as 
an integral unit without disturbing 
bearings. The machines are made 
with either one or two spindles, and 
with single or double motor drive. The 
model illustrated is a two-motor, two- 
spindle machine. Primary buying of- 
ficials to be contacted in introducing 
this product are plant manager, chief 
engineer, and superintendent. — The 
Hisey-Wolf Machine Co., Cincinnati, 
Ohio—MILL Suppiies, May, 1937. 


Trailer Safety Chain 




















| | ite REAR a CAR fais 

is A REGULAR HANDY | - 
3 A special safety chain, which 
serves aS an emergency connec- 


It’s a sturdy machine 
—to lift or pull, to 
raise a door or lower 
a basket of material, 
or to move a car. 


It’s so simple that a 
boy can safely operate 
it. So inexpensive 
that anyone can buy 
it. So well built that 
twenty years won't 
wear it out.... You 
get the inquiry—we'll 
help you close it. 





Sold Through Mill Supply Houses Everywhere 


ROBBINS & MYERS we. 


HOIST DIVISION e SPRINGFIELD, OHIO 
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tion between a motor car and a trailer, 
in case the regular hitch lets go, may 
be used either singly or in pairs. A 
pair, hitched diagonally, is recom- 
mended for the surest, smoothest, and 
most satisfactory action under vary- 
ing circumstances of the road. A 
“Klip Lock” fastener at each end is 
designed to hook into any link of the 
chain so that the chain itself can be 
run through a ring, around a brace or 
bumper, or to any other point of at- 
tachment and properly fastened with- 
out difficulty. There are fourteen 
states where the owner of a trailer 
is compelled to take some such pre- 
caution as this for the safety of other 
vehicles.—The McKay Co., York, Pa. 
—MILL SUPPLIES, May, 1937. 


Cutamatic Machine 


| 4 Men who have the problem of 


cutting materials economically 
will be interested in the newly an- 
nounced “Cutamatic” machine which 


| is claimed to speed up finished cutting 


of larger materials. In this new 
machine the are of contact remains 
constant in cutting any thickness of 


| steck, through a combination of oscil- 


lating and rotating increments of a 











ee ee 


P aa > 
7 tape 
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- Seine. 


nen 


For seventy-five years the 
symbol of ali that is finest 
in design, material and 


workmanship. 


- ee. ee We 


# 


Sele QUALITY + SeZé LUNKENHEI MER. 
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"Tell Me More About 
CADMIUM PLATING”’ 


@ The ARRO JOBBER meets cus- 
tomers who are interested in his 
product. Arro jobbers received 

orders for thousands of dollars 

worth of the new cadmium 
toggle bolt 


had been placed on the market! 


plated before it 
Your customers. too. know that 
Arro pioneers the real improve- 
ments in the expansion bolt 


field. 


Stock the complete Arro_ line. 
Send today for catalog and con- 


fidential jobbers’ prices. 


ARRO EXPANSION 
BOLT COMPANY 


Marion, 









Originators 
Cadmium Plated 
Expansion Bolts 
and Toggle Bolts 


> 2 me a oe 
_ WARRO' => 
fa Cesw 


REG. US. PAT. OFF. 


EXPANSION 
BOLTS 


~. And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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hydraulically fed abrasive cutting 
wheel. This movement produces 
smooth, true-to-size cuts on bars up to 
6 in. in diameter. It finishes as it cuts, 
thus saving extra finishing operations, 
and provides a minimum of burr elim- 
ination of burning, surface harden- 
ing and glazing. Primary buying of- 
ficials to be contacted in introducing 
this product are plant manager, su- 
perintendent, and master mechanic.— 
Andrew C. Campbell Division of the 
American Chain & Cable Co., Inc., 
Bridgeport, Conn.—MILL SUPPLIEs, 
May, 1937. 


High Pressure Reducing 
Valve 





5 Incorporated a number of im- 

provements, such as stainless 
steel internal parts, a new high pres- 
sure reducing valve has been placed 
on the market. A formed packing of 
special material which is supposed to 
be immune not only to water, but also 
to oil and other fluids used in hy- 
draulic machinery, has been adopted. 
Pressure on the seat is balanced by 
a piston with the result that varia- 
tions in high initial pressure have 
little effect on the reduced pressure. 
It is recommended that on applica- 
tions where the reduction is from a 
high to an extremely low pressure, it 
be performed in two stages using a 
lower pressure valve for the second 
stage. Primary buying officials to be 
contacted in introducing this product 
are plant manager, superintendent, 
and chief engineer.—Atlas Valve Co., 
282 South St., Newark, N. J.—MILL 
SUPPLIES, May, 1937. 


Newly Designed Clutch 


This newly designed high-torque 

indexing and _ free-wheeling 
clutch is designed to fill the need for 
a simple, high-grade, inexpensive 
clutch to transmit power in one direc- 
tion. The new unit’s construction em- 
bodies some interesting features to 
insure smooth, positive cam action 
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and ‘to eliminate ratchet noise and 
backlash. A few of its many uses 
are found in machine tools, printing 
presses, stokers, ventilating fans, 
automatic heat treating furnaces, and 
special machinery. Multiple cams are 
used, spaced alternately with hard- 
ened ground steel rollers to distribute 
the load evenly on each cam—a fea- 
ture which permits the high torque 
loads without danger to the cam sur- 
faces and allows greater cam contact 
surface for a given clutch diameter. 
The cam action is governed by two 
leaf springs that contact shouldered 
surfaces milled at each end of the 
cams. The point of spring contact is 
such that a rocking action is created, 
with the fulcrum point at the center 
of the cams. Thus, when the speed 
of the inner and outer races synchron- 
ize, the cams immediately roll into a 
locking or driving position. The pro- 
file of the cams has been scentifically 
developed so that grip and breakaway 
are remarkably precise, without noise 
or shock. A ball bearing at one end 
separates the members and stabilizes 
the load. The opposite end of the 
unit is prepared for the attachment 
of sprocket wheel, ratchet arm, or 
belt pulley. Lubrication is self-con- 
tained. Primary buying officials to 
be contacted in introducing this prod- 
uct are purchasing agent, super- 
intendent, chief engineer, master me- 
chanic.—Morse Chain Co., Ithaca, 
N. Y.—MIm.. SupPtigs, May, 1937. 





Portable Heat 





7 Plumbers and steamfitters par- 

ticularly will be interested in 
the new torches and furnaces, fueled 
by liquified petroleum gas. Fuel is 
stored in small portable cylinders 
(leased) to which the equipment can 
be attached. The equipment provides 
practically instant heat simply by 
turning on the valve and lighting a 
match. Safety is claimed because 
there is no filling to be done by the 
operator, and a_ safety ball check 
acts as a safeguard against escape of 
gas should the apparatus be tipped or 
damaged. Both torches and furnaces 
are included in this new line, the 
torches being suitable for soldering 
fittings from § to 6 in., and the fur- 
naces being intended principally for 
melting lead, solder, babbitt, alumi- 
num, paraffin, asphalt, and tar. It 
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Vit Sryvpanofoou i 
APA 


NEW YORK~ « DETROIT + “CHICAGO 


TWIST DRILLS + MILLING CUTTERS + TAPS «+ DIES » REAMERS 
DRILL CHUCKS + WHEEL DRESSERS + SPECIAL TOOLS 
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PRECISION TOOL 
that set new standards of accuracy 
listed in this handy new catalog 


Just as they have set the pace in the Be sure you and your customers have 
copies of the LUFKIN catalog No. 7 
listing these 600 FAST-SELLING 


PROFIT-MAKING precision tools. 


[WEE 


TOOLS—TAPES— RULES 


SOLD THROUGH DISTRIBUTORS 
SAGINAW, MICHIGAN NEW YORK CITY 


manufacture of fine tapes and rules, 
LUEKIN is today setting new stand- 
ards of accuracy and design in the 
manufacture of precision tools. And 
because mechanics appreciate this 
accuracy you get faster turnover and 
greater profits with LUFKIN precis- 
ion tools. 


























THIRTY-TWO YEARS EXCLUSIVE 
IN THIS FLEXIBLE SHAFT 
INDUSTRY MANUFACTURERS 


FLEXIBLE SHAFTS and MACHINES 


GOOD SALESMEN 


Bear Down on Quality Equipment and Become a Favorite Among 
Buyers. That's Why They Get Better Salaries. GET IN THAT CLASS 
BY SELLING 


” 
“STRAND” HIGH QUALITY EQUIPMENT 
Vertical and Horizontal Machines—!/, to 2 HP., and attachments 
COVERING HUNDREDS OF OPERATIONS 



































HERE ARE A FEW OF THE SIXTY TYPES AND SIZES WE BUILD 








N. A. STRAND AND COMPANY 
EXCLUSIVE MANUFACTURERS 
Flexible Shaft Equipment 
5001-5009 No. Lincoln Street, CHICAGO 
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will melt 30 lb. of lead in 6 or 7 
minutes, or the flame can be reduced 
to keep it molten at any desired tem- 
perature. Primary buying officials to 
be contacted in introducing this prod- 
uct are purchasing agent, foremen, 


and master mechanic. — Insto-Gas 
Corp., 1900 E. Jefferson Ave., De- 
troit, Mich.—Mru Svuppiies, May, 
1937. 


Industrial Spotlight 


& For high bay and floodlighting, 
for throwing a predetermined 


| light on moving assembly lines, and 
| for other 


industrial operations re- 
quiring efficient high lighting, a new 
type spotlight has been placed on the 
market. The light was developed by 
Clarence Birdseye, inventor of “Birds- 
eye Frosted Food,” and is silvered on 
the inside, making lamp and reflector 
a single self-contained unit. The 
shape of the bulb and position of the 
filament are such that a “barrel of 
light” is thrown on the job, while a 
diffused light is shed on the surround- 
ing area, making it a combination of 
a concentrator and a diffuser, with no 
sharp line of demarcation between the 
two. Since the reflecting surface is 
sealed on the inside of the bulb where 
dust, grime and chemical fumes can- 
not dull it, there is no loss of light 
through dirty or worn out reflectors. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, maintenance superin- 
tendent, and purchasing agent.— 
Birdseye Electric Co., 100 E. 42nd 
Street, New York, N. Y.—MILL Sup- 
PLIES, May, 1937. 


Reinforced Elevator Bucket 


Gg The new “Salem” steel elevator 

bucket is reinforced at the dig- 
ging lip, front corners and along back. 
Additional strength and greater re- 
sistance to abrasive wear and distor- 


| tion, are claimed for this construc- 





tion, without increase in _ bucket 
weight. The reinforcing lip is folded 
over and spot welded along the front 
edge. It is not a separate band. The 
back reinforcing plate also is spot- 
welded to the metal body. There are 
no rivets to wear away in service, to 
interfere with chain attachments, or 
to damage the elevator belt. It is un- 
necessary to use washers on the 
bucket attachment bolts, since the en- 
tire back of reinforcing plate presents 
a flat, smooth surface. The construc- 
tion of the new bucket should insure 
smooth pick-up in the boot and free 
discharge of material at head of ele- 
vator. “Salem” buckets, made in 
24” x 24” to 30” x8” size, are inter- 
changeable with the old. The new 
bucket can also be had in copper, 
brass, aluminum, Monel metal or 
stainless steel. Primary buying offi- 
cials to be contacted in introducing 
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Henry Vogt Machine Co., Inc., Louisville, Ky. 
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WHY you SHOULD 


SELL 


A-S-E Shop Equipment 
and A-S-E Lockers 


1. There is a DEMAND for 
A-S-E products 


2. There is PROFIT in sell- 
ing A-S-E products 


3. The quality and satis- 
faction of A-S-E prod- 
ucts are your assur- 
ance of 


REPEAT BUSINESS 


MAIL THE COUPON FOR COM- 
PLETE INFORMATION TODAY 


A-S-E Shop Equipment 
for improved 
handling and 
storage —Stack 
Units, an in- 
valuable aid in the handling of 
small parts in assembly or pro- 
duction lines, Stacking Boxes © 
Shop Boxes © Taper Pans ® Tool 
Boxes ® Bench Drawers 
® Tool Holders © Tool 
Stands © Drill and 


Reamer Cabinets and 
Racks. 


A-S-E Lockers 


There is a type and 








style to meet every | 


industrial need and to 
satisfy the current 
demand. 





ALL-STEEL-EQUIP COMPANY 
INCORPORATED 
614 John Street Aurora, Illinois 











PSSSSSSSSESSSSEESEEES EEE eeeeeeee 
All-Steel-Equip Company, Incorporated 
614 John Street, Aurora, Illinois 
C Please send catalog giving complete information 
about A-S-E Shop Equipment 
C Please send complete A-S-E Locket catalog 
Furnish facts about increased sales opportuni 
ties afforded by A-S-E products 
Name 
Street 
Address 
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this product are purchasing agent, 
plant manager, chief engineers,— 
Link-Belt Company, Chicago, IIl.— 
MILL SUPPLIES, May, 1937. 


Healthguard Respirator 
10 Recently developed, and ap- 

proved by the United States 
Bureau of Mines, is a respirator for 
use particularly in Type “A” dusts 
(those tending to produce silicosis). 
This bears the name of Cesco No. 90 
“Healthguard” respirator and is an 
entirely new development. The filter- 
ing element removes all dust, even of 
microscopic fineness, yet allows free 
passage of air. There is only one fil- 
tering surface, of large area, and a 
supersensitive outlet valve permits no 
inside air pressure. Hence users re- 
port no apparent resistance to easy 
breathing. Of equal importance with 
the filter, as a precaution against 
breathing dust, is the seal at the 
facial contour. This seal is affected 
with the aid of a soft metal band 
which serves the additional purpose of 
so reducing the headband pressure 
that it is no longer noticeable. Pri- 
mary buying officials to be contacted 
in introducing this product are pur- 
chasing agent, foreman and safety 
engineer.—Chicago Eye Shield Co., 
Chicago, I]l.—MILL Suppiies, May, 
1937. 


Air Compressors 





1 Recently announced is a new 

line of fractional horsepower air 
compressors. These units are made in 
i; and 4-hp. sizes. These units are 
very compact and neat in appear- 
ance. They have automatic start and 
stop control, are equipped with a new 
style seamless steel tank, and an im- 
proved check valve. When furnished 
for single phase current they are 
equipped with a brushless capacitor 
type motor and a built-in automatic 
protection switch giving underload 
and overvoltage protection. They are 
rated for 150 lbs. per square inch, 
maximum pressure, but may be set 
for lower pressures, or equipped with 
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a reducing valve for still lower pres- 
sures. The 3} and 4 hp. units are 
available on a 2.4 cu.ft. tank in either 
vertical or horizontal mounting. If 
desired the units can be furnished less 
the tank. The units are finished in an 
attractive opalescent brown. Primary 
buying officials to contact in introduc- 
ing this product are purchasing agent, 
superintendent, chief engineer and 
master mechanic.—Ingersoll-Rand Co., 
Phillipsburg, N. J.—Mr.u SvupPPLuIEs, 
May, 1937. 


Chain Pipe Vise 





ELONGATED 


Ano 


KNURLED 


1 A new construction feature—the 

heavily knurled and elongated 
adjustment nut—is incorporated in 
this new chain pipe vise. This new 
feature provides a gripping surface 
for more rapidly taking up the slack 
in the chain. A partial turn of the 
handle is sufficient to clamp the pipe. 
Interference between the handle and 
the bench is avoided. The vise is 
made entirely of steel. The base, 
handle and jaws are drop forged, the 
latter from special analysis tempered 
steel, scientifically heat treated. The 
chains are heavily constructed for 
rugged work. The vise is light in 
weight, yet the drop forged construc- 
tion insures maximum strength. Made 
in four sizes with capacities to han- 
dle from 4 in. to 8 in. pipe. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, superintendent, and master me- 
chanic.—The Billings & Spencer Co., 
Hartford, Conn.— MILL Svuppuigs, 
May, 1937. 


New Inside Micrometers 


1 Two new inside micrometers, 

moderately priced, handy, com- 
pact, and reliable, according to the 
manufacturer, have been announced 
as Nos. 266 and 267. The first meas- 
ures from 2 to 8 in. by thousandths 
of an inch, and the second from 2 to 
12 in. Feature of the instruments is 
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OSTER 


THREADING EQUIPMENT 


WILLIAMS 


@''What pipe and bolt machine 
users have wanted for years but 
couldn't get’ . . . that's how one 
large machinery house described the 
Tom Thumb Grinder, The sales-argu- 
ment for this machine is simplicity 
itself . . . |. it shortens the time of 
regrinding 
chasers ... 2. 
it saves money 
by lengthening 


= THE OSTER 


SALES-BOOSTE 


die-life and, also, by eliminating the 
need for duplicate sets .. . 3. it saves 
transportation charges to and from 
factory on regrinding . . . 4. it en- 
courages the use of sharp dies by mak- 
ing grinding easy . . . 5. it reduces 
wear and tear on machines caused by 
the use of dull or broken dies . . . and, 
6. it is so controlled that it cannot 
damage dies by overheating the steel. 


Send today for descriptive literature 
and prices. 


MANUFACTURING COMPANY 


Sales Office: 2041 East 61st Street, Cleveland, Ohio 
Factories: Erie, Penna., and Cleveland, Ohio 
New York City Showrooms and Office, 292 Lafayette St. 
Threading Headquarters Since 1893 


® Users of OSTER- WILLIAMS threading 
machines will of course, give you a read, 


hearing on the Tom Thumb Grinder . . . 


but its market includes all plants and shops 


in your territory which handle any consider- 


able amount of pipe or bolt threading, no 


matter what make of machines they use. 


aT? 


— = * 
San tf 
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ELL 


Complicle 


ROPER PUMPS 


GENERAL USE 
for handling any 
clean liquid in fac- 
tories, cold storage 


plants, chemical 
plants, dyers and 
cleaners, etc. 
(Write for Bulletin 
MSR-3). 


POWER 
TRANSMISSION 


for hydraulic 


automobile lifts, 
elevators, 





presses, 
st ker: snow 
plows, etc. 
(Write for Bulle- 
tin MSR-5). 


MACHINE TOOLS 


for handling cut- 
ting compounds and 


lubricating liquids 
on metal working 
machines. (Write for 


Bulletin MSR-4). 


GASOLINE 
AND OILS 
especially suited 
for transfer 
. petroleum 


rin } 
prod 
ucts bulk sta 
tions refineries, 


etc. (Write 
Bulletin MSR-7) 





HAND TRANSFER 


rotary vane 
type, for handling thin 
or thick liquids. Attach 
to any type 
(Write for 
MSR.-2). 


gear or 


container. 
Bulletin 


HEAVY LIQUIDS 





Bulletin MSR-9). 


GEO. D. ROPER CORP. 


Rockford, Illinois 
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for 





steam jacketed for 
handling  asphal- 
tum, creosote glu- 
cose, molasses, tar 
and other viscous 
liquids. (Write for 





an adjustable point and lock nut on 
the thimble. Naturally, the wear on 
this one point is many times the wear 
on the points of the several individual 
rods, and in this design when wear oc- 
curs it is a simple matter to adjust 
the one measuring point to the fixed 
distance, which is stamped on the 
tool. It is not necessary to adjust 
all of the individual rods. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, foremen, and master mechanic. 
—Brown & Sharpe Mfg. Co., Provi- 
dence, R. I.—MILt Suppiies, May, 





| 1937. 


14 


Electric Arc Welder 





A new development in arc weld- 
ing is announced in the new 
Serial MN models embodying (in ad- 
dition to an improved type of wheel 
mounting with low center of gravity) 
what is termed “Selective Motor h.p. 
Control.” It is said that this is the 
first arc welding set equipped with 
economical control of the motor as 
well as the generator. Only one-third 
the usual starting current is required, 
the power factor of the machine and 


| its efficiency are materially improved, 


and it is possible to use the equivalent 
of a motor of one-half the horsepower 


| rating for welding in ranges up to 


one-half or two-thirds the rated ca- 
pacity of the generator, the manufac- 
turer claims. The operation of the 
“Selective Motor h.p. Control” is sim- 
ple and is accomplished as easily as 
the mere starting of ordinary welding 
machines—by using only one hand. 
A convenient latch locks the handle 
in the “Low” position, where only half 
the rated motor horsepower is used 
for starting and for welding up to 
one-half the rated generator capacity 
in continuous manual are welding (up 
to two-thirds rated capacity for inter- 
mittent welding). When it is desired 
to operate at higher rates, a conven- 
ient lever releases the handle for turn- 
ing easily to the “High” position with- 


| out turning the handle to the “Low” 


| setting at any time. 


Primary buying 
officials to be contacted in introducing 
this product are plant manager, main- 
tenance superintendent, and master 
mechanic. Hobart Brothers, Troy, 
Ohio.—MILL SupPPLiEs, May, 1937. 
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Large Electric Pliers 


15 Introduced as a big brother to 
the smaller No. 5 electric pliers, 
which this manufacturer brought out 
several months ago as a novel type 
of electrically heated soldering tool 
for small work, the new No. 10 
“Thermo-Grip” electric pliers can be 
used for soldering lugs up to 1050 
amp., or sweating pipe fittings up to 
24 in. diameter, under continuous op- 
eration. When used only intermit- 
tently, the No. 10 pliers will handle 
pipe or fittings up to 4 in. in diame- 
ter, the manufacturer states. These 
pliers are distinctly different from 
other soldering tools, the maker 
claims, in the following respects: 
They sweat joints without unsweating 
adjacent connections, they hold work 
firmly while soldering, they heat the 
work evenly from both sides, and they 
eliminate open fire hazards. The cur- 
rent from which they operate is re- 
duced to a harmless low voltage on 
which no shock is possible. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, and foremen. 
—Ideal Commutator Dresser Co., Syc- 
amore, I]].—MiILL Suppiies, May, 
1937. 


Spray Booth 


1 A new accessory for spray fin- 

ishing equipment is a spray 
booth, in which a battery of spray 
nozzles thoroughly washes the exhaust 
fumes, preventing pigments or in- 
flammable solid matter from passing 
through the exhaust fan into the out- 
side air. This greatly reduces the fire 
hazard in industrial finishing opera- 
tions, protects the plant from un- 
sightly deposits of pigments, and pre- 
vents damage to adjacent property. 
Wet exhaust air is passed through a 
set of eliminator plates which remove 
all free moisture, returning it to the 
spray chamber for _ recirculation. 
Make-up water is automatically sup- 
plied to replace evaporation losses. 
These units come in parts easy to as- 
semble and can be furnished in 
various sizes to meet special require- 
ments. Primary buying officials to be 
contacted in introducing this product 
are superintendent, purchasing agent, 
plant manager.—Spray Engineering 
Co., Somerville, Mass.—MILL Sup- 
PLIES, May, 1937.. 





Brazing Alloys 


1 Two new sizes of low tempera- 

ture brazing alloy sizes have 
been announced by the makers of “Sil- 
Fos” and “Easy-Flo”. To the former 
stock sizes of “Sil-Fos’—used for 
joining non-ferrous metals—a new 
strip thickness, .005” has been added 
in widths of 3” or more. To the wire 
forms standard with “Easy-Flo” until 
now, a new wire size 3/64” has been 
added and four new gauges of strip .2, 
.020”, .010”, .005” and .003”—43% or 
more in width, which should meet 















































BUNTING 
eI, 


STANDARDIZED BEARINGS 


Are you and your 
salesmen familiar 
with the contents of 
the new Bunting 
Catalog? We will 
gladly send you 
enough copies for 
your entire organiza- 
tion. 


cast seourt 
SLEEVE TYPE BEARINGS 


TLECTRIC MOTOR BLARINGS 
MACHINED & CENTERED 
SEARING BRONTE Bans 

SASEITT METALS 


GRAPBITED Cast sROETE 
OM LESS StARiInes 
* 





E. years the general catalog 


of The Bunting Brass & Bronze Com- 
pany has been a buying guide in 
countless plants. This new Bunting 
catalog is the most complete and 
helpful ever issued in one book. It 
contains listings of Bunting Standard- 
ized Stock Bearings for hundreds of 


mechanical and electric motor appli- . 


cations, Bunting Bronze Machined 
and Centered 13” Bars, Bunting 
Babbitt Metals and other data that 
enables your customer to save time, 
trouble and money. 


The mill supply wholesaler is the 


BRONZE BUSHINGS - 


MACHINED AND CENTERED BRONZE BARS 
BABBITT METALS 


THOUSANDS OF 
YOUR CUSTOMERS 
ARE BUYING FROM 


THIS NEW CATALOG 











most important and convenient sup- 
ply source for these Bunting stock 
items every factory needs and uses. 
Our complete nation-wide distribu- 
tion of this book puts it into every 
worth-while industry in your market. 
It opens an opportunity for you to sell 
as well as for your customer to save 
... The Bunting Brass & Bronze Com- 
pany, Toledo, Ohio. Branches and 
Warehouses in All Principal Cities. 
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YOU'LL NEVER HAVE DRILLS 
TAKEN FROM/224. STAND 





ALL METAL « ATTRACTIVE 





Furnished free with 
an order for one each 
OB-8 ',” light duty, 
OB-4 4" standard 
duty and O8-5 '.” 
standard duty drills. 


FREE 


TO HELP YOU 
SELL DRILLS 





The complete Signal drill line is 
constantly on display — which is 
worth dozens of drills out of sight 
on a shelf. Your trade can handle 
these drills, too—another important 
feature in selling drills. The stand 
is attractively finished in bright red 
and black—is 52 inches high; weighs 
374 pounds. Let this valuable 
"salesman" go to work for you at 
once. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, M:ch. 











practically all requirements. These 
alloys have exceptionally low melting 
points and make strong, ductile joints. 
Both alloys, because of their low flow 
points and the speed with which they 
can be applied, join metals without 
damaging physical qualities, the man- 
ufacturer claims. Primary buying of- 
ficials to be contacted in introducing 
this product are purchasing agent, 


| superintendent, and master mechanic. 


—Handy & Harman, 82 Fulton Street, 
New York, N. Y.—MILL SupPLigs. 
May, 1937. 


Dualsteel Union 





18 Especially designed for service 
in such industries as oil refin- 
ing, rubber, chemical, bleaching and 
dyeing, shipbuilding and paper plants, 


the “Dualsteel” union has greater 
strength and resistance to corrosion 
and will withstand real wrench abuse. 
The greater strength and resistance 
to corrosion are due largely to the 
density of the metal itself. A micro- 
photograph shows that this metal is 


| of the same spherodized structure as 


tool steel. After undergoing exhaus- 
tive salt spray tests, “Dualsteel” un- 
ion has come through with an unusual 
record of resistance to corrosion, both 
on the outside union surface and the 
threading. Primary buying officials 
to be contacted when introducing this 
product are purchasing agent, plant 
manager, maintenance superintendent 
and chief engineer—The Rockwood 
Sprinkler Co., Worcester, Mass.— 
MILL SUPPLIES, May, 1937. 


Lacquer Spraying Hose 


19 ing various kinds of lacquer 
and synthetic enamels, a new hose 
has just been introduced. It is made 
of the manufacturer’s latest form of 
“Thickol,” known as “Thickol D,” 
which tests show to have a high re- 


Designed especially for spray- 


sistance to the powerful solvents 
found in lacquers. The hose is of 
braided construction, and has a 


smooth, flexible cover of a tough black 
rubber compound. It is available in 
500 ft. lengths in }-in. and 3-in. sizes. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, and 
master mechanic.—Mechanical Rubber 
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Goods Division, The B. F. Goodrich 
Co., Akron, Ohio—M1LL SUPPLIEs, 
May, 1937. 


Screw Drivers 





9 A new line of “Victor” screw 

drivers for mechanics and 
others who prefer composition handle 
drivers is now available. The handles 
are made of a tough cellulose material 
that is shock proof, will not soak up 
oil or water and is practically break- 
proof. Blades are made of special 
tempered steel and are anchored by 
heavy wings, making it impossible for 
them to turn in the handles. Driver 
tips are accurately machine cross 
ground. The product is made in a 
variety of sizes and styles. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, superintendent and foreman.— 
Stanley Rule & Level Plant, New 
Britain, Conn.—MILL SUPPLIES, May, 
1937. 


Magnetic Clutch 





91 A new type magnetic clutch to 
be called “Style E” is recom- 
mended for universal dry or wet ap- 
plication. It is of compact, simplified 
design, making it particularly suit- 
able for machine tool and similar op- 
erations. A _ distinctive feature is 
automatic self-alignment at all times. 
The cage floats around the friction 
elements, eliminating possibility of 
uneven wear, giving quick release and 
smooth, even engagement. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent and master 
mechanic. Stearns Magnetic Mfg. 
Co., Milwaukee, Wis.—MILL SUPPLIEs, 
May, 1937. 











Read YOUR May Ad...160,000 industrial buyers will see 
YOU DON’T HAVE TO 


Welt 


OCATING, storing and getting 

into your home and plant do¢ 
worry you these days. That's a pro} 
you leave to the local water comp 
which maintains all the necessary fi 
ties as a “cooperative service” for 
and many other water users. Thr 
this service you get water simpl 
opening a valve...and at minimum 

In a similar way a recognized 
dustrial distributor, identified with 
National Industrial Distributors’ Fou 
tion, provides a “cooperative ‘servic 
your locality that enables you to a 
work and expense in getting the bu 
your industrial supplies and equip 
He maintains complete and specia 
facilities which relieve you of time- 
suming, costly tasks in meeting p 
requirements. 

By sharing the valuable facilities of 
“cooperative service” with other p 
in your neighborhood, you can o 
what you want, when you want it,a 
a cost that reflects the economie 
sharing expenses. It will pay you wef 
call in the man who wears the N.I. 
emblem and plan ways to make ful 
of his money-saving facilities. 


Webeome the Ian | 


...who wears THIS Pl 





He represents one of the leading induscrial di 

tors whose ability to render complete “coope 
service’ has been verified. He offers these com 
facilities for saving you work, worry, money: 

1. Expert buying service that "“narrows-down" you 

of selecting supplies. 

2. Superior warehousing facilities that enable y 
limit plant stocks, and reduce stock-cacrying char 

3. To-your-door delivery that cuts down shippin 
trucking expense. 

4. One-source supply which enables you to obtain 
items with a single order. 

5. An information service that gives you latest un 
product-and-price data without bother or delay. 


NATIONAL INDUSTRIAL DISTRIBUTORS’ FOUNDATIC 





F YOU want a quick return on 
your money, try Bond Truck Cast- 
Executives in countless indus- 


skill which 


ers. 


tries know the with 


| the supply business. 


Bond designs casters for specific | 


trucking jobs. Bond advertising in 
industrial papers supports this repu- 
tation. Many a mill supply man 
has opened profitable accounts with 
first sales of Bond Truck Casters. 
Ask us how you may add this profit- 


able item to your line. 


BOND FOUNDRY & MACHINE CO. 


MANHEIM, LANC. CO., PA, 


617 ARCH ST 
N.Y.C, OFFICE 
30 CHURCH ST 


Bond 23-A 
Series Truck 


Caster 
( Patented) 








TRUCK CAS 


Machinery 

Transmittiné 

- pos quick profit, 10° 
t 5s 





PHILA. OFFICE | 


(Continued from page 152) 


| Celebrate Departure 
| Of River from Store 


When Old Man Ohio River va- 
cated the premises of Wm. T. 
Johnston Co., Cincinnati, the firm 
seized upon the occasion to com- 
pletely redecorate. A new floor and 


ceiling were put in, all painted with | 


Permite aluminum paint, trimmed 
in green. The store now presents 
an appearance more attractive than 
ever and customers are well pleased 
with the results. 

R. G. Reed has been added to the 
Johnston sales force. He has had 
considerable previous experience in 
Executives 
report a noticeable stimulant to 
selling after the recent demonstra- 
tion on Blue Diamond drills given 
by Mr. Smith of Whitman & Barnes. 
Bond Foundry and Machinery Co. 


cooperated on merchandising their | 


new catalog, which was passed out 
to the trade by Johnston salesmen 
in company with a man from the 
Bond factory. Generous orders 
were received in this way. 

New lines in the portfolios of 
Johnston salesmen are Holo-Krome 
screws and the Alemite products 
line. 


Expands Office Force 


The office force of Alden Supply 
Co., Philadelphia, has been ex- 
panded with the addition of Frank 
Downing, price clerk, Nicholas 
Rockford, 


Hoskins, billing clerk. 





Mr. A. C. Lewis, Sales Manager, and H. N. 
Davis, purchasing agent of the Central Forg- 
ing Company, snapped in Catawissa, Pa. 


with Stanley Slocum of the Bethlehem Steel | 


Co. 
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order clerk, and Miss | 
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NO. 32A QUART SIZE 


' PMT TT nT 


MECHANIC'S GRADE 
TORCHES 


AND 
FIREPOTS 
CLAYTON & LAMBERT 


MFG. CO. 
DETROIT MICHIGAN 


WAL MUU 
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The NEW 
Flexible Coupling that 


Bolts to the Flywheel 


L-R 
Type WE 






Overall Length 
of Coupling 
Reduced 1/3! 


When you point out to a prospect that 
this coupling saves space where space 
means most—that the larger hub increases 





load carrying capacity—that there is no 
metal-to-metal transmission of power and 


| that cushions can be readily changed 


without tearing down coupling—you make 
a sale and make a friend! Suitable for 
2500 H.P. at 100 R.P.M. Bores 3” to 14”. 
No servicing. Write for engineering data 
and distributor plan. 


LOVEJOY FLEXIBLE COUPLING CO. 
4955 West Lake St. Chicago 


























When you sell WORTHINGTON cates 








Monobloc 
Centrifugal Pump 


Centrifugal Pump 
Split Casing 


Bat ¥ 


Frame-mounted 
Centrifugal Pump 





Rotary Pump Triplex Power Pump 








and COMPRESSORS . 





Oehla & 


Deep Well 
Turbine Pump 


Duplex Steam Pump Duplex Power Pump 





. you open a direct 





| 





Base-mounted Tank-mounted 


Air Compressor 





Air Compressor 





line to additional sales of pipe, fittings, 





Air Compressor 
Mofor-belt-drive 


Vertical Compressors 
Air-cooled 








Water-cooled 


1% 


Multi-V- Drive 





Feedwater 


Air Compressor 
Two-stage...with Intercooler Heater 








hangers, valves, 


FE, VERY Worthington installation 
means the handling of air... 
liquid ...or gas. This means added 
opportunities for profitable sales of 
piping and accessories. 
Worthington products are correctly 
engineered; modern: efficient. The 


and other accessories 


line is complete, meeting every in- 
dustrial need. 

Worthington dealers are backed by 
national trade paper advertising, 
direct selling literature, and the 
prompt cooperation of 23 branches 
throughout the United States. 


Ask about the Worthington Dealer Plan 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


General Offices: HARRISON, NEW JERSEY = Branch Offices and Representatives in Principal Cities throughout the World 


WORTHINGTON 
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nIFFERENT 


Keeps You Cool - 
Yeh Ho risk of lotds! 


praFT> 
ASTS 


NO 
or BF 
THANKS 70 
pareNnTteD 


“pREELE- SPREADER 


ORDINARY FAN 
ACTION 
— 


B 


NO-DRAT FANS 


EE how the ribbons 
blow outward? 
That's the exclusive 
Victor Breeze-Spreader 
action diffusing instead 
of concentrating the air 
stream. That’s why there 
are no drafts or blasts to 
cause disagreeable sum- 
mer colds. Instead, uni- 
form air circulation, satis- 
fying heat relief with 
safety. The famous Ribbon 
est does the selling. Put 
ro ourself above competition 
y 


pushing this “different” 
fan line. 


ALL SIZES — ALL TYPES 
A Model for Every 


Cooling Requirement 


From the 8” DeLuxe, for 
bedroom or small office, to 
the super-powerful 28” 
Tornado air circulator, 
Victors are truly * ‘The 
Finest Fans Ever Built.” 
In performance, exclusive 
mechanical and conven- 
ience features, and long, 
trouble-free service life, 
they outclass the field. 


ASK YOUR JOBBER 





28 INCH 
CEILING MODEL 
ALSO SHELF 
MODELS IN 
BOTH SIZES 
VICTOR TORNADO 
HIGH VELOCITY FANS 


Low cost, high efficiency, 
commercial cooling. One 
Tornado replaces scattered 
installations of small fans 


sot 


OVERHEAD TYPE CUTS 
COOLING COSTS 


























NEW CATALOG FREE! 


Don't contract for fans until you get the 


Victor proposition. 


It's different—more 


profitable—gives you a non-competitive 
set-up that can’t be duplicated. Write 
for details and new catalog today. 


VICTOR ELECTRIC PRODUCTS, INC. 


729 Reading Road 


MAKERS OF VICTOR VENTILATING FANS 
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| ence Kennedy, 








Our photographer happened in on this 


| cordial scene at Elmira, N. Y., where Clar- | j 
vice-president of Kennedy | 


Valve Mfg. Co., discusses a cheerful subject | 


| with C. A. Burgess, the firm's manage: in the 
Cleveland district. 


Prize Hartman Dog 


Wins Show Honors 


Champion Edgemoor Everest of 
| Wirehart, 


blueblood wire-haired 
terrier owned by George H. Hart- 


/man, sales manager of Raub Sup- 


| ply 


| held in New York, 


Madison Square Garden. 


| Falls. 


Co., Lancaster, Pa., was 
awarded “best in show” honors at 
the Union County Kennel Club all | 
breed exhibition at the Elizabeth, | 
N. J. armory on Sunday, April 4. | 





ECONOMY 


HOLLOW SET 


SCREWS 


MADE OF ALLOY STEEL 


There's an old adage about fine Goods 
coming in small packages. The box 
above is only 3”x3”x3” but what a 
wallop it carries in STRENGTH & 
HOLDING POWER with its 100 ECON- 
OMY HOLLOW SET SCREWS made of 
alloy steel "The Economy Way”. 


Try them on your next job! 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 








Mr. Hartman’s dog made his debut | a 


at the Fox Terrier Specialty show | 
where he was | 
“winner’s dog” and the next day | 
was also declared “winner’s dog” at | 
He then 
completed his championship within | 
two weeks’ time, winning at New| 
Haven, Rochester and Niagara 
Mr. Hartman is especially 


| proud of his achievement in Eliza- 
| beth, as there were more than 600 
|dogs in the competition. 


| Canton Hardware Enlarges 
| Massillon Store 


Canton Hardware Co., Canton, 
Ohio, has moved its branch at Mas- 


'sillon into larger quarters occupy- 


|ing four 
|equipped with a new lighting sys- 


| 


floors, remodelled and 


tem. Several new lines have also | 
been added by this distributor, in- 


‘cluding M-R-C bearings, Wahl re- | 


|fractories and cements, 


Gates belts 
and sheaves, Casein paints, and | 
American asphalt. 


Lawton Joins Union Supply 


Chas. B. Lawton has been ap-| 
pointed to the outside sales staff | 
of the Union Supply Co. in Toledo. | 
The firm has also taken on distri- 
bution of USL batteries. 
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The 


. Lonergan 


Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
specialties—dependability 
throughout the years. 
Today there are highly 
profitable possibilities 
with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
gan Po oP Safety and 
Relie Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 
Write for Catalog, 


prices and complete 
information. 


SPECIALTIES for 
POWER PLANTS 
Standard Since 1872 


J. E. LONERGAN CO. 


213 RACE ST 


Model “BOE” 
Steam, Air and 
Pressure Gauges 


PHILADELPHIA PA 








IMlepart DISTRIBUTORS 
MAKE MONEY.. because they know 


where they stand 


Does a Distributor Policy mean anything to you?...To 
AX stefan OLE iaa] o\UL col awel amantsr-aremaaltlea Mantelacte dar-lameip am (-atclc; 
printed on a piece of paper. . .. It means more profit — it 
gives Distributors the incentive and the means to make 


money —they always know where they stand, because — 


8 The Medart Policy is definite—it works more than only “once in a while” 
5 ee recognizes the economic function of the Distributor...3. He is given the 
sales rights to a trade area in which to sell Medart Products...4. He can meet 
all customer requirements — from stock orders to engineered jobs — because... 9. 
The Medart Line is Complete...6. He can extend service to his customers be- 
cause he gets service from Medart... 7» He has the benefit of the Engineering Sales 
assistance of a thoroughly ‘qualia Engineering and Sales Organization... 8. 


NEN Catalogs!... The Medart Company, 3500 DeKalb Street, St. Louis, Mo. 


MAKE MONEY! KNOW WHERE YOU STAND! 
INSIST ON A DEFINITE POLICY! 


__.(*MEDART> )__ 
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OU SELL 
USTOMER 


DID 
THIS C 





A DEMING 
DEEP WELL 
TURBINE PUMP? 


Who wouldn’t be happy to save 
up to 75% on water costs? That's 
what happens when you sell a 
Deming Deep Well Turbine Pump 
to a customer formerly paying 
high water rates. That’s why these 
pumps are easy to sell. 

Deming Deep Well Turbine 
Pumps are water lubricated. No 
oil or grease to contaminate the 
well. Get the complete facts about 
these fast-selling pumps. ...W rite 
today for FREE Catalog. 


THE DEMING COMPANY 
OoHntoO 


SALEM™M e@ 





INDUSTRY NEEDS 


DEMING 
PUMPS 








When Atlantic meets Pacific. 
(left), vice-president in charge of sales of 
| Boston Gear Works, Inc., North Quincy, 
Mass., drops in on H. P. Heitmuller, general 
‘| Manager of C. W. Marwedel, well known San 
Francisco distributor, as a MILL SUPPLIES 


W. J. Henry 


editor prepares to take his leave. Result— 


@ picture! 


Foster Joins Sales 
Staff of Dilworth 

V. C. Foster, formerly of Foster 
Alexander Co., Birmingham, has 
joined the selling force of J. E. Dil- 
worth Co., Memphis, Tenn. He will 


Another new face in the Dilworth 
office is that of Edwin Seeman, 
graduate of the commerce school, 
University of Mississippi. 

Dilworth executives who have 
been vacationing are J. E. Dilworth, 
who enjoyed a ten day fishing trip 
in Florida, and E. C. Blackstone, 
vice-president, who has just re- 
turned from a two-week trip to 
Mexico. 


Satterlee Takes on Alemite 


F. E. Satterlee Co., Minneapolis, 
has just added the complete line of 
Alemite parts and lubricants in its 
industrial department. 


HOU. SUPPLies: 


A ha 


a 





Allen Hall of Ferry Cap & Set Screw, Cleve- 
| land, obligingly poses with George Hough- 


| 
| 
| 


| 











MR. DISTRIBUTOR: 
Put this up to YOUR 


Customer— 










“MARVEL” 


Ball Bearing 
Portable 
ELECTRIC BLOWER 


+ our ELECTRIC MOTORS and WOOD- 
WORKING and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing your 
motor troubles, wear and tear, and also the ever- 
present FIRE HAZARD. 


Order one on 10 DAYS’ TRIAL, and test it in 
your own plant. Give VOLTAGE of your Lighting 
Circuit. 


Write for Catalog on our 
Exhaust Blowers and Ventilat- 
ing Fans. 

Model No. 2, $40.00 


(Reduced from $45.00) 






e also make a 
larger size. Mudel 
No. 3, for $55.00, 
reduced from 
60.00. Vacuum 
Cleaner Attach- 
ments, $10.00 ad- 
ditional. 


8,000 industrial 
olants. 


handle the Mississippi territory. ELECTRIC BLOWER COMPANY 


352 ATLANTIC AVENUE BOSTON 9, MASS., U.S. A. 














NEVERBREAK 
. .. CHROME BELT LACING 


More talking points— 


More sales 
Recommend NEVERBREAK to your trade. 


It works under any and all conditions. 
Heat resisting with amazing tensile 
strength—400 Ibs. by test. After wetting 
it dries back to original soft and pliable 
state. ‘ 

Write for free samples and see for your- 
self what this remarkable lace is like. Not 
necessary to carry large stocks—one lace 
answers all needs. Let us give you full in- 
formation on this essentially new Chrome 
Belt Lacing. There are handsome profits 
waiting for you. 








| RC ORE EES RETA, ma 
CALIFORNIA TANNING CO. 
1905-7-9 Shenandoah Ave., St. Louis, Mo. 


ton of Henlicks & Howell, New York City. | qm 
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* 
SET SCREWS 
CAP SCREWS 
WOOD SCREWS 
BOLTS & NUTS 
GULMITE SCREWS 
I » are Let “nivetsouts’ 


TRADE MARK REG. 








SCREW PRODUCTS CO. 
ROCKFORD, ILL. 


Our modern facilities 
enable us to produce 
the highest quaiity 
products in any quan- 
tities at lowest costs. 
Send us your specifica- 
tions. 












ices: 
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OUR 
GUARANTEE 


A New 
Handle 


for a 
Broken 


One 
Returned 


WORCESTER, MASS. 
SEND FOR CATALOG G 





LOWELL WRENCH CO. 


s, LOWELL 


SAFETY-STEEL 
WEEN C H 


THE SAFE AND SURE 
REVERSIBLE RATCHET 










THAT WILL BRING 
SATISFIED CUS- 
TOMERS AND 


REPEAT 
BUSINESS 






HAN DLES 
2 AND 3 
- | 
LONG 
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herman makea a complete line 


SHERMAN 
FUSIBLE PLUGS 


BUILDS REPEAT ORDERS 








Sherman makes a com- 
plete line of quality 
fusible plugs known 
throughout the 
for their 
service. 


world 
satisfactory 


Write for prices and catalog 





H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 























When you want to find 
out who makes certain 
Supply Products look 
in the Mid - December 
Directory Edition of Mill 
Supplies . .. the only 
buying reference de- 
signed especially for 
industrial distributors. 
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Meet T. B. Moore, president of the Detroit 
Ball Bearing Co. With C. S. Ward, sales 
manager, Mr. Moore will attend the triple 
Mill Supply convention at Memphis in May. 


Peck Woodbury Goes 
Hunting for Contractors 


R. P. (Peck) Woodbury, junior 
member of the firm of Woodbury & 
Co., Portland, Ore., is now cover- 
ing all their territory, visiting large 
contracting jobs exclusively—high- 
ways, bridges, dams, etc. His jour- 
neyings in connection with this 
work will take him as far as east- 
ern Oregon and into Idaho. He 
will make a study of the require- 
ments of this class of contractors 
in relation to equipment and sup- 
plies. Peck will find that he is go- 
ing to drive a lot of tote roads and 
bumpy grades, and climb a lot of 
ladders and explore tunnels, ete. in 
getting to his prospective custo- 
mers. But the kind of customers 
he is after represent big game, and 
there are those who count on him 
to “bring ’em back alive.” 


Bailey Joins Harris 
Pump & Supply Co. 


James A. Bailey, formerly vice- 
president and general manager of 
Bailey Farrell Mfg. Co., is now 
special representative of Harris 
Pump & Supply Co., Pittsburgh. 
The plumbing and heating depart- 
ment will get all of his attention. 
The firm recently issued “Bulletin 
K” on plumbing, heating and water 
supply equipment. 


Grand Rapids Distributor 
Handles Paasche Airbrush 


The line manufactured by the 
Paasche Airbrush Co. is being dis- 
tributed in Grand Rapids, Mich., 
and surrounding territory by Manu- 
facturers Supply Co. 
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Hagerty Reverses the Order 
and Gets Results! 


Common practice goes by the 
boards in the sales meetings held 
by the Haggerty Brothers Com- 
pany, Peoria, Ill. 

The Hagerty meetings are like 
those of most other companies in 
that specific lines are discussed at 
each session. But, instead of se- 
lecting a man to lead the discussion 
on a line who is a specialist on it. 
or at least an outstanding success 
in selling it, P. J. Hagerty, presi- 
dent and sales manager of the com- 
pany who has charge of the pro- 
grams, usually picks a speaker who 
knows very little about the subject 
at the time he is selected. 

Perhaps Mr. Hagerty believes 
that such a man, one whose sales on 
the line he discusses are possibly 
somewhat slack, will improve his 
own knowledge and develop an en- 
thusiasm for the line that will make 
him do a complete turnabout. At 
any rate, the man does a lot of 
studying and investigating, and 
when he comes to the meeting he is 
really prepared to talk authorita- 
tively about the line assigned to 
him. The speaker covers his sub- 
ject completely, including discussion 
of ways of selling it. As soon as 
he has completed his talk, the sub- 
ject is thrown out to general dis- 
cussion and questions fly and argu- 
ments pop. The interchange of 
questions, answers and experiences 
develops a great deal of valuable in- 
formation, and the company’s sales 
records show that the salesmen are 
conscious of the lines discussed for 
some time following a meeting. 

E. W. Bullock, assistant sales 
manager of the company, says that 
enthusiasm often runs so high at 
the sales meetings that there are 
wagers as to which man will sell the 
most of a line under discussion for 
a certain period of time. 

There is nothing cut and dried 
about the meetings. They are pleas- 
ingly informal. A good joke is al- 
ways appreciated. And the sessions 
usually end with refreshments 
served by Mr. Hagerty, or J. H. 
Flora, secretary-treasurer. 


Schlafer Company of 
Appleton Changes Name 


The name of the Schlafer Hard- 
ware Co., Appleton, Wis., has been 
changed to Schlafer Supply Co., in 
order to more adequately describe 
the firm’s type of business. 








GOING UP! 


Sales start going up when dealers stock 
Fitler Brand Manila Rope. The work- 


men prefer it for its safety and ease in 

















handling. Contractors and superinten- 
dents appreciate the greater economy 
and longer service of Fitler Quality 


Rope. 


Cash in on their confidence and good- 
will. Feature Fitler Brand Manila Rope 
—a standard of quality for over 134 


years. 


A Rope for Every Requirement 


MANILA ROPE HOISTING ROPE 
BOLT ROPE TRANSMISSION ROPE 
SISAL ROPE DRILLING CABLES 


TARRED HEMP CORDAGE 





Look for the Blue & Yellow Reg. Trademark No, 245091 U. S. Pat. Office 


The Edwin H. Fitler Co. 


PHILADELPHIA CORDAGE WORKS 
Established 1804 
CHICAGO NEW ORLEANS 


NEW YORK HOUSTON 
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CLOVER COATED ABRASIVES 





The Clover plant has just been enlarged by the addition of 16 thousand square feet. 


WE ARE BEHIND YOU 100% 


E HAVE A MESSAGE for the Mill Supply Distributor industry — particularly 
appropriate on the occasion of your Annual Convention this year. 

Thirty years ago we established our policy of doing business with Distributors. 
Through bad times as well as in good we have kept faith with and protected Distribu- 
tors. We never have taken “short cuts” to quick business. In these 30 years we have 
grown from a small company to one of world-wide reputation as manufacturers of 
Clover Grinding and Lapping Compounds. 

Nine years ago we entered the Coated Abrasive field—continuing our policy of fair 
profit for the Distributor. Clover Color-Stripe Coated Abrasives were quickly recog- 
nized as a superior product—nothing finer made. The Clover policy of protecting 
Distributors and permitting a fair margin of profit, together with our nation-wide 
service to industry, has won for us an outstanding Distributor tie-up and has made 
Clover one of the leaders in the field of Coated Abrasives. 

Needless to say that we are conscious of our responsibilities to the splendid Distrib- 
utor industry. And we want to take this opportunity of announcing to our Distrib- 
utor-friends that we are gearing our operations to give them even greater protection. 

With industrial activity approaching boom proportions—with a scarcity market 
more than a possibility—-we want it known that we are extending our facilities to fully 
take care of our Distributor’s requirements. We have completed a new addition to our 
plant that will treble our output. We have stocked raw materials for a year’s produc- 
tion. And I am putting more of my time in my business than ever before. In fact, we 
are doing everything that we can think of to get behind and protect our Distributor- 
customers. 

Again, may I suggest that it is important that every Distributor establish loyal 
contact with a reliable source of supply on Coated Abrasives. 


We court your favorable consideration, with our pledge that 
we are behind you 100%. 


CLOVER MEG. CO.,, NORWALK, CONN. 
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WE COOPERATE WITH 
DISTRIBUTORS 


Throughout the pages of MILL SUPPLIES are announcements 
of manufacturers of industrial products who court favor- 


able cooperation of distributors. 


We wish to call the attention of all distributors’ salesmen 
and executives to the importance of checking these adver- 


tising pages for valuable sales tips and product information. 


MILL SUPPLIES is published exclusively for industrial distribu- 
tors and their salesmen. Manufacturers who advertise in this 
magazine therefore, are addressing their messages to the 
distribution industry alone ... evidence of their desire to sell 
through and cooperate with distributors. Direct sellers never 
advertise in MILL SUPPLIES. 


It will pay you to read the advertising announcements in 
this Exhibit Section — as well as all others throughout the 
magazine. 
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U. S. Model 10 
Grinder. wit © in the protection of Distributors 


production service. 





M.A. standards. Fur- 


Motors built to N.E. that they may gain ee 


nished in six sizes 


for to KY margin ot Profit 















Since 1897, we have carried two ideals with making and sell- 
ing of U. S. Electrical Tools. One was to make tools of 
such Quality that industry, once sold, would always continue 
to buy U.S. Products. The other ideal was—is and always 
will be—a Sales Policy of absolute fairness, of complete 


cooperation with our distributors to the end that they may be 







U. S. 48” Heavy Duty Drill, all Ball Bearing Uni- assured of a just margin of profit. 


versal Motor. The most powerful drill of its capacity 
on the American Market . . . especially suitable 


ir ‘diving’ portetle epider ‘none tu goed = And we will continue to 
protect “US.” Distributors 


all operating conditions. 

—both with the quality of U. S. Electrical Tools and the 
Sales Policy behind them. If you are not yet one of the 
leaders handling these tools . . . get in touch with us, for 


Se, better business, for greater sales and for assurance of 


protected profits. 


U. S. Vertical Feed Angle Plate Grinders. 
Rigidity in operation features this line of grinders. 
Applications include grinding centers, reamers, cut- 
ters, dies, rolls, journals, crankshafts, and surfaces. 


Ss &. “Oetti¢es” 
Bench and Floor 
Grinders. Shown here 
is the 7” size... one 
of four U. S. Grinders 
for bench or floor use. 
Suitable for grinding all 
types of edge tools or 
de cael gaaen THE U. S. ELECTRICAL TOOL COMPANY 
grinding. Designed for continuous service within 


their rated capacities. 2498 W. Sixth Street, Cincinnati, Ohio 


QUALITY Ta THE USER =. PROTERTION T0.-THE DISTRIBUTOR 
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BRONZE AND IRON VALVE 


wo 
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FAIRBANKS DISTRIBUTORS ARE GIVEN SALES ahh 


NOs 














BRONZE WHEELNUT WITH LOCKWASHER FIRM GRIP HANDWHEEL 


HEAVY BRONZE STEM 


PROTECTED TOP SEAT 
WHEN PACKING UNDER 
PRESSURE 


a oe 


DEEP STUFFING BOX 
WITH FOLLOWER GLAND 


MORE SPINDLE THREADS 


TWO-PIECE, BRONZE IN CONTACT WITH BONNET 


UNION BONNET AND 
NUT 


i ee 


RUGGED BRONZE 
UNION NUT 


,reeae oe @ 


160000\wm 0p emmemee © 


RENEWABLE PLUG DISC OF 
SPECIAL NICKEL ALLOY 


AMPLE PIPE 
CLEARANCE 


RENEWABLE SEAT 
RING OF SPECIAL GREATER LENGTH 
NICKEL ALLOY TO PiPE THREADS 


FOR OVER 

FIFTY YEARS 

A LEADING 
NAME 





Fwree eter ees FS ae ae eee —._ = a 


ETRUCKS © WHEELBARROWS 


Fairbanks rubber-tired wheels pro-— 
tect floors from wear, prolong the — 
life of trucks and eliminate noise. They 
are equipped with the finest tires 
made especially 

processed to give 

long hard service 

...roller-bearings 

for ease of oper- 

ation. Fairbanks 

wheels are made 

to fit any make 

of truck. 


THE FAIRBANKS COMPANY 
19 East 4th St. New York, N. Y. 


BOSTON * PITTSBURGH 


Distributors in Principal Cities 
Factories: Binghamton, N. Y., Rome, Ga. 


> $ 
~_-_—ss - eo eeace m 45 












LECTRICAL | 


LO! These Many Years 





f 


€ 


GOOD. We thank you sincerely. It will be 
our constant aim to retain your good will, 
always, by supplying our products with 
the highest standards of mate- 
rials, workmanship and fair 

dealing. 


pA at a ce 
ort a 7 
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“PAINE: 


2949 Carroll Ave. 
CHICAGO 


THE PAINE CO. 

79 Barclay St., New York City 

. Leading contractors and archi- 
" _ tects specify Paine Products 


More than 20 years ago, 
the Paine Company in- 
vented and marketed the 
first spring wing toggle 
bolt. Since then, numerous 
other products have been 
added to the Paine line— 
each of them in response 
to an insistent demand for 
a foolproof specialty, 
based upon highest qual- 
ity, utmost utility, and 
thoroughgoing conveni- 
ence and ease of use. 







Watch Out for This 


The new Paine Catalog—most complete and fully descri 


hardware, mill-supply and plumbing fields. 
copy. Every item shown in it is of a design to meet, most com 
cific uses and purposes. Keep the new catalog handy because Bai 


You have used Paine proaucts and found them 


NDUSTRY 











As in the past, the Paine 
Company continues __ its 
assurance to the Industry 
that Paine products are 
sold only through recog- 
nized wholesale channels. 
This single standard sales 
policy eliminates conflict 
and confusion which so 
often result when a manu- 
facturer sells direct to the 
user as well as to the 
wholesaler. 


tive—is ready for the press, It shows a wide line of products 
—builder's anchoring devices and other specialties—for the electrical, 

Be on the look-out for your 
letely, spe- 


aine products 


appear consistently in specifications of leading architects and contractors the world over. 
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One of a series of : 
field interviews with eS 
a Johns-Manville 
Distributor... 


N MAKING this statement, Mr. 
Ridings, of the Syracuse Supply 

Company, voices the experience of many 
another leading distributor, as well as 
his own. Success with Johns-Manville 
Packings and Gaskets is not a matter of 
chance. It comes as the logical result 
of four things: 

One . . . a complete line of materials, 
with an unmatched, 60-year record for 
economical and dependable service. 

Two . . . forceful advertising and 
promotional assistance, reaching every 
potential user in your territory. 


“Mr. Ridings...how would you 
sum up your 15-year association 
with Johns-Manville?” 


Three . . . more than 300 J-M Sales- 
men... out in the field . . . actively 
engaged in co-operating on sales-recom- 
mendation and service problems . . . 
actively helping you sell J-M Packings. 
Four . . . a firmly maintained distri- 
bution policy that operates to the com- 
plete satisfaction and profit of everyone 
concerned. 
If you wish further details about Johns- 
Manville Packings and Gaskets, or more 
information about the J-M distribution 
policy, write Johns-Manville, 22 E. 
40th St., N. Y. C. 





Headquarters of the Syracuse 
Supply Co., largest distributors 
in the Syracuse territory. 
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In handling Carborundum Brand Silicon Carbide 
and Aloxite Brand Aluminum Oxide Grinding 


i N D i 4 G Wheels the distributor is assured of profit and 


prestige. 


The profit that comes from added sales of 
these wheels to all types of industries. 


The prestige that comes from selling and ser- 
vicing the products of a company of the standing 


of The Carborundum Company. 


Grinding Wheels by Carborundum are, of 
course, produced in all the necessary shapes, 
sizes, grits and grades to meet the grinding 


needs of all industry from the closest of pre- 





Ge prep ofp 


BORUNDUM BRAN§ 


cision grinding to the heaviest of snagging work. 


The market for these wheels is as wide as 
industry itself. 

They can be placed in the tool rooms of all 
industries, the foundries, the great production 
plants, in shops and service stations —in any 
plant where there is grinding to be done. 

And back of your selling efforts are the fa- 
cilities of a great plant and a great organization 
plus the potent force of Carborundum advertising. 

We welcome your inquires regarding the abra- 


sive products of The Carborundum Company. 











BRASIV 


COATED 
ABRASIVES 


For years The Carborundum Company has been 
among the largest of the manufacturers of coated 
abrasives (abrasive paper and cloth). For years 
The Carborundum Company has produced a de- 
cidedly superior line of these products so neces- 
sary in industry — 

Aloxite Brand Aluminum Oxide Cloth for the 
finishing of metals and for certain types of wood 
sanding. 

Carborundum Brand Silicon Carbide Paper 
and Cloth for the finishing of metals and the 
buffing of leathers. 

Carborundum Brand Garnet Paper and Cloth 
used so extensively in the woodworking plants 
of the nation. 

A superior quality of flint paper for the wood- 
working and paint trades. All fast cutting, uni- 


formly coated products — the highest quality of 
backings — clean, sharp, uniformly graded abra- 
sive grains. 

These are the products you can readily sell 
to the general industrial plants, the woodworking 
concerns, the shoe and leather industry and to 
those retail outlets reaching the carpenter, the 
craftsman, the floor sander, the painter and the 
automobile body refinisher. 

Here again is a great and wide market to be 
tapped by the distributor of Carborundum Brand 
Abrasive Products. 

Complete information regarding these coated 
abrasive products will be sent gladly upon request. 


THE CARBORUNDUM COMPANY 
Niagara Falls, N.Y. . . . . U.S.A. 


(Carborundum and Aloxite are registered trademarks of The Carborundum Company) 





FROM EXPERIENCE you know that a large and permanent volume of 
business can almost always be built on any line which offers:— 


O THE BUYER— so much more for his money that a trial makes 
a lasting customer for the product. 


O THE SELLER— an assurance that he will get the re-orders; 
that he will be able to held the business he creates. 


CERTAIN JOBBERS throughout the country 
have proved that this business-building 
principle holds true with files, as with 
other products. These jobbers are getting 
a steadily increasing volume of file busi- 
ness because they introduced NUCUT 
Wavy Teeth Files to their trade. 

After a trial, file users almost invariably 
say that this amazing new kind of file, 
developed and patented by Heller, is the 
best they ever used... that no other will 
do so much work, in so little time, with 
so little effort. They re-order the Heller 
NucuT. .. become permanent NUCUT 
buyers. And the jobber who sold them the 


PR aT Ee eye ee 


first order gets the re-orders. The Heller 
Brothers Company sales policy sees to 
that! “Tom-Dick-and-Harry” competition 
won't steal away the business which the 
jobber creates. 

In certain good territories the way is 
open for other jobbers to sell more files 
by introducing the NucutT... the file 
identified by the White Tang. An unusual 
and practical new advertising and sales 
promotion program will do most of the job 
for them. If you are interested in building 
a larger and permanent volume in files, it 
will be worth your while to write us for 
the complete story. 
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HELLER NUCUT “WAVY TEETH” FILE 








PROFIT — VOLUME | 


in the 
famous DIXON LINE 


“BOSS" COUPLINGS 


Wier ond Growd : i COUPLINGS — CLAMPS — NIPPLES 


“AIR KING" COUPLINGS 
Quick Acting — Type Each “DIXON” Product has been 
: designed to give constant leak-proof, 


trouble-free service. 


The experienced distributor knows 
“DIXON AIR HAMMER" © R of the merits of “DIXON” Products 
COUPLINGS "= and knows also of the profit in their 


| sale; he knows of the faultless per- 
~~ a formance of these couplings under 
=e any service condition, but above all he 


Washer and Ground Joint Be knows that “DIXON” Couplings on a 
- : e length of hose means longer life to the hose 


KING CLAMPS and more satisfaction to his customer—that 


Single Bolt Double Bolt 


| is REPEAT BUSINESS sure. 
: Additional information is available on 
>) any “DIXON” Product in which you might 
"| _ be further interested. 
a 
° 


“KING” COMBINATION NIPPLE p | x Oo N 


VALVE & COUPLING CO. 


PHILADELPHIA, PA. 
LOS ANGELES HOUSTON 
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@ New and more efficient electric tools are constantly being 
added to the Millers Falls line to meet the increasing demand for 
fine power tools. They are all of high quality in design, materials 
and workmanship. Extra long service is afforded with a minimum of 
servicing and attention. They include both light and heavy-duty types, 
for general use on and off the bench, and for many special purposes. 

Bushings, bearings, spindles, chucks and other moving parts are 
accurately machined from selected materials. Motors are smooth, easy 
running and powerful, capable of operating continuously for long 


periods without overheating. Switches, bearings and insulation are of 


= the latest improved types. 
; Send for Catalog No. 4 and for complete details on recent addi- 
] tions to the growing Millers Falls line of fine electric tools. 


No. 312B 12 DRILL 


4 


ae 
NEMA TAT 1) x NS 
NN 


414 14° DRILL 


MILLERS FALLS 


e977 MILLERS FALLS CO. 
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You can let yourself go when recommending these remarkable 
new blades to your customers. They will live up to your claims of 
bigger savings, faster performance, minimum breakage, and greater 
versatility. Display them prominently and suggest them, and they will 
develop a profitable repeat-order business for you. 

Tuf-flex is a new super-tough, extra-flexible blade for work away 
from the bench—a “natural” for electrical, steam fitting, air-condi- 
tioning and plumbing work, and an all-round performer. It cuts tub- 
ing, drill rod and even gutter pipe without os teeth—smoothly, 
efficiently, and without breaking. Made in hand sizes only. 

The Blu-Mol Molybdenum blade has established itself with en- 
thusiastic users all over the country as the finest hand and power blade. 
Cutting tungsten, chrome nickel and ordinary steels at high speeds, it 
has set up impressive records for low cost, fast work and long life. 

A Millers Falls distributorship on hack saw blades offers the 
greatest opportunity now open in this field. Write for details. 


MILLERS FALLS 


GREENFIELD - MASS.“ 
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THE KELLOGG LINE 
OF REFRACTORY 
PRODUCTS 


IGNISITE 
Refractory Cement 
KELLOGG T. 5S 
Refractory Cement 


KELMIX 


Surfacing Refractory 


KALOLITH 
Plastic Fire Brick 


KASTIC 


Castable Refractory 


KELLOGG KROME 


Neutral Veneer 


KROME-RAM 


Plastic Chrome Refractory 


THERMOSTIC NO. 2 


Insulation Cement 


THERMOST 
~< »-ag ~dherad 
KELLOGG VERMICU- 


LITE INSULA 
Ti 
BLOCK a: 


KEL-LITE 
Nos. 16, 20, 25, 22 
Insulating Fire sick 7 
KEL-CRETE 


Insulating Concrete 












THE M.W. KELLOGG co. 


age +00* mon GENERAL OFFIC vs AND WORKS 












JERSEY CITY. N- J. 














A Message To Distributors 
Interested In More profitable Business: 






yill supply distributors are ideally oF zed to handle refractory pro~ 
ducts. Industry uses enormous quantities of this material. KELLOGG RE- 
FRACTORI PRODUCTS fill all requirements. Nearly every kind of an indus- 
trial establishment uses some refractory material. 










There is no finer or more profitable refractory line to handle than KELL- 
OGG REFRACTORL PRODUCTS. A complete line pade of the finest materials, 
under moderm scientifically exacting methods - + * KELLOGG REFRACTORIES 
are winning reorders from the world's greatest users of refractories. 
Plants that have tried all makes now specify KELLOGG. 












For many yesrs the M. ¥. Kellogg ©°- Inc. has been a well established and 
reputable name in industry - Unusually strong + + * wing the *last word" 
in nanufacturing facilities - + * enjoying annual sales of their various 
products running into the millions of dollars - + * KELLOGG'S new service 
and selling policy has made available & number of very desirable exclusive 
franchises for the distribution of their Refractory Products. 












KELLOGG will srotect distributors om all sales in their territory 
KELLOGG will supply their distributors with factory sales assistance. 
KELLOGG discounts assure distributors & nost attractive profit. 


KELLOGG products are complete for every standard refractory require- 
ment —— taking care of the real sales volume and profit 
business. 


KELLOGG products are "est by test" assuring steady repeat business; 
satisfied customers. 











Distributors are invited to learn full details of the profit potentials in 
handling KELLOGG REFRACTORY PRODUCTS. 











For many years the writer has had the privilege of serving industry on Te~ 
fractory prob lems and of working with and through distributors. In fact 
the writer claims to have originated and developed the first selling policy 
favoring distributors in the refractory line. 












Why not take advantage of this unusual opportunity to represent one of the 
largest and best mown panufacturers with a line 80 complete that it meets 
every requiresent. 














Very sincerely yours, 


wore goto 


Sales Mena ger 



















LOGE CO. 


GENERAL 
r AND WORKS 
| _q@@@RSEY CITY, N. J 
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HANDLE WRENCH 
NO. 91 
i STEEL HANOLE 
NUT WRENCH 
NO. 70 
IMPROVED ADJUST. 
+ “o. om 
BEMIS 6 CALL CO. m4 








MANUFACTURERS OF WRENCHES SINCE 1835 
MANY DIFFARENT STYLES IN ALL SIZES 


COMBINATION PIPE 
end NUT WRENCH 


NO 45 BRIGHT MONKEY WRENCH 


WOOD HANDLE 
NO. 62 
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HAVE KEPT THE WHEELS OF INDUSTRY TURNING 





WILLIAMS’ Bifea 
TOOLS & 
OR MORE THAN HALF A CENTURY Te 


Sea sO oe 


RATCHET WRENCHES 


To the end that industry may better 
serve mankind, Williams— for more = 


than fifty years—have been fashion- . 3 


a 


ing tools better to serve industry. 


CHAIN PIPE TONGS 


From the thundering forges of aya 


Williams’ great Buffalo plant, mil- / 


lions of tools have found their way J ly. 


to the earth’s far corners. Names like CHAIN PIPE VISES” 


“Vulcan”, Agrippa’ and “Superrench” 
are wrilten high in the roster of 


America’s famous trade-marks. 4 _ ee 4 
“C” AND STRAP CLAMI 
J. H. WILLIAMS & €O., 75 Spring St, NEW YORK ._ 

a . 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), Detachable oo 
Socket Wrenches, “C” Clamps, Lathe Dogs, Tool Holders, Eye Bolts, 


Hoist Hooks, Thumb Nuts and Serews, Chain Pipe Tongs and Vises, ete. ‘ ' 


ax 4 


LATHE DOGS 


WESTERN WAREHOUSE & SALES OFFICE, CHICAGO WORKS, BUFFALO, N. Y. 
rd 


FORGED <W> INUS.A 








Growing sales through Dealers are 
proving we were right 


Although the “Unshako” Self-Locking Nut is new on the market— 
quite a number of dealers have taken it on and are pushing it and 
already making it a sales leader. 


Nearly every industrial plant uses the “Unshako” on maintenance 
work. Because of this broad field of use, the sales possibilities are 
almost limitless. 


It will pay you to get the details about the “Unshako”. Fill in and The Nut That Can't Shake Loose 


mail the coupon below. The “Unshako" embodies a new principle 
developed from an entirely different idea. 

Large space advertising is appearing now in many of the leading trade 
journals telling industry about ‘‘Unshako"’—this will help you sell them. 


STANDARD PRESSED STEEL Co. 






Fig. 1510 
Pat. and 
Pat's Pending 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 
— ee ee ee ee eee 
Standard Pressed Steel Co., Box 519, Jenkintown, Pa. 
Gentlemen: 


I can tell a good thing when I see it—send me all the details and 
your dealers proposition. 


PPR Terre e Tee i P TITLE . 


COMPANY ....... ale ..-..... ADDRESS 














= 
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Piss: Sais 
T raftsmen Since 0 re 


Laboratory Research 


Creating new impetus for 
your sales force—Increas- 
ing your volume of business 
building up the “black 
ink” column—these and 
many more vital factors in 
your business are indirectly 
accredited to the work of 
Laboratory Research. 
Billings & Spencer con- 
tributes to this trend of 
progress in the announce- 
ment of Duo-Forged Tools 
the result of men — metal 
Laboratory Research. 


y 

















AMMERS and DIE 
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“Cub” Airxpel 
Bucket Steam Trap 


“Baby” Airxpel 
Bucket Steam Trap 


Inlet 





The “Tuway” Strainer— 
either straightway or angle Air 


ov 





Type “A” 
Vertical Steam Horizontal Steam 
Separator Separator 





Type “E” Horizontal 
Steam and Air 
Separator 


Type “C" Vertical 
Steel Receiver 
Steam Separator 





Type “S” Cyclone” Galvanized Cast Iron e 
Oil Separator Exhaust Head Exhaust Head - (es . 
Self Cleaning and Muffler “Crescent” Try-cocks “* 
for pressure 0 to “Kleervu” Safety Eye Guard 
0 lbs. and Gauge Glass Protector 
4 





Electric Boiler Feeder 


An iron watchman that never sleeps, but 
automatically maintains normal water level 
in low pressure boilers 


216 














“Standard Special” 
Steel Receiver 


~~ 














“Master” Airxpel “Combination” Float “Emergency” Float “Victor” Float type 
Bucket Steam Trap and Thermostatic type for varying for heavy duty 
Steam Trap pressures Also Oil and Grease Trap 


Relief Trap 


a 


43 Years’ Experience in 
Steam Power Specialties 


For over 43 years, Wright-Austin engineers 
have continuously studied the needs of Steam 
Power Users. Specializing in this one field, we 
have naturally been able to keep in close touch 
with all modern developments; and to produce 
a size and type of Steam Trap (and related 


products) to meet exactly every modern 
requirement. 
Join the many Distributors who are already 
Type “T" handling Wright-Austin Steam Traps, Steam 
yt em or Oil Separators, Exhaust Heads, Strainers, 


Separator 











Air Relief Traps, Air Purifiers, Boiler Trim- 
mings and other Steam Power Specialties; you 
will find in the big Wright-Austin line a 
product—and a size and type of that product— 
precisely suited to your customer’s need... . 
And at a price that allows the Distributor a 
fair margin of profit. 


WRIGHT :s4, AUSTIN 
316 W. Woodbridge Street Detroit, Mich. 


Distributors and Agents in all Principal Centers 

















High and Low Alarm Water 





ad 


A Gauge Light which makes 
your water level visible at 
distance of 150 feet. 





“Plainsite” Inclined 
Water Gauge 
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Column “Quick Closing” 

Water Gauge. “Crescent” 

Try-cocks and “Kleervu” 

Safety Eye Guard and Gauge 
Glass Protector. 








business. 






INSULBLOX-—refractory block insulation used for direct exposure to 
2,000° F. or in back of thin furnace linings up to 2,200° F.; hence 
INSULBLOX permit moving insulation 300-500° F. nearer to the fire. 
The heat storage capacity of INSULBLOX is ordinarily about one- 
sixtieth that of fire brick for the same heat flow. 1” thickness of 
INSULBLOX is equal in insulating properties to about 9” of fire brick. 


INSULCRETE—light weight cellular insulating refractory concrete for 
furnace lini door lini heat shields, shapes, covers, and kindred 
uses ; recommended for temperatures up to 2,500° F. No cutting, fitting or 
ramming—just pour into place. 

1” of INSULCRETE equals about 4” of fire brick in insulating value 
and has about one-seventh the heat storage capacity of fire brick walls of 
: equal heat flow. 





INSULAG— a superior plastic refractory lagging and finishing insulating 
material for high temperature equipment up to 2,200° F. It is also used 
to fire-proof bins, walls, roof structures, etc. INSULAG does not shrink— 
expands as it dries, sets quickly and bonds firmly to hot or cold surfaces. 
Has high crushing strength and does not bruise or break in ordinary 
service. 

Does not dissolve or collapse from contact with water. 

It is quickly and easily applied by molding, troweling or Quigley Refrac- 
tory Gun. 1” of INSULAG has an insulating value equal to about 9” of 
fire brick and has about one-sixtieth the heat storage capacity of fire brick 
walls of equal heat flow. 





INSULINE GROUND—used as an insulating fill of low heat storage 
capacity in back of thin furnace linings at service temperatures up to 
2,600° F. 1” of INSULINE GROUND has insulating properties equal to 
about 6” of brick work. 





Quigley Distributors are in an enviable position to capture the insulating refractory 
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Furnace conditions vary too widely for any single material to cover all conditions. 
With the comprehensive group of INSULINE Products — each developed to meet 
specific applications— Quigley Distributors are advantageously situated to handle 
the widest range of insulating refractory requirements. 


INSULINE PRODUCTS COVER WIDEST RANGE OF APPLICATIONS 


INSULBRIX light weight cellular low heat storage insulating fire brick 
for direct or indirect exposure to flame and furnace gases in boiler and 
other furnaces, ovens, and kilns. 

Result in: increased output; conservation of fuel; decreased labor costs ; 
improved furnace room conditions ; greater comfort to the workmen. 


INSULBRIX 2,600; service temp. up to 2,600° F. Developed for heat- 
treating, annealing, and other types of fuel fired and electrically heated 
furnaces; as well as waste heat boilers, flues; also oil stills, core ovens, 
baking ovens; etc.—-1/17 heat storage capacity of heavy refractories for 
same heat flow; 1” has insulating value of 5” of fire brick. 


INSULBRIX 3,000; service temp. up to 2,850° F. Developed for high tem- 
perature furnace work-——lining forging and other steel heating furnaces, 
soaking pit linings and covers, boiler settings, annealing furnaces, etc.— 
1/10 heat storage capacity of heavy refractories for same heat flow; 1” 
has insulating value of 3” of fire brick. 


INSULBRIX 3,000-SUPER; service temp. up to 3,000° F.; for applica- 
tions where a super-brick is required. 


INSULBOND.—-used for bonding INSULBRIX or INSULBLOX, furnished 
in dry temperature setting or plastic air setting form. 


INSULCLAD— a surfacing material used for armor coating insulating 
brick, increasing their refractoriness about 200° F. It seals the pores mak- 
ing an impermeable monolithic surface which greatly reduces dusting and 
gas absorption, reduces heat flow through walls, resists abrasion and 
penetration. 


INSULINE SIZED AGGREGATE —used as an insulating fill or with 
Portland cement or other suitable binders to make an insulating concrete. 






FBO SOD 


OUR TOOL STEEL 
JAWS COVER THE 
m ENTIRE TOP OF 
THE VISE and ARE 
RENEWABLE 





SPO oe 


SADDLE AND 
UNDER PORTION 


THEY GRIP LIKE A GRIZZLY 


DISTRIBUTORS: 


VER AT DR RN PEP 


i LOOK ATOUR 
SOLID STEEL 
Bar SLIDE 


STRENGTHENER 
(SUPERIOR. 
SERIES 


STRENGTH 
OF A SOLID 





How would you like to have seven additional salesmen out plugging for you 365 


days of every year telling their story and bringing in the orders? Well, 


just what these seven little bears are doing for a great many jobbers right now 


and we know that they will do a fine job for you also. 


THE PARKER SALES POLICY 


100%° SALES THRU THE DISTRIBUTOR 


Full protection to the distributor stocking PARKER VISES. 


THE CHARLES PARKER CoO., Meriden, Conn., U.S. A. 
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129 Lockwood St. ° 


NEWARK, N. J. and TOLEDO, OHIO 








Dear Mr. Industrial Distributor: 


Modern machinery is making demands of lubricants for which the 
products of the past are not sufficient. 
lubrication, such as LUBRIPLATE offers, is rapidly becoming 
an outstanding Industrial Distributor line. 
that you carry LUBRIPLATE with which to cope with Today’s 
lubrication requirements. 


Scientifically correct 


Your trade demands 


Distributor salesmen get a big kick out of selling LUBRI- 
PLATE for the reason that it is different than any other lubricat- 
ing products, free of competition and most important, you are 
truly doing a great service for the purchaser because: 


1. LUBRIPLATE lubricants produce a wear resisting, load 
bearing film on working machine parts. 
PLATE lubricants actually prevent rust and corrosion. 


2. LUBRIPLATE 
costs to a minimum. LUBRIPLATE has exceptionally 
long life, therefore, it is definitely much cheaper in 
the long run. , 


LUBRI- 


friction, power and upkeep 


LUBRIPLATE is of great interest to engineers, plant managers 
and purchasing agents—it sure has sales appeal and many of our 
distributors will tell you that it is a real 
“getter inner” to plants where in the past no 
business could be had. And remember this— 
once a LUBRIPLATE customer, always a 
LUBRIPLATE customer. 

You can’t afford to put off investigating 
LUBRIPLATE. Write or wire for one of 
our district sales engineers to talk it over 
Our proposition will interest you. 


LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO, 


Established 1870 


Newark, N. J. 


MILL SUPPLIES ® MAY 1937 











A Leading Dealer 
Writes: 


Before taking on the distribution 
LUBRIPLATE lubricants im eur dis 
trict, we gave the matter very serious 
consideration, mawnly because we had a 
very costly and unsatisfactory expen 
market a line of 
nventional ous and 


ence " tr ng to 


Ureasces some 


The original presentation of LUBRI 
PLAT: to us was indeed appealing and 
opened our eyes to the fact tnat because 
f its Inghly specialized nature and being 
mt of the ordinary lubricant class, it 
desivable item Hiwever, before 
further we communicated with 
1 number of LUBRIPLATE dis 


and mportant users and " 





every iostance the replies were most 
evcellent ollowing this the LUBRI 
PLATI listict Sales Enaginecr spent 
two days with some f our salesmen 
in the field and tn vier f orders 
cured and nterest displayed by 1 
meerns called on, we then consum 
mated a sales agreement 
Hoe have been handling LUBRIPLATI 
for about a vear and we are extremely 
pleased witl the results secured 
LUBRIPLATE is certainly all that the 
manufacturer claim for it--and— the 
assistance med cooperation aiven our 
es roa tion has been splendid 


A Leading Manufacturer 
Writes: 


Is wu know, our machinery ts ¢ 
the high speed type, and with the con 
stant increasing of the speed of these 
machines, lubrication has presented itself 
to be ne of our biggest problems to 
solve before we can increase speed to a 
much greater extent 


f 


The results of our experience with 
LUBRIPLATE have been very qratify 
ing, as it has caused our machines to run 
much cooler, and the fact that LUBRI 
PLATE stays put and lasts lonaer it has 


minimized our lubricating costs 
LUBRIPLATE has done all yeu have 
laimed it to do 
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Consider the 
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| MERE OUP DRIVE 
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‘ 
50 CHURCH STREET 387-391 ATLANTIC AVE. 
NEW YORK CITY CHAMBERSBURG, PA. BOSTON 
MEMBER: THE MECHANICAL POWER ENGINEERING ASSOCIATES } 
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and you will see why men 
who work with them prefer 


INGERSOLL SHOVELS 


The finest tillage steel goes into these shovels. They 
" are made by the world’s largest manufacturers of 
dises for plews, harrows and grain drills. When 
you purckase Ingersoll Shovels, you get the benefit 
of all that a half a century of experience has taught 
us about tillage steels. In these shovels we use 
exclusively a newly developed steel which adds 
greatly to the efficiency and life of every Ingersoll 
Shovel. We call this new development— 








INGERSOLL PROCESS STEEL 


It has an interlocking mesh-grain structure, which 
makes splitting of the blade almost impossible. It is 
eds , o also surprisingly tough, light in weight, free-scouring 
and holds its cutting edge unusually well. 


Get the feel of the steel and you will see the extra 


Ingersoll Shevels are available in value every Ingersoll Shovel offers. 

all types and grades, for every pur- Send for new Ingersoll Shovel Catalog. Distributors 
pose, and in a price range to meet are finding the Ingersoll Sales Franchise is increas- 
competition. Round or square ingly valuable. 
point shapes, black or polished Reais ; 
finishes. (The Alloy, A and B Write for further information. Address Dept. MS. 
grades, heat-treated). Il EDeC — way 1° : 

INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation 


NEW CASTLE, INDIANA 
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a complete line of 


PROTECTIVE COATINGS _ | 
FOR INDUSTRY 


including the nationally known 


BITUMASTIC 
SOLUTION 


These products, specifically designed for industrial maintenance. are 


“made to order” for industrial mill supply houses and are supported 
by a sound, constructive sales and advertising plan. 


@ 100% jobber distribution. 


a compact, though complete, line which speeds turnover 
and cuts down inventory. 


@ liberal profit margin. 


a definite sales policy—fair and liberal. 





the backing of more than 70 years’ experience in the 


manufacture of protective coatings for the worst corrosive 
conditions, 


Executives of the Waites Dove-Hermiston Corporation will be in attendance at 
the Triple Mill Supply Convention 


WAILES DOVE-HERMISTON CORPORATION | 
_ \7BATTERY PLACE © NEWYORK.N.Y. 


cad ane 
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“A STEP AHEAD” 
The Tools 
that sell 


by 
PERFORMANCE 





OR forty years UTICA TOOLS have been 
noted for high quality and durable performance. 
Every tool in the UTICA line is made of the finest 
materials by the best process and is carefully 
tested and inspected. No expense has been 
spared to put into each tool the exact alloy steel 
to insure a product that would stand up under 
the most severe work. 


UTICA standards of quality are for your pro- 
tection. You can depend on the convenience 
and long life of these tools to help you build 
profitable sales. Our guarantee against defects 
in material or workmanship is further protection 
to you and your customers. There are no better 
tools made than UTICA. Distributors will find 
this an ideal line to sell. And they will like the 
UTICA sales policy of selling only through 
recognized jobbers. 





UTICA HARDWARE and MILL SUPPLY 
Case No. 49 


erica DROP FORGE & TOOL CORP. 





UTICR, MEW vORH + U.S.m 
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™ tars mark the spots—the sales spots! 
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Strong where Strength is Needed 


DISTRIBUTORS! 


THE ATHOL LINE OFFERS YOU VISES THAT WILL GIVE COMPLETE 
SATISFACTION AGAINST ANY COMPETITION. THE SELLING POINTS 
SHOWN HERE WILL BRING YOU REPEAT BUSINESS FROM SATIS- 
FIED CUSTOMERS. 







PATENTED SWIVEL BASE locks in any position. 
The corrt cations on the outer side of the CLAMP BOLT 
mesh into corrugations on the outside of the circular 





runway of the swivel base. Two fingers will tighten it 
That long, heavy Horn gives the front jaw and two men pulling with all their strength on a bar 
the necessary support and added rigidity placed between the jaws can’t move it. 


when wide work is held in the Vise 


~: SEE THAT EXTRA 
, METAL AT "A" 

BUTTRESS THREAD ON ATHOL VISE SCREW 
; P Any man will — 

It's a full 5007 . 

stronger than a 
square thread of 
the same piteh 
and extra 


sometimes — 
abuse a vise by 


using it as an an- 





vil. That extra 
strength an ¢ sas pans 
DIRECTION OF FORCE netal comes at metal at , <4 
‘en wa vrevents yreak- 
—— t hie root of the } 
thread - just age at this point. 
where the square 
thread is most 
ipt to fail 
?. we = SES Thy 
s ya + pe 4 ts 
} ai? 
* 7 
fi 
F Be: # 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 


Athol Machine & Foundry Co., atnot, mass.. v. s. A. 
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BELMONT —a name that stands for quality wherever packings 
are sold . . . a name that is being pounded home in a series of 
selling advertisements to buyers all over the country .. . a name 
upon which distributors know they can rely for cooperation with 
a capital C ! ! 

For almost 50 years BELMONT has been turning out a superior 
packing because only the finest raw materials .. . the highest calibre 
workmanship . . . the most modern methods . . . are ever used in 
its manufacture ! ! 

BELMONT gives their distributors every possible selling aid! 
A national advertising campaign in leading trade publications — 
reaching 100,000 packing buyers every month . . . Catalogue No. 
33, that shows the entire BELMONT line — with packing recom- 
mendations for every type of service . . . The BELMONT sample 
kit — that no salesman should ever be without — to put BELMONT 
quality right on the buyer’s desk . . . The BELMONT folders, each 
relating to a specific service, that are such valuable time-savers to 
both you and the buyers ! ! 

No wonder BELMONT packings hold the key position they do — 
No wonder distributors find that they practically sell themselves ! ! 


Some choice territories still open! ! Write to-day ! ! 


There’s a Belmont Packing for Every Service 


BELMONT 


| Packhings 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER & SEPVIVA STREETS, PHILADELPHIA, PA, 
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Like the Rock of Gibraltar 














BELMONT FLAX PACKING 401x 
A solid braided flax pack- 
ing noted—like all other 
Belmont flax packings—for 
the ieplieell service that 
it o~—. In manufacturing 
Belmont flax packings, ex- 
treme care is used in the 
selection of the raw fiax. 
Then,various refining proc- 
esses of hackling—spread- 
ing—and drawing assure a 
finished packing in keeping 
with Belmont standards. 





The Belmont Folders illustra- 
ting the major types of packing 


for each individual requirement. 











Refractories are used in every plant 
that operates a boiler or furnace. The 
increased tempo of production in all in- 
dustries has greatly expanded the mar- 
ket for refractory products. 

Industrial distributors who are handling 
the Complete Refractories Service as 


offered by the General Refractories Com- 


'><¢_i. 


pany under their Dealer Plan, secure a 
maximum volume of business from this 
great and growing market—are in a 
position to supply every refractory re- 
quirement of their customers. Complete 
information on the General Refractories 
Company plan of distribution can be secur- 


ed by addressing our Dealer Department. 





GENERAL RERBRACTORIES COMPANY 


226 


MILL SUPPLIES ® MAY 1937 





7317B 










ADVANCE-BADGER DISTRIBUTORS can offer industry the 
"BADGER" Car-Mover, the Standard of Car-pushing equipment. 





STILL THE FAVORITE OF MANY 
RAILROADS AND LARGE INDUSTRIES 


The improved BADGER Car-Mover. Has the speed and push THE 
and is preferred by most shippers for 
the average car-pushing job. 










THE MOST WIDELY USED CAR-MOVER SLIP PROOF 





THE The SUPER-DUTY Car-Mover. Manufactured because of heavier 


car loading. This mover has no equal for heavy duty service 








STEEL CASTINGS INSURE 





LONG WEAR AND DURABILITY 


CAR MOVER 
7 , RMS Sa A eS A RII 2 





A SAFE WRENCH for tripping the trap doors of hopper bottom THE 


railway cars. 














AUTOMATICALLY ADJUSTS GRIP TO FIT 
ANY WINDING UP FIXTURE ON THE CAR 


LEADERS WITH THE DISTRIBUTORS FOR OVER 25 YEARS 


HOVANCE comeany APPLETON WIS. 
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Whose Distri 


The practice of selling Hollow Screws solely through mill 
supply Distributors is a practice exactly as old as this com- 
pany. It was conceived by the founder of The Allen Company 
to be fundamental sales policy — not a policy of expediency. 
It was adopted as the soundest way of strengthening the 
mill supply Distributor in his functions of local distribution, 
which functions no manufacturer or other agency could 
possibly perform so well. 

It was not then evident — in 1910 — that selling solely 
through the Distributor was the only fair and sensible way 
of merchandising industrial supplies to industrial users. 
The Distributor system was less effective in coverage, there 
was less uniformity in sales methods and ethics, with decid- 
edly more of a disposition to play both ends against the 
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butor Policy? 


middle-(man); to sell the Distributor while selling his 
best customers direct. 

Those methods The Allen Company opposed, and discred- 
ited utterly through the sales- volume result of its thriving 
Distributor connections. The general recognition today 
that Distributor sales are the only wise sales in nation- wide 
marketing of hollow screws, is due in no small part, we 
think, to the development and defense of that policy so 
successfully by The Allen Company and its Distributors. 
Since this has become the policy of expediency, it has be- 
come, of course, almost everyone's policy. But no late 
proponents are in quite the position of a company with a 
history of sincerity in Distributor-relationships and a 
quarter-century demonstration of their key importance 
in industrial marketing. 


THE ALLEN MEG. COMPANY HARTFORD, CONN. U.S$.A. 
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AMERICAN SWISS 





SWISS PATTERN 
FILES 
MADE IN UNITED STATES 


The longer life and keener filing edges of AMERICAN 
SWISS Swiss Pattern FILES assure satisfied customers and 
repeat orders. 

More than 2000 different sizes, shapes and cuts making 
an AMERICAN SWISS FILE to fit the most intricate filing 


job. 
SALES POLICY 


We sell 100% through DISTRIBUTORS and consider our 
distributors as a part of our own organization. We have 
always believed in and practiced a 100% distributor sales 
policy and know that distributors can and do serve industry 
economically and promptly. 





THE BEST 














American Swiss File & Tool Co., Elizabeth, N. J. 
ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 
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"G reenfield,” like a great department store, 
places at the disposal of its customers the 
convenience of centralization—special facilities 
that only a large organization can offer. 
"Greenfield" customers may select from 


complete lines of taps, dies, drills, and other 


small tools—at one time and from one source. 
Shipments of various purchases may be com- 
bined, received and checked at one time, and 
paid for with one check. 

"Greenfield" tools are easier to sell because 
they are widely known for their superiority of 
design, their accuracy and durability, and their 
proven quality. 

Feature "Greenfield" tools. They offer the 
greatest possible sales volume with a minimum of 
expense and effort. 

GREENFIELD TAP & DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 
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BRUSH 





Is 


The giant guns of industry are booming! 
rocketing to new high levels! 


INDUSTRY 


ON THE MARCH! 


modate increased activity! 


Production is sky- 


Supplies are in demand to accom- 


MILWAUKEE Industrial Brushes are a vital part of industry’s 


triumphant march. 


tion 


ities . 


and 


schedules 


Industry needs brushes to speed up produc- 
. to clean up for better manufacturing facil- 
. to do countless jobs that increase operating efficiency 
reduce maintenance costs. 


twenty years MILWAUKEE has studied industry’s brush 








Here are your 
"MILWAUKEE" 
MARKETS 


Metal-Working 
Steel Mills 
Foundries 
Railroads 
Packing Plants 
Power Companies 

Rubber Industry 

Public Works Construction 
Paper Mills 

Textiles 

Wood-Working Industries 
Radio Manufacturers 
Chemicals 

Marine Industry 

Dairies & Creameries 
Glass Industry 

Food Products» 
Electroplaters 

Pipe Line Construction 


Industries 











problems with but one thought 
in mind—to produce the best 
brush for each individual re- 
quirement. Today the MIL- 
WAUKEE line includes WIRE. 
BRISTLE, AND FIBRE brushes 
of every description for every 
industrial user. 

MR. DISTRIBUTOR: You want 
products that sell . . . you 
want worthwhile profits . 
you want satisfied customers. 
Here's a line that meets every 
demand. Order MILWAUKEE 
INDUSTRIAL BRUSHES today! 


SEND FOR CATALOG NO. 36 
AND PRICE INFORMATION 


“VANGUARD” FACTORY FLOOR BRUSH 


ee SS. Be Peed: 
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THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 NORTH 30TH ST. 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 


MILWAUKEE, WISCONSIN 


SOPOT LAT AS TTL TEL PT LS TI RE eI A aa Ns TN Oe Te DOE ae Lie 
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ei Car Wrenches 
SAFETY 


THEY ARE BUILDING PROFITABLE REPEAT BUSINESS 
FOR DISTRIBUTORS WHO HANDLE THEM 



















Safety Car Mover 


The head of the Car Mover is short, compact, and 
powerful. The weight is so distributed that the bal- 
ance is perfect .. . always right-side up without effort 
on the operator's part. 


The spurs are so placed that they grab the corners of 
the rail rather than the hard top surface. This place- 
ment also allows the Mover to be used on any width 
of rail, and with the weight in the hase, the Mover 
follows and rides the rail with no fear of slipping. 
Light in weight, only 16 |bs., yet powerful and rugged. 


Hopper Car Wrench 


Positively safe, doubly efficient—its automatic safety 
feature, the ball-bearing ratchet head revolves with 
the car spindle, leaving the handle stationary in the 





53)/-inch 7 | 
Selected White 
HICKORY 


HANDLE 


hands of the operator. 





The Spur Plate with flanges locks the 
spurs rigidly in place without shearing P 
strain on the bolt. Oe ee eS i aaa 5 


= ee P See Seay 


Safety Wrench & Appliance Company, Worcester, Mass. 
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PARTNERS IN PROFITS 


The USER 


Smiles 


because he gets Quality Products 


The DISTRIBUTOR 


Smiles 


because he makes steady customers 


They're both satisfied with the 


They turn a steady flow of business from 
Satisfied Users toward your house. It 
pays to concentrate on OTTEMILLER 
because satisfied users are steady 
customers. 

The OTTEMILLER line of cap screws, set 
screws, coupling bolts, studs, and milled 


screw machine parts is complete for all 


THE WM. H. , 





purposes. It provides such dependable 
quality that many plants have standard- 


ized on this one source. 


For over 25 years OTTEMILLER has given 
distributors 100 per cent protection both 
in Sales Cooperation and in Quality prod- 


ucts. Let us send you complete details. 


COMPANY ..... YORK, PA. 
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1 “"HALLOWELL" 


STEEL STOOLS & CHAIRS 
Scientifically designed for 
correct, comfortable pos- 
ture; made of steel, welded 
throughout—they never get 
rickety and wobbly. A 
style for every need. 


2 “HALLOWELL" 


STEEL SHAFT HANGERS 
The original steel Shaft 
Hanger—and the only 
hanger with integral feet. 
Millions in use the world 
over. 

















3 “UNSHAKO" 


SELF-LOCKING NUTS 


The nut that can't shake 
loose. NEW and DIFFER- 
ENT! A floating thread 
or locking ring within the 
nut provides a live count- 
eracting force that posi- 
tively prevents the nut 
from backing off, even 
when subjected to the 
most severe vibration. Yet, 
an ordinary wrench does 
the trick, when removal is 
desired. Self-contained, it 
has no extra parts and 
may be reused again and 
again. 





4 "HALLOWELL" 


STEEL WORK BENCHES 
Strong, rigid, with one 
piece, smooth steel top, 
easy to keep clean. Welded 
construction that can’t get 
wobbly. Fire-proof, splint- 
er-proof, and lasts for years 
under the toughest sort of 
usage. Can be moved 
anywhere, anytime; many 
styles; easy to make con- 
tinuous benches from sev- 
eral standard units. Best 
of all, they're inexpensive 
—easy to sell. And, they're 
made in 1368 types and 
sizes—one for every need. 


" 
5 “"HALLOWELL 
STEEL SHAFT COLLARS 
Accurately made, highly 
polished, unusually serv- 
iceable Yet, they cost 
less than cast iron collars! 








6 “UNBRAKO" 


SOCKET SCREWS 
The Uniaue Knurled 
‘UNRRAKO'" drives faster 
and farther with the fin- 
gers—speeis prouution; 
can be simply, easily 
locked when countersunk. 
All “UNBRAKO” Screws 
are made of alloy steel, 
heat treated — are tough 
and hard. All stand up 
under severe punishment. 
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Proposition 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. LOUIS 
INDIANAPOLIS SAN FRANCISCO 
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COLUMBIAN SCORES A 
DIRECT HIT WITH IT’S 
UNIQUE PLUS-VALUE 


That exclusive Plus-Value is 
just this: — When you stock 
COLUMBIAN MALLEABLE 
IRON MACHINISTS’ VIS&S, 
you not only get vises of definitely 
superior quality and endurance; 











BUT—You Also Get 


the cooperation assured by def- 
inite SALES POLICY that is 
outstanding in the vise field. It 
offers the trade a Plus-Value that 
definitely protects your sales and 
hence your reputation with your 
customers. 


COLUMBIAN VISES are sold 
only through distributors. 


THE COLUMBIAN VISE & MFG. Co. 
9015 BESSEMER AVE. + CLEVELAND.OHIO _—_—_—— 


rv 
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There are 


sound reasons why 














are sold by Leadi ng Distributors 


and one is... 


CONSUMER PREFERENCE 


Consumer Preference, like GOOD-WILL, may go down on the 
books at $1 or a $1,000,000. That is to say, IT IS PRICELESS. 


It is the result of years of painstaking effort to SATISFY THE 
CUSTOMER ALWAYS! 


IMELY TAI 


Casale eenecenccnete, | 




















Thirty-six years of cumulative tap-making experience — and 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. 


Expert Engineering Service: A REAL Service that has pro- 
duced some surprising economies in many industrial plants. 


DISTRIBUTORS are assured profitable repeat business, since 


* Be WINTER QUALITY is well known wherever Taps and Dies are 


Bs, 
ae 
A of satisfied dealers who have profitably handled WINTER TAPS 








used. 


A Sales Policy that offers protection and merchandising aids 
to dealers. Its effectiveness is demonstrated by the long list 


& DIES for many years. 














mamma WINTER, BROTHERS ——_—_L_ 








“WRENTHAM, MASS. 
TAP AND DIE DIVISION 


of 


THE NATIONAL TWIST DRILL & TOOL CO., DETROIT, MICH. 
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There's aBigDemand for the Safety Service Line 
of Accident-Prevention Equipment 


THE SAFETY EQUIPMENT SERVICE CO. 










Sani 
Goggles 










Klegnair 
Respirator 


Adjusto 
Ladder 
Shoe 


Buell W. Nutt, President 
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Dr. Wood 
Respirator 





No. 1640 “ 
Steel-stapled 
Glove 





No. 510 Chrome Leather Legging 


1228 St. Clair Avenue, Cleveland, O. | 


Manufacturers of a General Line of Accident-Prevention Equipment 


<a & 


FOR ote 


The high quality "Safety-Service" line of accident- 
prevention equipment manufactured for 25 years 
covers every need for personal protection such as 
Goggles and Spectacles of every description. Hel- 
mets, Hoods, Coats, Trousers, Aprons, Sleevelets, 
Gloves, Mittens, Leggings, Spats, Hand and Knee 
Pads, Respirators, etc. as well as a large line of 
mechanical items and guards, ALL MADE IN OUR 
OWN PLANT, in which are incorporated the latest 
inventions and improvements to insure the greatest 
safety to workmen. We illustrate here just a few of 
the many items we sell. ' 


Our Super-Drednaut Goggles are the only 
goggles on the market that embody all three of 
the following special features: — Se!f-Adjust- 
ing Nose Bridge, which automatically adjusts 
itself comfortably to any size or width of nose; 
Non-Rubber Headbands, which contain no 
rubber yet maintain the necessary tension in- 
definitely and Super-Drednaut deep curve 
lenses, which give greater strength, greater 
resistance to hard blows than any other form 
of lenses. 


With such outstanding features, backed by Na- 
tional Trade Paper and Direct-by-Mail advertis- 
ing the complete line of ''Safety-Service" acci- 
dent-prevention equipment is easy to sell. No 
competitive line shows such modern design, 
fine workmanship, highly protective qualities 
and as great a profit as does the "Safety- 
Service” line. 


We have a wonderful proposition to offer dis- 
tributors. We support our distributors with 
National Trade Paper and Direct-by-Mail 
advertising and supply them with fine catalogs 
and other literature to further the sale of our line. 


Write us for full details of the plan. 


Send Today 
for your 
Copy of this | 
Valuable 
Catalog 
No. 10-M. 
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the JOYCE 
No. 2028 


is the pioneer and original 20-ton 
Single-Acting, Automatic Lower- 
ing Jack; popular wherever Jacks 
are used, 

is Built also in 5, 10 and 15-ton 
" capacities, but present day equip- 
Veal) Jn Wy! ment has grown so heavy you will 
find this size a Bear for sales as 

an all-purpose Jack. 


THERE'S a LOT of SATISFACTION 
SELLING JOYCE JACKS 


(1) The JOYCE Line is complete. You make a great saving 
in having one source of supply. 
) Many superior features, easy to demonstrate. 
3) Factory-trained men to work with your sales force. 
) Prompt deliveries. 
) Competitive prices. 


Jacks from I'p to 100 Tons Capacities 


Journal Jacks Trench or Sewer Braces 

Shoring Jacks Trench Brace Fittings 

Hydraulic Jacks Cast lron Jack Serews 

Emergency Jacks Locomotive Serew Jacks 
Cable-Reel Jacks Wrought Iron Bench Serews 

Trip Track Jacks Pulling and Pushing Jacks 
Telescoping Jacks Traversing Jacks and Bases 

Pole Pulling Jacks Air Motor Driven Jack Hoists 
House Raising Jacks High Speed Self Lowering Jacks 
Ratchet Lever Jacks Standard Speed Ball Bearing Jacks 
Mine Timbering Jacks Malleable Iron Bell Base Screw Jacks 
Plain Lever Mine Jacks Industrial Elevators 


All Distributed through 
Leading Industrial Supply Houses 


THE JOYCE-CRIDLAND CO. Pook nag onto 
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FOR BETTER ARC WELDING 


For better arc welding the welder needs 
better electrodes—and in the broad range of 
Imperial wires for A. C. and D. C. work you 
can give the welder exactly what he needs. 
The Imperial line also covers oxy-acetylene 
rods for cast iron, steel, brass, aluminum, etc., 
and fluxes for different metals are made to 
Imperial’s own formulas. 
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REAL WELDING OUTFITS 


Gas economy and low maintenance cost are 
features of the broad range of Imperial welding 
and cutting outfits. They will handle the light- 
est, as well as the heaviest welding and cutting 
work. Goggles, hose, cylinder trucks and other 
accessories are a part of the Imperial line. 


WELDING ROD MERCHANDISER 

Write for complete details about a very 
effective aid in promoting oxy-acetylene weld- 
ing rod sales. 


PAINT SPRAY EQUIPMENT 


Imperial spray guns can be used for all 
classes of painting. They produce a uniform 
flow of material, perfectly atomized and free 
from streaks. They are simple in construction, 
light weight, perfectly balanced, and easy to 
clean. All Imperial paint spray guns are easy 
to operate and easy to adjust. The line includes 
a broad range of paint spray accessories in- 
cluding spray booths. 


There are bulletins arid 
folders available on 
each of these products. 


WRITE FOR COMPLETE 
INFORMATION 
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WIRE ROPE 


Regular Construction or LAY-RITE 
Preformed — for Mining, Drilling, 
Dredging, Ship’s Running Gear, 
Elevators, Aircraft and General 
Construction Work. 


—==a-~D 
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TURNBUCKLES 


A complete line of Drop Forged 
Hexagonal Pattern Turnbuckles in 
all diameters and length of open- 
ing, and with all types of end fit- 
tings. Self Colored or Hot Galvan- 
ized. 


MANILA ROPE 





2 Quality Brands — “Y-Co BEST” and 
“GIANT”. Both waterproofed, select- 
ed pure Manila Fiber. Also com- 
plete line of special ropes for all 
purposes 


UPSON-WALTON QUALITY 


—AND ALMOST 
UNLIMITED RANGE 
OF SALES OPENINGS 


@ Quality, plus a// industry as 
your field, form an unbeatable 
combination for Sales of "U- 
W"' products. 


YOU WIN when you can sell to 
any industry that must LIFT or 
PULL with wire or manila rope 
plus tackle blocks and sheaves, 
clips and all that goes with it. 


YOU WIN too, because of the 
Close Distributor Cooperation 
we render. Our Branch Offices 
and Warehouses are located to 
be of most help—our stocks are 
complete and our perpetuation 
for Quality, dating back 66 
years, is the final clincher in the 


Sale. 


@ Complete information on this 
Quality Selling Line should be in 
your files. Let us send you our 
Catalog. 
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TACKLE BLOCKS AND 
SHEAVES 


For use with Manila and Wire Rope. 
A quality line built for dependable 
service on all kinds of hoisting 
problems. 


STEEL PRODUCTS 


A complete line of dependable fit- 
tings for use with Wire Rope, Manila 
Rope and Chain. 


BRATTICE CLOTH 


NON-INFLAMMABLE or 
AIRTIGHT & WATERPROOF 


The heavy jute yarns, closely woven, 
combined with our special fire proof- 
ing process assures jobbers of “U-W” 
BRATTICE CLOTH of a line equal to 
any on the market. The airtight and 
waterproof brattice cloths are fur- 
nished with either a jute or cotton 
duck base. 








VW 
VW te 















There’s so much behind that simple statement when it comes [| 
to Western Products! There’s distributor PROFITS and SATIS- — 
FACTION. There’s a quality line that has never receded in 
value. The fact is this—that DISTRIBUTORS are “sold on” and 

sell “WESTERN.” 


for these 6 reasons 


1. 100% cooperation, always. glad to work personally with 
2. Absolutely uniform discounts. Distributor Salesmen. 
. The same high quality year 5. Extensive stocks always onhand. 


after year. 6. A complete line — and sold 
4. Western representatives are through recognized dealers. 












METRE RT Lee SLIT ILL 


t 
— 


Sell with Profit - - sell the ; 
Complete Western Line 


It covers cap and set screws, studs, taper pins. semi-finished 
nuts, socket set and cap screws, stripper bolts—one source for 
all your requirements. 






Above illustrated a tew of our Standard 
Products. Full details on request. 


Write for Catalog. 
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Look for the Red Tag attached to every 
TRIMO it identifies TRIMO Quality. 


TRIMO 





Accepted by your customers as standard because it is stronger, safer and 


more economical. Backed by a policy which for 50 years has set a high 


standard of cooperation with industrial distributors. Sell Trimo for steady, 
profitable wrench business. 
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Naiionally known and backed by our repu- 
tation. Broad enough to cover all industries, 
but confined to a few brands, thus avoiding 
confusion and large investment. Free work- 
ing samples, literature and missionary work 
with Distributors’ salesmen. We _ furnish 
A.B.C. Charts for quick reference, showing 
all PACKINGS and the services for which 
they are recommended. 


—for quick nut turning. Each head turns 2 
different sized nuts . . . 2 wrenches in one. 
Simplicity itself. No complicated parts to 
get out of order. 


The soft-faced Hammer that will not damage 
the surface struck. By simply loosening nut 
on handle, Rawhide, Copper or Babbitt 
Faces can be interchanged. One demon- 
stration insures many sales. 
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Just ask experienced | ©® RADIO 
Distributors handling | “igh Speed 


HOME on 
PRODUCTS 


They'll tell you of the Sales—and Resales—and 
RESales—of HOME products in industrial plants 











everywhere, based on actual performance in indus- ” JUMBO 
trial plants. That's all that counts—how they serve Red Friction 
Surface 


and how they sell. 
An all-around Belt 
for Heavy Service! 


One word more—we have a full and complete 
cooperative service that helps still further in your 
selling—and once a HOME Product is sold—that 
just begins to tell the story! 


q WV E I 
BELTING HOSE PACKING 


Transmission Fire Hose Sheet and Rod 

Conveyor Steam Air Steam 

Elevator Suction Chemical Hot and Cold Water 
Water Garden Air and Acids 
Brewers Gasoline 
Spray Sandblast 


PUMP VALVES, CUT GASKETS, and many other molded and cut 


rubber specialties. 


3 Se St ee SFE BR sg SD 
5 SRE TS PCE ata 


HOME 
RUBBER COMPANY 


FACTORY—TRENTON, NEW JERSEY 


NEW YORK CHICAGO LONDON, ENG. 
80-82 Reade St. 168 No. Clinton St. 107 Clifton St., Finsbury, E. C. 








"A PROFITABLE 
LINE TO SELL" 









FULL COOPERATION 
WITH DISTRIBUTORS 
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“CHINESE SALES TALKS” 


ARE “OUT” OVER HERE 


When a salesman calls on a customer in China it is good business 
to talk about everything except the matter in hand. But your selling 
must come to the point. 

And you can do so quickly and effectively when you are talking 
about Masterpak — an exclusive Jewel package development that 
actually protects coated abrasive papers and cloths in transit—brings 
them to the customer “factory new.” 

You can also tell how Abrasive Products, Inc. stands back of every 
order for Jewel Abrasives with a technical advisory service based on 
more than twenty-five years’ experience; with twenty-four-hour action 
on every order, and a line that offers an abrasive for every need. 

Write for details about the Jewel franchise. It will make your abrasive 
selling more effective than ever before. Abrasive Products, Inc., 
South Braintree, Mass. 


ABRASIVE (= 


bars 


INC. 
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THE COMPLETE 
JEWEL LINE 
INCLUDES 
AN ABRASIVE 
FOR EVERY USE: 


“JEWELOX” — Jewel brand of 
aluminum oxide. The hardest and 
toughest abrasive in commercial 
use, it is ideal for grinding and 
polishing hard metals. 


‘“JEWELITE’’ — Jewel brand of 
silicon carbide. Tested and ap- 
proved by America’s master shoe 
builders for cutting, smoothing 
and finishing leather and leather 
products. 


‘JEWEL GARNET” —Natural 
garnet, prepared under our exclu- 
sive process which preserves the 
grains’ natural cutting edges and 
intensifies their sharpness. Ideal 
for general woodworking. 


“NEW PR OCESS"*_. Aluminum 
oxide abrasive paper, cloth and 
combination for production wood- 
working, where rapid cutting, 
smooth finish and performance at 
high speed are paramount. 


“JEWEL EMERY” — Anemery 
cloth for metal polishing where a 
very hard abrasive like “Jewelox” 
is not required. 


“JEWEL FLINT’ — Made of 
the best obtainable grade of flint 
quartz. Supplied in reams of 
9” x 11” sheets. 





) PRODUCTS 
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YOU'LL MAKE MONEY 
HANDLING SCHIEREN 
LEATHER BELTING! 


1. from new business; 2. from repeat orders 


Lat 


‘ 


Schieren’s Leather Belting has 
won a _ reputation throughout 
all industry for its high quality, 
rugged strength, economy and 
absolute dependability. 


The rigid control that we exercise in the manufac- 
ture of Schieren products is your safeguard in buy- 
ing and your aid in selling. Distributors who already 
handle this low-stretch belting recommend it to their 
customers—they know they can sell it with the 
definite assurance that they are giving the best 
that money can buy—AND SO CAN YOU. 


Write for details of our distributor proposition in 
your territory. You will find that the wide prefer- 
ence for Schieren products, together with their 
unqualified acceptance among YOUR PROSPECTS 
who know quality, will help you build volume and 
increase profits. 


CHAS. A.SCHIEREN COMPANY 
ate) 42 Ferry Street <2 New York, N. Y. 


Tagee MARR 


Sesving Senenetes the World Over Since 1868 








Speaking of the EWRET line... from one 


distributor to another 
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a 
VALLEY FORCE 





For forty years EHRET has built a solid reputation for quality products 
. +. and 100% distributor cooperation ...in the manufacture and selling 
of power plant products and insulation. 

EHRET sells through distributors. EHRET distributors are given 
iron-clad sales protection ... they work under an exclusive territorial 
franchise. 

EHRET’s staff of packing and insulation engineers render helpful sales 
assistance ... they really work with distributors ... and in the dis- 
tributor’s interest. 

Why not look into the EHRET proposition for your territory? Dis- 
tributors in other territories who have the EHRET line stand ready to 
tell you about the value of the EHRET franchise. Write for catalogs 
and details. 


EHRET MAGNESIA MFG. €O., Valley Forge, Pa. 
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HEAVY DUTY 
FLEXIBLE SHAFT 


Think of the sales possibili- 
ties of this tool, complete at 
$67.75! Y%~ H.P. capacitor- 
start motor, telescoping 
column, 4 SKF ‘ball bear- 
ings, 5’ 4%" heavy duty 
rubber covered shaft. 






3-IN-1 BELT AND 
DISC SURFACER 


Complete as shown, less motor, at 
$55! Capable of steady production on 
either belt, disc, or “stroke” surfac- 
ing. 4” x 644,” 
aluminous oxide 
belt, fabric 
backed. 10” disc. 
4 dust-sealed 
ball bearings. 










































RUGGED 15° 
DRILL PRESS 


$39.35 as shown, less 
motor. Six-spline spindle, 
with 4 SKF ball bearings. 
Jacobs (0” to %") Key 
Chuck. Chuck to table, 
12”, to base 17%". 4” 
spindle travel. Heavy, 
rigid 2%,” steel column. 

















10° TILTING 
ARBOR SAW 


At $82.50, complete as 
shown, less motor and 
switch, compare this saw 
with any other! Heavy 
arbor tilts almost with- 
out effort. Massive, rigid 
frame. 3/4,” cutting capac- 
ity and a big table with 
plenty of room in front of 
the blade — these are only 
a few of its many features! 





7) Your territory offers a big, profitable market 


for light, rugged, precision-built power tools! Tools of quality - - at prices any shop can afford. . 


And the Walker-Turner line equips’ you to sell that market — 
protecting you with a selective distributor policy, backing you 
with a complete line of tools that will sell to large plants or 
small shops. 

The big plants in your territory can find many places where a 
handy Walker-Turner Drill Press, Saw, or other tool can relieve 


heavy machines. Many large shops use whole batteries of them! 


And in the small shop, on light production, repair or maintenance 
work, a Walker-Turner tool is the logical answer to a “‘lot of tool 
at a low price.” 

Don’t pass up this opportunity until you have learned the full 
details! Complete information on the complete Walker-Turner 
line and selective distributor policy are yours for the asking. 
Write or wire to-day. Walker-Turner Co.,Inc., 2857 Berckman St., 
Plainfield, N. J: 


red POWER TOOL 


THREE LINES, IN THREE PRICE RANGES: DRILL PRESSES « JIG SAWS « BAND SAWS « JOINTERS 
BENCH SAWS e SURFACERS e FLEXIBLE SHAFTS ¢ GRINDERS AND ACCESSORIES 
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MR. C. E. GOLLWITZER 
Secretary and Manager 
PRATT-GILBERT HARD- 
WARE COMPANY 
Phoenix, Arizona 


“IT PAVES THE WAY For 


OuR SALESMEN.... 


For Almost 40 years, the Pratt-Gilbert Hard- 
ware Company, of Phoenix, Arizona, has 
been serving the industries and mines of 
its home state and neighboring states in a 
manner that has established it as one of 
the leading supply houses of the country. 
Consequently, the opinion of Ed. Goll- 
witzer, secretary and manager, on the 
value of manufacturers’ advertising in 
FACTORY (presented in the adjoining 
column) carries a real significance. 







A McGRAW - HILL 
330 WEST 4 


MANAGEMENT 
MAINTENANCE 


PUBLICATIO 


"7 


Here’s what Mr. Gollwitzer says: 


“Effective advertising of the lines we carry to our 
customers is undeniably of great benefit to us. It 
paves the way for our salesmen and eliminates 
much of the introductory work that is necessary 
when products are unknown to the people on whom 
we call. That is why we get a real “kick” out of the 
messages our manufacturers carry to the key execu- 
tives of industries in our territory in the pages of 
FACTORY magazine. They help us immeasurably.” 
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DIETZ 
STREAMLINED 
“LITTLE WIZARD" 
(Left) 


‘*MONARCH"’ 
(Right) 


if 





A. {O OTHER lanterns even approach Dietz No. 0 "Monarch" and Cold Blast 
' "Little Wizard" Lanterns in yearly demand among Contractors, Utilities and 

Municipalities. 

These lanterns have long contributed substantially and steadily to the profits of indus- 
trial distributors. 

Now "Monarch" and "Little Wizard" are ready in modern streamline models, which 
not only revolutionize all previous ideas of lantern making but reveal new structural fea- 
tures of particular interest to contractors. 





Notable among these improvements are the broader non-tip fount that assures greater 
stability, a new thru-tube bail mount, and other refinements of design and finish. 


Make this your banner year for volume on Dietz Lanterns. You can do it with "Mon- 
arch" and "Little Wizard'"—STREAMLINED. 


R.E.DIETZ COMPANY - NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD. poe 1840 
Output Distributed Through the Jobbing Trade Exclusively. We sig SR ep» Se ee 
Do not Sell Chain Stores, Catalog Houses or Syndicate Buyers ihe! et ran 
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The first authentic analysis ever made 
of the industrial distributing business 

based on bona-fide confidential figures 
of hundreds of distributors—will be pub- 
lished for the first time in the June issue 


of MILL SUPPLIES. 


For two years the editors of MILL 
SUPPLIES have been cooperating with 
the Bureau of Census of the 
U. S. Department of Com- 
merce in developing and 
compiling this information. 

Here, for the first time, 
will have 


distributors an 


authoritative basis of com- 





paring the various costs of 
their 


individual 


operating 







4 A summary of this report will be presented before the 
' iT riple Mill Supply Convention at the Peabody Hotel, 


FLASH! 





Wy, 
SUPP py 





of Real Importance 
Distributors 


businesses against the averages of their 
competitors. The figures are broken down 
into five groups of distributors according 
to sales volume; as well as by states and 
territories. 


Here, for the first time is undeniable 
proof that some distributors’ overall 


operating expenses are less than 


12% of net sales; that 

— _others are over 20%; that 
the national average is 
16.4%. 


This information to appear 
in the June issue of MILL 
SUPPLIES will provide dis- 
tributors with their first 


authentic pattern of costs. 


Memphis, Tennessee, Wednesday morning May 12, | 
§ | by James A. Channon, Editor of MILL SUPPLIES. | 
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= GRINDERS = 
Trade 
Literature |... for 


| Sy ~=MACHINE 
PR 0) D ij OT S New Directory of New England 











SHOP, 
Manufacturers—A new and com- 
pletely revised edition of the Direc- FACTORY 





, , | tory of New England Manufactur- 
y . ; or 
— Wathe Cotten Sele | ers has been recently issued by | 
: | | George D. Hall, Inc., 665 Boylston MILL 
y , : * 
“a epee Waeed | | Street, Boston. Published with the | 
Endless Woven Belts | — SS of the ed | ALSO 
Harvester Webbi || England Council, this is a complete | ili 
ter tah po | | reference book to New England in- | % Buffing or Polishing Lathes 
Shoe Machine Webbing 1; dustry. 17,000 New England man- % Bench or Column 
Bolting Cloth Webbing | ufacturers are listed, together with || 4 Belt Driven 
Apron Webbing || the names of the principal officers | % Separate or Self Contained 
Spindle Banding ; President, Treasurer, Sales Man- | Countershafts 
Linen Webbing y| ager and Purchasing Agent. Also | Xe Plain or Anti-Friction Bearings 
Other webbing and belting spe- | | included is a description of the | 
cialties | product made, the number of fac- | MR. DISTRIBUTOR ! 
= | tory employees, capital and location Our large variety of sizes and styles 
) | of plants or branch offices. In a | era it — to — the were 
Globe Woven Products are | | second sect ion of the Directory, item for eac of your customers needs. 


sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 





' “MANUFACTURERS OF ST. LOUIS, | 
by state, city and town. This sec- WESTERN AND CRESCENT GRINDERS 
tion is valuable for routing sales- | 


AND POLISHING MACHINES 
men and mapping out sales cam- vate 

paigns as it shows where concerns CUTTER MACHINE CO. 
in a particular line of business are 3727 Commonwealth Ave. . 
located in any Geographical area. |= ST. LOUIS, MO. 
S| Of particular value to the Purcha- — 
—— | ing Agent is a third section of the 


Directory in which all products 
| made by New England manufac- SURE- GRIP 
turers are listed alphabetically to- 

gether with the names and ad- 
dresses of the makers. There is 
also a Brand Name section in which HOSE CLAMPS 
brand or trade names of all New Standard and Special Sizes 
England products are listed with 

7" a the names of the manufacturers. 

Your customers need the This enables anyone who is familiar 
security provided by _only with the brand name of a 


JACKSON BELT | fisted ty George D. Halt, Ine, 165 
FA ST a ~ € kK 5 | Boylston St., Boston, Mass. 


@ They positively will not pull 
loose. @ Sell themselves owing to 
their practical simplicity. @ Used 


. 























these same concerns are classified | = ————= 
| 
} 


Glo be Wove n Belting Olne 

















i eneennniny 


Electric Fans—This company, which 
designs and manufactures its prod- | 


uct in its entirety, presents an ex- 
by your customers wherever a de- cellent and most readable catalog, 
pendable heavy duty fastener is covering each item in the line, com- 
needed. i plete with pictures, specifications, | 
. Recognized as the standard belt sizes and drawings of the fans, 
connection thruout the world. 


stressing the “no-draft” features. 

—_ - —_ ISAAC JACKSON | For convenience, it lists sales rep- 
a full supply . ohton sa - > reg 
of Soegee SAE SAREE Son | ween lohscet by sheen bahenestul 
literature? 18 VESEY ST.. NEW YORK , eres y ‘ reste . 
“BEWARE OF IMITATIONS” maintenance, and commercial ven- than 100 sizes—all guaranteed 

. - — - | tilation as well as the many private | tg hold any pressure the hose 
| uses of fans. It may be obtained |_. 
by writing Victor Electric Prod- | will stand. The most dependable 
ucts, Inc., 712 Reading Road, Cin- hose clamp made. 
cinnati, Ohio. 


| J. R. CLANCY, Inc. 
Saw Blades——A handy sized booklet Syracuse, N. Y. 
offers the complete line of Ruleta | quygummseesssssssseseeemmmmmmmmmmmmerees 





The most complete line. More 
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THE New NICE 
Rep DIAMOND 
Ball Bearing 


CASTERS 





Convenient grease fitting permits 
wheel to be completely lubricated 
in a few seconds 


Dust covers and felt washers pre- 
vent dirt and grit from getting into 
bearings which cause 50%, of ordi- 
nary caster failures 


Heavy duty pressed steel tires for 
long life and floor protection 


Distributors will find profitable sales op- 
portunities in selling these outstanding 
industrial casters . . . Write for catalogs 
and discounts. 


NICE BALL BEARING CO. 


Nicetown, Philadelphia, Penna. 























HUOT 




















A TIME SAVER and 





a SALES MAKER 





The Huot Drill index eliminates tedious search 
for the right drill, It has many useful features such 
as: a place for every drill, every drill marked with 
size and decimal equivalent. Simple to use. : 

Distributors: No heavy investment necessary. Sell 
this neat, handy, efficient Drill Index. Make a profit 
and bulld up good will with mechanics who appre- 
ciate an orderly arrangement of their working tools. 
Let us send you information. 





NO. 60 HUOT DRILL INDEX 
The illustration shows index open. 
No. 60 holds 60 drills and can 
carried in vest pocket. Made in 6 
sizes: No. 13 for fractional drills 
1/16" to 44”; No. 20 for wire gauge 
drills 61 to 80; No. 26 for letter 











drills A to Z; No, 29 for fractional 
drilis 1/16" to ',”; No. 60 for wire 
gauge drills | to 60; No. 72 for wire gauge drills 
1 to 60, and 12 taps No. 256 to 1420 


HUOT MFG. CO. 


128 E. 10th St. St. Paul, Minn. 
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| Saw 


Blades, developed 
many years of experience in Jig, 
Inlay, Fret, Scroll, Metal and Cop- 
ing Saws. The number of each 
saw is given, for convenience in 
ordering, the methods of construc- 
tion, and the uses for which each 
model is adapated, together with 
illustrations, make this a handbook 
for every designer. In addition to 


through | 


| 


the blades listed here, the company | 


has an engineering department 
which will gladly recommend suit- 


| able saws and aid purchasers to 


reduce operating costs. The Rweta 
Company, Inc., 22 Warren Street, 


New York, N. Y. 


Tools—The manufacturer says “be- 
ing a big subject in a Little Book, 
but as far as its physical limita- 
tions go, every page an answer to 
some question which besets the 
average crafter anxious to go into 
business for himself with Delta 
Tools—” which covers the catalog 
pretty completely. This is ad- 


dressed principally to small shop 


owners, and contains many pictures 
of tools in use in shops. Three 
headings of the booklet are: What 
to Make; How to Make It; Where 
to Sell it. There is a useful “shop 
calendar”, information about where 
to buy raw materials and listed 
magazines that are helpful to the 
craftsman, Delta Mfy. Co., Mil- 
waukee, Wisconsin. 


Drafting 
sketch pad set of tracing paper with 
a guide sheet with Isometric pat- 


| 


A folder showing a new | 


| tern on one side and 1” squares on | 
other; a new adjustable irregular | 


curve; and other drawing instru- 
ments, blue print papers in sheets 
and tracing papers. 
ment Co., 2246 Brooklyn Station, 
Cleveland, Ohio. 


Photoelectrically Balanced Potenti- 
ometer—The C. J. Tagliabue Mfg. 
Co. has just published a_ booklet 
containing information about the 
“Celectray.” In this radically new 
type of recorder, a sensitive mirror 
galvanometer is the primary con- 
trolling element in which an inorti- 


| aless beam of light takes the place 


| of the customary 


pointer. 


| the galvanometer in moving on and 


off a phototube passes the “‘con- 
trolling edge” of a screen thus oper- 
ating relays which in turn control 
a reversing motor which drives the 
moving contact of the Wheatstone 
bridge or potentiometer. The photo- 
tube is not a calibrated element but 
serves only to detect the direction of 
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metal boom or | 
The beam of light from | 


Wade Instru- | 





DRAWS TRADE 
MAKES FRIENDS 


Write Chicago Eye Shield Company, 
2329 Warren Boulevard, Chicago, for 


DETAILS and DISCOUNTS 


on easy to wear — easy to breathe 
through and — easy to sell — 


CESCO No, 90 
Healthguard Respirator 


Approved by U. S. Bureau of Mines 


Every day more and more jobbers are 
depending on CESCO for customer 
satisfying, fast-selling and profit-mak- 
ing Safety Equipment. 


CESCO 
No. 90 
Healthguard 
Respirator — 










esc” 


Combines: ~ 
Safety 
Comfort 
Low Cost 


BRISTO 
SET & CAP 
SCREWS 








@ The multiple spline, 
Engineering’s most eff- 
cient principle of power 
transmission, is used in 
all Bristo Socket Cap 
and Set Screws. 


—— 





The Bristol Company 
Mill Supplies Division 
Waterbury, Conn 


BRISTO 


TRADE MARK REG. U.S. PAT. OFF. 


CAP AND SET SCREWS 

















BALDOR 


BALL 
BEARING 


BUILT FOR HEAVY DUTY 





IT WON'T 
BURN OUT 


No, 3240 % h.p. Capacitator type, ball-bearing 


BALDOR Motor. Stands repeated over-loading; 


$450 rpm. 60 cy. single or ‘%-phase (not 
furnished for D.C.) ” wheels, 
1” face; heavy shaft; By ~— 


“=, $40: .00 


It will sell—and stay sold 
BALDOR ELECTRIC CO. 
(Electrical Mfrs. for 17 Years) 
4364 Duncan Ave. ST. LOUIS, MO. 


closed guards 
GUARANTEE. 


AK 


GRINDERS 








Sysy a 81 @) °4 GRINDERS 











Write for your copy! 
DARNELL 


Caster & Wheel 
MANUAL 


Not « mere catalog. 


A complete 192 
page manual that solves your customer's 
caster and wheel problems, and points 
the way to greater profits for you. 
Profusely illustrated with descriptive 
diagrams! 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 
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| anteed to 0.1%. 








the light-beam and bring the gal- 
vanometer to zero deflection, accord- 
ing to the well-known null method 
of balancing an electric circuit. The 
new instrument, therefore, is not 
a “photoelectric potentiometer” in 
the sense that a balance of photo- 
electric current is implied. It is 
claimed that the new instrument is 





noteworthy for its extreme simplic- | 


ity, accuracy and speed, particularly 
in the multiple point recorders. The 
average speed of the multiple point 
instrument is less than 15 seconds 
per point and the accuracy is guar- 
For further infor- 
mation about this interesting devel- 


opment, write for catalog No. 
1101C. Address C. J. Tagliabue 
Mfg. Co., Park & Nostrand Ave., 
Brooklyn, N. Y. 


"Are Dead Insurance Dollars Robbing 


| Your Business?" —This booklet shows 


in a clear and concise manner just 
what the installation of sprinklers 
will do for the owners and occu- 
pants of mill supply warehouses in 
the way of reducing their fire insur- 
ance expenditures. 


Few jobber ex- | 


ecutives fully grasp “the possibili- | 


ties of savings which a sprinkler 
installation opens up or the possi- 
bilities of loss in the event their 
plant remains unprotected. Sprin- 
kler systems are not items which 
generally sell through mill supply | 
houses, but because there are a 
large number of such properties 
which remain unsprinklered, this 
booklet will be of interest to many 
readers. Rockwood Sprinkler Com- 
pany, 38 Harlow Street, Worcester, 
Mass. 


Motors—A new bulletin, No. 1600, 
describes this company’s line of 
polyphase wound-rotor or slip-ring, 
ball-bearing, induction motors. 
high starting torque and low start- 
ing current characteristics of these 
wound-rotor motors make them 
ideally suited to applications where 
the relatively high starting current 
of squirrel cage motors would be 


The | 


objectionable—in driving high-iner- | 


tia, slow-starting loads, ‘or where 
the size of motor required is rela- 
tively large with respect to the 
power supply. Slip-ring or wound- 
rotor motors can 
either constant or regulated vary- 
ing speeds, a feature that qualifies 


be operated at | 


them for certain types of service | 
| for which squirrel cage induction 


motors are not suited. With proper 
regulating control, the speed can 
be varied between half and normal 
with load connected. Fairbanks, 
Morse & Co., Publicity Department, 
900 South Wabash Ave., Chicago. 
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Gardiner 
Flux- 
Filled 
Solder 


sells easier... 
ness .. 
excellence, extensive advertising, 


builds repeat busi- 
. because of dependable 


and attractive price. The name 
"Gardiner" means better results 
and lower costs to industrial plants 
and mechanics everywhere. 

Made in both acid and rosin-core 
and in various alloys and gauges. 
Sell Gardiner Solder and watch 
volume and profits increase. 


We can supply special requirements . . . 
as well as babbitts, casting metals, solid 


wire, bar solders and Monarch Ball 
Metal. Write for prices and complete 
information. 









<. rdiner = 
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4833 S. shenmanned Ave., Chicago, Ill. 















SAWS THAT 
PRODUCE!— 


Your best bet 


genet 


for sales lies 
in the saws 
that are ten- 


sioned for HIGH SPEED 
PRODUCTION— 


OHLEN- 
BISHOP 
SAWS 


Sold only through Distributors 


HLEN-BISHOP CO. 


COLUMBUS 
e 


oe. mime) 


ne Saws’ Since 852 


255 
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